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For safe, efficient, flexible, economical and dependable power 
distribution for machines and lights in industrial plants, 
( POWERPLUGIN Busduct is unsurpassed. 


@ Made in standard 10-foot lengths with a plugin outlet every 
foot of the way in one side, or alternately in two sides, ( POWER- 
PLUGIN makes power available where and 


when it’s needed. 


@ It enables machines to be relocated and regrouped without 
disrupting production, eliminates temporary connections 
and long leads, cuts maintenance costs and affords other 

big savings by reducing power loss and voltage drop to 


1 minimum. Too, it’s 100 percent salvageable. 


e@ Underwriters’ Laboratories’ approved, @ POWER- 
PLUGIN is available in capacities of 250 to 1000 


amps, 600 volts AC or less with Klampswitchfuz, 


Shutlbrak or Circuit Breaker plugin units for 


200 amps or less. 


e If you want greater plant efficiency 
@ POWERPLUGIN is the answer. For 
further information contact your 
nearest @® representative, listed in 


Sweets or write for bulletins. 


Features of ( POWERPLUGIN 


@@ POWERPLUGIN is made of 16-gauge steel with 
attractive gray enamel finish. It is only 7 inches 
wide, 4 inches deep for 600 amps and less and 6 
inches deep for 800 and 1000 amps, permitting 
its use in restricted areas 

Insulators are one-piece glazed porcelain with 
steel channel supports riveted into position 

Sliding cover type plugin openings,simplified ad- 
justable, two-screw type fasteners for plugin units 
two sliding type mounting brackets per section for 
hanging as desired, electro-silver plated contact 
surfaces at joints with two or four brass jam bolts 
with phosphor bronze cup washers in elongated 
fastening holes are other features 


Frank e€dam Electric Co. 


P.0. BOX 357 ST. LOUIS 


Mahers of BUSDUCT + PANELBOARDS 


3, MISSOURI 
* SWITCHBOARDS © SERVICE 


EQUIPMENT © SAFETY SWITCHES * LOAD CENTERS * QUIKHETER 








FIRST—with “ECONOMY DELAY” Renewable Fuses you save 

money every time you have a current “blow”. Simply remove the blown 
link and replace it at the cost of only a few cents with a new, 
“ECONOMY DE-LAY” Renewal Link in the same cartridge. 


SECOND-—you save because of the short time required to make 
this replacement—and time is money. 


THIRD—you save by reducing “down time” on machines—because an 
inexpensive carton of Economy Fuse Renewal Links kept on hand 
24 hours a day, answers fuse renewal requirements immediately. 


Your Electrical Wholesaler has “ECONOMY DE-LAY” Renewable 
Fuses and Renewal Links in stock. 


Ask for the Economy Catalog and Price List. 


© Reg. U. S. Pat. Office 


ECONOMY FUSE AND MEG. CO., 2717 creenview ave, cuicaco 14, 1uinois sersssexzazes oy 


ELECTRICAL WHOLESALERS—You also save three ways; sove customers, save sales, 
sove profits, that would otherwise be lost, when you corry adequote stocks of 
“ECONOMY DE-LAY* Renewable Fuses ond Renewal Links in oll stonderd sizes. 


EWR 
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The Leader line of fine lighting fixtures is constantly being finest in \¢ 
expanded to meet new needs in industry, business and a & 
wide variety of other fields. Leader fixtures . . . whether 
they are long-established favorites or sparkling newcomers 
. offer the latest in styling, precision engineering, and 
finest quality construction, together with outstanding ease 
of installation and servicing. Electrical contractors every- 
where know they can depend on Leader to furnish the right 
light for every need. 


— | i onstruction 
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The STRATOMNER. 
ye ee ¥ 





Leader's new DIFFUSER unit has the same sturdy 
construction as the “Stratoliner,” except that the 
DIFFUSER provides a 7% indirect lighting com- 
ponent. This is desirable in many industrial instal- 
lations, to modify the contrast between brightly 
lighted work areas and dark upper areas. Available 
for 2 or 3 40-watt lamps in open end style. Reflector 
in choice of high-gloss baked enamel or porcelain 
enamel 


Leader’s STRATOLINER offers everything desired 
in’ a heavy-duty, all-steel industrial fluorescent fix- 
ture. Durable, strongly built, neat in appearance, 
easily serviced. Models for 2, 3 or 4 40-watt lamps 
or 2 85-watt.lamps, in open or closed 
end styles. Choice of high-gloss baked 
enamel or porcelain enamel reflectors 


(RLM approved.) 

















LEADER INCANDESCENT UNITS 


New Leader incandescent units are available in a 
number of styles, for use with 150 to 500 watt 
lamps.. 

Type ISD—Ssandard Dome—best for general lighting 
where both horizontal and vertical surfaces are to be 
lighted, such as workbenches, assembly lines, etc 





Type 1SD—Standard Dome Type ISA—Symmetrical Angle 


Ate 4 


Type IDB—Deep Bow! Type 1EA—Elliptical Angle 


Type iDB — Deep Bow! — ideal for machine shops, 
shipping or receiving departments, assembly lines, 
print shops 

Type IGS — Glass-Steel Diffuser — for use wherever 
softer light without sharp reflections is desired. Globe 





MULTIPLE FLOODLIGHTS 
CL-700 ASSEMBLY 


For service station and parking lot 
lighting, outdoor displays, indus- 


fa 


Type 1GS—Gloss-Stee! Diffuser 


Ay 


Type IHB—High Bay Unit 





of smooth finish, high grade opal glass. 


Type 1SA—Symmetrical Angle—to supplement gen 
eral lighting or for extra illumination on vertical 
surfaces. 


Type 1EA—E//iptical Angle—for wide angle horizon- 
tal and vertical illumination. 


Type IMB — High Bay Unit —for higher mounting 
heights, such as in warehouse aisles, foundries, etc 


trial protective floodlighting, 
home sports area lighting, etc., 
Leader a floodlights are 
efficient and flexible. 2 to 5 flood- 
lights fit cast aluminum junction 
box, mounted on pole fitter. Spe- 
cial silicone gasket for long fife 
and dependable all-weather per- 
formance. For 300 or 500 watt 
lamps 
May be used with 

STATION MASTER, at right. 


W aonien He OL Lighting Equipment Maniufactiner 





SED TROFFERLITES 


Leader TROFFERLITES furnish an exceptionally fine 
system of fluorescent lighting, whether used singly or in 
continuous rows. Available in louvered, open, baffled 
or glass enclosed styles (or with various types of spe- 
cialized lenses including Leader's new plastic lens*, flat 
or curved Holophane Controlenst, etc.) Complete 
range of lengths, from 24” to 96”, in 12” or 24” width 
in regular (74g") or shallow (6) depth, for from 1 
to 8 lamps 


*Pat. Pend tCopr. The Holophane Co 


America's finest fluorescent fixture! Leader's OFFICER 
provides distinctive lighting for offices, stores, banks 
schools, libraries. Steel channel, deep drawn end caps 
side panels in choice of steel or translucent plastic. Plas. 
tic louver** in choice of 45° or 31° shielding angle 
Swings down from left or right for maximum ease of 
servicing. Available for 2, 3 or 4 lamps, either 40-watt 
or Slimline in 48”, 72” or 96” length. May be mounted 
singly or in continuous rows, either direct to ceiling 
or suspended 


**Made under Pat. No. 2566817 





Leader's new SKYLIGHTER is the answer to the de- 
mand for more light and better light. These distinctive 
new surface mounted fixtures provide floods of glareless 
light. May be used singly, or mounted end to end or 
side by side, to form a variety of striking illumination 
patterns, or to provide a complete ceiling of light. 40° 
x 40° plastic louver** or choice of various types of 
plastic diffusion inserts. Available in sizes from 2’ x 2’ 
to 4’ x 8’ 

**Made under Pat. No. 2566817 





Outstanding for store lighting! Leader's PTE Series has 
been expressly designed to provide economical and effi 
cient store lighting. Installation of these fixtures en 
hances the appearance of displays and counters and 
makes store interiors more inviting and attractive to 
customers. Side panels in choice of ribbed Albalite glass 
or translucent plastic; bottom panel in choice of flat 
Albalite glass, plastic lens*, or plastic louver** with 40° 
x 40° shielding. For 2, 3 or 4 lamps, either 40-watt or 
Slimline in 48”, 72” or 96” length 


*Pat. Pend **Made under Pat. No. 2566817 





The STATION MASTER 


Leader's STATION MASTER, for service station 
island lighting, delivers high intensity of light without 
glare. Puts light where it is needed — where the sale is 
made and service rendered. Rugged weather-proof con- 
struction throughout. Available in lengths from 4 ft. 
to 20 ft., with continuous one-piece channel. Sliding 
pole fitter adjustable to any pole spacing. 


Provision for floodlight mounting 4" from each end and in 
center of fixture. Use multiple lights, shown at left, or single 
floodlight. 


Sold and installed by the better electrical wholesalers and contractors 


LEADER 


ELECTRIC COMPANY 
3500 North Kedzie Avenue + Chicago 18, Illinois 





Leader Electric—Western: 800 One Hundredth Avenue, Oakland 3, California 
Compbell-Leader, Ltd.: Brantford, Ontario, Canada 
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6 reasons why Gedney brings . 


WHOLESALERS who sell Gedney Fittings are in an exception- 
ally strong position to win goodwill, boost sales and increase their 
profits, Gedney recognizes the strategic and highly essential role 
of wholesalers in the electrical market, and maintains an active 
and efficient program of cooperation. On the next page you 
will find an outline of this program .. . six reasons 
why wholesalers are today going farther and 

iaster with Gedney. 





MALLEABLE IRON 


HOT DIP GALVANIZED 
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Condvit Bodies Conduit Fittings Threaded Entrance Fittings Sec Fittings 
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-more sales, more profits 


It is a foremost purpose of Gedney Electric 
] to manufacture a complete line of electrical 
fittings and, by means of constant improve- 
ments, to keep it the genuine, unsurpassed 
leader for wholesale distribution. 


Gedney has but one price—its published 
9 price. You may always be sure that you are 
paying exactly the same price for Gedney 
products as does every other Gedney whole- 
saler. If Gedney elects to meet a competitive 
market condition, Gedney will promptly pub- 
lish and issue a new price list. 

Gedney sales representatives DO NOT 
undertake to establish the wholesaler’s resale 
price. This is the function and prerogative of 
Gedney wholesalers alone. 


Gedney fittings are consistently made of 

3 the best and most suitable materials, and 
only the highest standards of workmanship 
are employed. The quality of Gedney products 
assures maximum service life and economy... 
minimum installation time, always. (All 
Gedney threaded conduit bodies, covers, 
straps and clamp backs are now hot dip gal- 
vanized for superior resistance to corrosion. 
Gedney will continue to make its products of 
the highest quality malleable iron castings.) 


Adequate stocks of the complete line of 
4% sedney fittings are kept on hand at all 
times. Wholesalers are assured of prompt, full 
deliveries to enable them to fill all orders, as 
wanted, and when wanted. 


Gedney is backing up its wholesalers with 
5 a bigger and more aggressive advertising 
program than ever before. Whenever your 
customers and prospects open their trade 
papers, they are learning about the superior 
and of the 
ings that Gedney brings in installation costs. 


features of Gedney fittings... sav- 


Last, and very importantly, Gedney fittings 
6 are sold entirely through wholesalers. You 
get only sales cooperation—absolutely no com- 
petition—from Gedney itself. The market for 
Gedney fittings belongs to 


Gedney whole- 


salers alone. 


Gedney always backs up its distributors. And 
fittings bearing the Gedney name stand unsur- 
passed in performance and ease of installation. 





RKO BLDG. + RADIO CITY + NEW YORK 20, N. Y. 


Foundry, Factory and Shipping Point: Terryville, Conn. 
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Ground Fittings EMT Fittings 
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How to promise lower maintenance 


TO EVERY BUYER OF 
FLUORESCENT FIXTURES 


Regardless of a buyer's choice of fluorescent 
fixtures, you can confidently promise him lower 
maintenance costs if you will include General 
Electric Watch Dog* no-blink starters in your 
quotations. Sell longer life of starters and bal- 
lasts with every fixture. 


Watch Dog starters last longer because they 
don’t make repeated attempts to start dead 
lamps—attempts that cause blinking, wear out 
ordinary starters, destroy ballasts, and run up 
replacement costs. With Watch Dog starters the 
failing lamp is automatically cut out and stays 
out—until the red reset starter button is pushed 
and a new lamp installed. No false starts or 
blinking each time lights are switched on 


This is a story that means money in the 
pocket of every fixture buyer. Our advertising 
is helping you tell it. 


Tie in with the biggest 
advertising campaign 
to fixture buyers 
in the history of 
G-E WATCH DOG STARTERS 





This tag identifies fluores- 

cent fixtures equipped 

with famous G-E Watch «flee 
Dog no-blink starters Wiese. 
Make sure the fixtures you 
manufacture or sell dis 
play the Watch Dog tag. 
They help you tell the 
Watch Dog starter story 
to your customers... 
same tags are featured in 
G-E ads. 





For additional infor- 
mation about General 
Electric Watch Dog 
starters . . . how they 
improve lighting _ per- 
formance . . . write to 
Section Q-23-926, Con- 
struction Materials Divi- 
sion, General Electric 
Company, Bridgeport 2 
Connecticut 
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Time 

Dun's Review 

Factory 

Mill and Factory 

Electrified Industry 

Architectural Record 

Purchasing 

Industrial Equipment News 

Contractors’ Electrical 
Equipment 

Today's Business 

Chain Store Age 

Illuminating Engineering 

Institutions 

Electrical Construction and Maintenance 

Plant Engineering 


The Circulation 
2,365,698 STRONG 


Every month 
this Fall and Winter 


Y Cu can foul yotre confi CCE tn — 
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GENERAL @@ ELECTRIC 


ELECTRICAL WHOLESALING—September, 1952 














CORNISH 


STOUT 
FELLAS 










16/2 SJ 


ACTUAL SIZE For rugged use, we recommend our 


COROPRENE line of oil-resistant Neo- 
prene-jacketed cords—both 40 and 60% 


CORNISH 


ACTUAL SIZE 









ACTUAL SIZE 14/2 $ 


ACTUAL SIZE 






ACTUAL SIZE 


10/3 Ss 


ACTUAL SIZE 






QUALITY 
PERFORMANCE 


CORDS 


CORNISH WIRE COMPANY, inc 


50 Church Street, New York 7, N. Y. 





PHILADELPHIA BRIDGEPORT CLEVELAND CINCINNATI CHICAGO 
DETROIT MINNEAPOLIS ST. LOUIS ATLANTA BOSTON ROCHESTER 
DALLAS DENVER Teh t e146s) SAN FRANCISCO SEATTLE 





WIREMOLD ANNOUNCES 
PLUGMOLD 2000 


ONE Plugmold Raceway For THREE Wiring Services 
Faster to Install, Easier to Install, Cheaper to Install 


PLUGMOLD 2000 has 
been tested in all types 
of construction 


Proved best method yet de- 
vised for providing unlimit- 
ed convenience outlets for 
homes, business, industry. 


Here—for the first time!—is a 
single raceway for all 3 services! 
Plugmold 2000 is Wiremold’s 
new, improved raceway base and 
cover assembly designed to accept 
Snapicoil with NEMA grounded 
receptacles, 2-wire “hot” Duplex 
receptacles, or 3-wire Duplex re- 
ceptacles with one side switched 
and one side “hot” ....For homes, 
office buildings, factories, stores 
—for new construction or the 
modernization of existing build- 
ngs—Plugmold 2000 has proved 
itself to be a far better, more 
modern way of providing more 
convenience outlets, more con- 
veniently located. With Wire- 
mold’s famous Snapicoil pre- 
wired receptacles, Plugmold 2000 
saves time and labor costs, be- 
cause 3 simple steps complete any 
Plugmold 2000 installation. 


PLUGMOLD 2000 
is EASY to install! 


Required lengths of Plugmold 
2000 base are mounted in one 
continuous run. The proper 
Snapicoil pre-wired receptacles 
are quickly snapped into the race- 
way cover. Then the cover, with 
receptacles all inserted, is snapped 
into the base. A few simple fit- 
tings complete the job! 








NEMA grounded 
2-wire receptacles 








Plugmold 2000 Holecut Cover — 
accurately spaced to receive Snapi- 
coil receptacles. 











" Duplex 2-wire 
“hot” receptacles 


Se) Duplex 3-wire 
Ss) receptacles—one 
side switched, one 
side “hot”. 
—all pre-wired in 





Plugmold 2000 Base . . 
of knockouts for mounting and 
feeding . . 
needed for feeding .. . 
and cover supplied in easy-to- 
handle 5-foot lengths. 


. plenty 


- no special fitting 
ase 











50-foot lengths of 
Snapicoil 

















ELECTRICAL CONTRACTORS 
WELCOME PLUGMOLD 2000 


Plugmold 2000, with Snapicoil, saves 
the time you usually have to spend pre- 
engineering the wiring job! All your 
electrician needs on the job are regular 
5-foot lengths of Plugmold 2000 base 
and cover, and Snapicoil with proper 
receptacles—in one package for your 
convenience—and a few simple fittings. 
The only tools needed are a screw driver 
and a hacksaw! Plugmold 2000 reduces 
cutting and fitting to a minimum. 


Write today for new FREE 
PLUGMOLD 2000 Book! 


Tells the whole Plugmold 2000 story! 
° . shows the many applications of 
Plugmold 2000... 
is to install, and how easy it is to specify 
and order Plugmold 2000 in units. 


shows how easy it 


THE WIREMOLD COMPANY 


HARTFORD 10, 


CONNECTICUT 
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-less noise- in ONE syste 


"fhe Spiel provide selabiiiadal rods of qoitty Gomintion fo 
Eye-Comfort, with effective acoustical treatment which eliminates exces 
sound reflections and the annoyance and distractions which sound 


ozcou 


ONDITIONING 


LIGHT CONTROL SOUND CONTROL 
The lighting system* of this revolutionary new method is The acoustical element consists of a series of vertical 
an extendible arrangement of channels carrying the control panels positioned between the fluorescent lamps to pro- 
equipment and wiring. T-12, 96-inch, 72-W. slimline lamps vide recommended shielding and adequate sound ab- 
are mounted like ladder rungs sorption. These panels are constructed of high quality, 
between and at right angles high reflectance, perforated acoustical material with 
to the Curtistrip channels. washable white flame retarding finish, supported by a 
This system is supplied com- rolled steel frame. 
pletely wired with ballasts 
and lampholders. All metal 
arr 8 + oe ee adie stun mm bes Mee 
“Fluracite” enamel. a eee ee en 
*Listed by Underwriters’ Laboratories, Inc 


Nome 
CURIS 0 = 
LIGHTING, INC. Address 


6135 W. 65th Street 
Chicage 38, Ilinois 
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GN LEADERSHIP IN ACTION! 
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mec 
sign (only 3 moving p4 
same simplicity gives yO 
in a circuit breaker—with 
QUICK-MAKE, 
QUICK-BREAK 


at no extra cost and 


without the use of coil 
springs. The spring 
shown merely positions 
handle— has no function 
in breoker operation. 


Positive 
Operation 
insured by action of 
handle cam directly 
against contact arm. 
Nospring coupling. 


AUTOMATIC 
RE-LATCHING 
Trips to “orr.” Circuit 


restored simply by mov 


ing handle to “ON.” 


e operating charact 


u every worthwhil 
out cost penalty! 


Thermal- 
Compact AMBIENT Magnetic 
15-20 ampere, single COMPENSATED . 
pole units are only 2" ot no extra cost. Addi- testis Aceh 
wide. 15-20-30-40-50 tional bimetal automat- Pe agains! 
ically regulates opera- sent etl 


ompere, doub! 


wide, yet oc 


e-pole are 


tion to surrounding 


at- 
circuits. 


only 1! 2” 
commodate the lorger mospheric conditions— 
wire sizes. prevents needless 














tripping: 

















Plug-in 
Mounting 


for easy, fast connection 


to line bus. Steel rein- 
forced, positive pres- 
sure clip has been 


SHOCK 
RESISTANT performance: 
Simplicity of design, proved onmillions 
light weight moving of Square D 
products. 


ports, and new type 
spring loading—all come 
bine to make breoker 
unusually resistant to vi- 
bration or shock. 
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Easy fo Install Breaker units simply 

Only 3 components “plug-in” on bus bars. Load terminals out 
(1) box and interior, (2) plug-in breaker in front for easy wiring. Straight wire ter- 
units, (3) flush and surface covers 





minal connections— no looping. 




















« 
rs i ee é os ee ATS rane | 
Y_” Single Pole 1”" Double Pole z 
15 ond 20 15, 20, 30, 40 
amperes ond 50 amperes ~ 






1 to 32 Circuits 
with lugs only and 1 to 20 circuits 
with main breakers— 
using only 6 basic boxes. 
General purpose 
J and raintight. 
Non-Tamperable Assembly 
Breaker unit width varies with 
capacity- Impossible to 
interchange high capacity 
ratings with smaller 
sizes. 






« - 2 7 
SQUARE D COMPANY, Dept. SA-10 
6060 Rivard Street, Detroit 11, Michigan 


Please send me my COPY of 
| “The Biggest Circuit Breaker News 1" 20 Years" 


Name Title 

Company 

Address 

City Zone State | 
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General Purpose one, two or 


three pole Dust Tight . - one, two or three pole Explosion-proof (Class |, Group D) 


one, two or three pole 














GROWING in usage 


all the time... 


.. BECAUSE THESE CIRCUIT 
BREAKERS ARE HYDRAULIC-MAGNETIC aan 


ONE FACI that HEINEMANN Circuit Breakers are 
unaffected by ambient temperature is the greatest reason for 
the growing demand. Time delay for starting inrush and 
momentary overloads is provided by a_hydrailic-magnetic 
operating principle eliminating thermal elements, thus also 
eliminating the need for de-rating to compensate for tempera 
ture change. HEINEMANN Circuit Breakers are unaffected by the 
summer heat or winter cold by adjacent heating pipes or 
open windows 





No need for de-rating also, in effect, increases your power 
Safelet also available with pilot 
capacity because you can always carry the full safe rated load Nahe and recited 





of the wires 

All these enclosure types are available for the growing busi 
ness in the HEINEMANN Circuit Breaker line 

Send for literature. HEINEMANN Eectrric Co., 132 Plum 
Strect, Trenton 2, New Jersey 


don’t use heat... USE POWER 


HEINEMANN Circuit: Breakers 
One, two and three pole 
10 millamps to LOO amperes 





Temporary 
Service Unit 


Auxiliary Explosion-proof Housing Outdoor Service Equipment 
one or two circuit breakers to 100 amperes 
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now, a new high in seeing comfort 


through sonsutiondliifincroaiel U PWARD LIGHT... 








Now, approximately 14 of light is directed urwarp 
through a completely new, precedent-shattering concept of 
lighting unit design! The new Benjamin “Task-Master”™ is 
the modern solution to the brightness ratio problem. By 
combining greater upward flow of light with a new high of \ 
35° in lamp shielding, ‘"Task-Master” doubles, even triples, 
present standards for industrial seeing comfort. In addition 
to sensationally -increased UPWARD light and lamp shielding, 
**Task-Master” features revolutionary new, easier methods 
of installation and maintenance, such as those illustrated 
below. Send for Free “Task-Master” Bulletin, giving 
further details. Write for Bulletin AD 5906. Benjamin 
Electric Mfg. Co., Dept. GG, Des Plaines, Illinois. 

















BEN7AMI nJask 


DETACHABLE REFLECTORS 





with sliding hangers, os shown. 


“LIFE-TIME” PORCELAIN ENAMEL. 

Reflectors and shield are covered with 

genuine Porcelain Enome!, which is 
unsurpassed os a reflect- 
ing surface because it 
cannot wear, scratch or 
become dull 


“SPRINGLOX" LAMPHOLDERS ore 
stondord equipment. These rugged, all- 
metal, lifetime lamphoiders focilitate 
lamping and relamping through pat- 
ented spring design. 





LONGITUDINAL SHIELD. Unique combing- 
tion spine-support and lamp shield provides 
shielding angle of 35°. Result: great reduc 
tion of direct glare with consequent increase 
in seeing comfort. 


PRE-WIRED—NO WIRE SPLICING. Delivered 
with oll connections made up to terminal 
block. Branch-circuit wire comes already run 
through spine support, entire length of unit. 


SPECIAL “HOOK-UP” DESIGN 
mokes it possible for the installer 
to tempororily hang one unit on 
cnother while connecting the jumper 
wires to opposite terminal blocks. 








EXPERIENCED 
ENGINEERING 


PRECISION 
MANUFACTURING 


CONSTANT 
TESTING 


ELECTRICAL WHOLESALER 
DISTRIBUTION 


To be sure 
ORDER BY P&S 
lor Or -Veelem, Lely t-1 4. 


Write for 
a Catalog 


STANDARDIZE on 
The Easy-to-Wire P&S. POLARIZED 
MATERIALS 


Safe .. . Rugged 
Stronger Bodies 
Heavier Metal Parts 

10 and 20 Amperes 
2,3 and 4 Wire 

Built for the Tough Jobs 


TOP WIRING MAKES 
INSTALLATION EASIER 


P&S 6810 


See what P & S Design means to you IN WIRING EASE... 
-»- IN LONG LIFE 


(A) Sturdy Ye” dia. rivets, heavily 
spun over for perfect assembly. 
Long No.8 binding screws—ample 
for No. 10 wire. 

Long life contacts — spring at base 
far removed from arcing point. 
Zinc plated steel back plate — 
extra heavy and strong. 

Black bakelite bodies, extra strong 
— minimum wall thickness Ye”. 
Very thick laminated bakelite back 
cover—eliminates leakage, insures 
safety. 

Rugged terminals fastened with 
No. 6 screws, riveted to insure 
rigidity. “Ear” formed on corner 
forces wire around binding screw. 


Steel armored cops have similarly rugged construc- 
tion. Locations where Polarized Devices are installed 
demand the utmost in safety and dependable opera- 
Plaster ears — required by Gov- tion. P&S Polarized Outlets and Caps are the answer. 
ernment Specifications—scored for Approved by Underwriters’ Laboratories 
quick removal when not needed. Meet Federal Specification W-R-151a 


Write Dept. W for complete catalog 


PASS & SEYMOUR, INC. 


SOLVAY STATION ° SYRACUSE 9, NEW YORK 


THE BEST COSTS LESS in the long run 
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*This number constantly increasing 


you can specity exactly the units you need 


You can get precisely the luminaires you need for any school, hospital, office 
or store installation from the nearly 300 different FLEUR-O-LIER 
fixtures made by 22 leading manufacturers. 


AND ON EVERY UNIT YOU SPECIFY, YOU GET 
THESE EXCLUSIVE FLEUR-O-LIER ADVANTAGES: 


1. The FLEUR-O-LIER Index System 
Rating. This evaluates illuminating 
characteristics, shielding, brightness, etc. 


, & Complete photometric test data 
including distribution curves and 
coefficients of utilization. 





3. Certification. Electrical Testing Labora- 
tories certifies the units comply with 
rigid specifications covering electrical 
and mechanical construction. 





4, All FLEUR-O-LIER fixtures use 
Certified Ballasts and Certified 
Starters. 


all 
Saifadion is assured when you specity FLEUR-O-LIER 


WManufacturers 


ee 2116 Keith Building 
units and new F 
booklet giving 
details of 
Fleur-O-Lier 
index System. 
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Cleveland 15, Ohio 










‘BLACKBURN 


po — z 


( Opec ws Soe —_ 


GROUND ROD 


THESE 5 _ POINTS 
Assure You of Permanent, Efficient 
Grounding and Quick Dependable Service 


A hard-drawn, rigid steel core, for ease of driving. 


Completely covered, including top and bottom, with a heavy, 
uniform coating of pure copper, molecularly bonded, to fully 
protect steel core. 


Rolled finish produces hard, scar-resistant surface. 


Stocked by leading wholesalers — backed up by a stable, de- 
pendable source, strategically located for quick shipments to 
all parts of the country. 


Backed by Blackburn’s reputation for quality and value. 


Distributed on the West Coast by KORTICK Manufacturing Company 
ASASPER BLACKBURN CORPORATION 


35 Madison St St oe ee) a) ° ee a 











ELECTRICAL WHOLESALING—September, 1952 





CONTRACTORS NOW USING 
MORE LARGE-RADIUS ELBOWS 


Wholesalers Everywhere Increase Profit 
By Selling These Special-Radius Elbows 


Since engineers have determined that the use of special larger-radius 
elbows cuts construction costs, contractors are using more and more of 
them. This increased use of large-radius elbows has been noticed recently 

in every part of the country. Al- 
though they have been available for 
several years, sales have increased 
rapidly during the last few months 


Actual labor costs are substan 
tially reduced because the larger 
radius eases the work of fishing 
cable through elbows. This savings 








in labor is considerable. 


The difference between standard-radius Wide-awake wholesalers have 
and special large-radius elbows is clearly 
shown here. Both elbows are the same 


pipe size. 


been quick to recognize this trend 
It means an increase in dollar vol- 
ume of sales and profits from the 
same number of building projects 

CONDUIT of COLUMBUS now 
supplies all needed sizes of special 


SIZES OF SPECIAL 
LONG-RADIUS large-radius elbows as shown in th 
é -ré ws as show r 
° 
90° ELBOW chart at the left. Take advantage 


of this opportunity. Get full data 























[RADIUS “A” on costs and availabilities now 


in inches ¥ * 18” 


| OFFSET “en “- p 24" 


[straicut {| | | | | | — 4 fu? . 


| END “D” f r iw ° ° ° , ° 
| LENGTH ae | | QZ 
| UNBENT 3’ 0” r lao law | so | oe | 76 
| PIPE SIZES |1”-24" | 17-3" [17-3%"| 17-4" | 1-5” | 1-6" | 16" | 1-6" WRITE FOR 

| AVAILABLE i cl. | incl. | imel. | imel. | imel. | inel. incl. | inel. COMPLETE INFORMATION 


























Sold Only Through 
Recognized Wholesalers 


| OUPLINGS . prPR » un s “ anzews, ararp & 5.M.7. 
tl sain READ > GoosEnscE: ALL PLATES 


ai tg Bs RE 
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7-47 TIME SWITCHES BECOMING INOPERATIVE WITHIN 18 MONTHS OF DATE OF MANUFACTURE NOW EXCHANGED AT NO CHARGE. 


New Low Price and 18 Month Guarantee 
For General Electric T-47 Time Switch 


PRICE LOWERED TO $11.50* Now you can offer the best service 
and a new low price where your time switch business is concerned. 
The General Electric T-47 is now easier to sell than ever before. The 
15 per cent price reduction makes it possible for your customers to 


gave more money on each installation. 


NEW GUARANTEE. If your customer's T-47 time switch becomes 
inoperative or damaged within 18 months of date of manufacture, he 
can get an exchange at no charge. And he doesn’t have to wait a 
long time. The new G-E recommended stock plan enables you to give 


your customer over-the-counter service. 
T-47 EFFICIENCY. This time switch handles one or two on-ofl 


operations every 24 hours. Like all G-E time switches, the T-47 gives 


you easy adjustment, simple installation, and rugged construction. 


FOR ANY INSTALLATION that requires accurate, repetitive 
timing, you'll find a G-E time switch tailored to do the job. Order 
today from your local apparatus office. For more complete informa- 
tion on the T-47, write for Bulletin GEC-578, Section 603-139, 
General Electric Company, Schenectady 5, New York. T-47 TIME SWITCH gives dependable performance on 


*Manutacturer's suggested retail price. any practical job requiring one on-off operation daily. 


GENERAL @@ ELECTRIC 
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Tested and approved 


—FOR SAFETY AND DEPENDABILITY BEYOND SPECIFICATION 


—S 


THERMOSTAT CABLES 


WEATHER-PROOF WIRES 


OFFICE & BELL WIRES FLEXIBLE CORD 


TELEPHONE WIRES MEATER CORD . 


BURGLAR 
ALARM & SIGNAL WIRES 


= 


NEON SIGN 
Olt BURNER IGNITION CABLE 


batlicoul -olasicole 
& / 


WIRES :\i CABLES 


JAN-C-76 WIRES 
80°~90°-105°C ‘ 
HOOK-UP WIRE All Chester wire and 
: cable features the extra de- 

SS Gee Oy Cae : aa pendability, long service life and easier Bi, says~ 
FLEXIBLE CORDS © working qualities of plastic insulation. Their JY Write today fer your 
COAXIAL CABLE , tough, impervious plastic coats provide maxi- “a free copy of the Chester 

mum immunity to abrasion, weather, oil and most ¢ Wire and Cable coto- 

TELEVISION LEAD IN CABLE chemicals. They are smooth, pull through con- es log. A complete guide 


GAS TUBE HIGH TENSION CABLE duit with minimum effort and present a fine to plastic covered wire 
ond coble for every 


OIL BURNER IGNITION CABLE appearance in exposed locations. ; dutianan tah nade 
BLASTING WIRE There’s a Chester single or multi-conductor wire ; opplication. Please 
or cable for practically every indoor or outdoor . oddress inquiries on 
THERMOSTAT CABLE requirement including many special construc- . company letterhead. 
BELL AND OFFICE WIRE tions for the electrical, electronic, TV, radio, 
telephone and other industries. Why not write 
TW BUILDING AND FIXTURE WIRE today for full information? 


~ Ey . ‘ea 
. t¢ 


“, , 
pe aes Wie. 2a 8 eth : rn \ Sy 
yp. oN afi es - ah ied Wie a Maer? 


Cate eg: 6WhULS SS Yor K 


MANUFACTURERS OF QUALITY WIRE AND CABLE FOR EVERY ELECTRICAL AND ELECTRONIC REQUIREMENT 
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The increased use of portable equip- 
ment in industry has created a corres- 
ponding need for separable connec- 
tions that are secure against accidental 
disconnects under all conditions. In 
order to meet this demand, The Arrow- 
Hart & Hegeman Electric Company 
now offers you a quality-made line of 
HART-LOCK Interlocking Devices. 


HART-LOCK Interlocking Devices are 
designed with your customers’ require- 
ments in mind. Incorporating new, 
exclusive features, like the one-piece 
“Controlled Tension” inner contacts, 
and the optional back or side wiring, 
HART-LOCK insures stronger, safer, 


LL) ea 


WIRING DEVICES 


No. XT-7101 No. XT-7102 


2-, 3- and 4-WIRE CAPS, CONNECTORS, PLUG BASES, MOTOR PLUGS and FLUSH 
RECEPTACLES FOR 20 AMPS. 250 VOLTS; also 3- and 4-WIRE, 10 AMPS. 575 VOLTS 
MANUFACTURED BY THE ARROW-HART & HEGEMAN ELECTRIC COMPANY 


faster connections wherever interlocking devices can be used. And the 
same sure connection is maintained whether HART-LOCK is used in new 


installations or interchanged with older types of interlocking devices. 


For more complete information about HART-LOCK Interlocking Devices 
and other wiring devices in the complete line, just write to: 





HART & HEGEMAN DIVISION 1609 LAUREL STREET, HARTFORD 6, CONN. 


Branches in; BOSTON, CHICAGO, DALLAS, DENVER, DETROIT, LOS ANGELES, NEW YORK, PHILADELPHIA, SAN FRANCISCO, 
SYRACUSE. In Canada: ARROW-HART & HEGEMAN (CANADA) LTD., MT. DENNIS, TORONTO 15, ONTARIO 


WIRING DEVICES st 
Encoseo switcucs «MW STA THE ARROW-HART & HEGEMAN ELECTRIC CO. 


HEGEMAN DIVISION 
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LEVITTOWN, PA. 


Handles the Loag | 


TC ED E i P E T Outdoor Meter Soc . ‘ Mth four jows which 


Levittown, Pa., a ne é of 16,000 homes, is rising in the eastern me eae pas ently. Seci oper a = 
part of Pennsylva . “et : » house is fully equipped with the most rosion resistant steel, nes , boked-on Melamine. 
modern electrical GQnve! n Te tangle the load, two Murray 
companion units we r in Hh —the Murroy Meter Socket and the 
Murray “Main and f " ge." 
When Levitt and Sons, #hm : , builder, specifies equip- , a’ 
. — ' s 
ment, you can be sure thapll 1 qu id easy to install. —m 
; Be : ROR: One out of 16,00 he ie ; built at Levittown, 


Murray Can Suppl | Meter Mounting And 
Service En » Equ 


Pennsylvanio. Murr A 3 a is located on outside 
ft woll, rear. Murray ° located in a utility 
r room, backs it up . 


me 


For a few homes—or thousands, ; ay you can 
supply your contractors with a complete) ed equip- 
ment. Matched equipment is easier to sell been ier to 
wire and easier to install—looks neater, too. All" 





designed to fit together. You benefit in many ways when 
from one source of supply. You write one order, you make one sales 
effort. It will pay you to buy and sell Murray matched equipment. 


ef 


Electricians like Murray 

equipment becouse it is 

easy to install. There's 

olways plenty of wiring 

room, in Murray equip- 

ment! 
Main and Range with four branch lighting circuits. Two 
pullout type switches — fusible. Solderless pressure con- 
nectors. Boked-on gray Melamine finish. 


Murray Meter Socket and 
Main and Range back up to 
each other. This saves on 
wire and makes the wiring 
job easier. Permits more 
edequote wiring all around. 


MURRAY MANUFACTURING CORPORATION 


1250 Atlantic Avenue, Brooklyn 16, New York 
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.. RIGHT CONTACT for 
WIRING DEVICE SALES 


buy them for QUALITY ... sell them for PROFIT 


PRECISION ENGINEERED? Yes, sir; the right con- 
nection every time! 


DURABLE? You bet! Finest materials, quality 
controlled. Backed by years of dependable 
service. 


SALEABLE? 52 weeks a year! A diversified line, 
for a wide range of electrical uses, with a name 
your customers know. Thru Wholesalers 


Write for catalog sheets — TODAY! 


CAPS 
CONNECTORS 
SWITCHES 


RECEPTACLES 


~~ No. 100 wee No. 98 


Metal-shell SOCKETS 





ROYAL ELECTRIC COMPANY, Inc. * PAWTUCKET, R. 
*.CORD SETS * FUSES * WIRING DEVICES * DECORATIVE CHRISTMAS LIGHTING 
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CROUSE-HINDS high Efficiency 
LIGHTING EQUIPMENT... 


| STS 


Type EVF Explosion-Proof and Dust-Tight Fluorescent Lighting Fixtures 
Slimline and Bi-Pin 1, 2, 3. or 4-Lamp 


. .» for Hazardous Locations 


Crouse-Hinds explosion-proof lighting fixtures exceed the 
requirements for service in highly explosive atmospheres. They 
are designed to operate at a temperature below the ignition 
temperature of the gas-air or vapor-air mixture. They are so DL Series Dust-Tight 
strong that they will resist internal explosions without damage and Reintiaht 
and so tight that they will prevent the escape of flames or ate ’ 

. . . 4 > ; ighting Fixtures 

burning gases which, might ignite the surrounding atmosphere. 


EV Series Explosion-Proof Crouse-Hinds dust-tight lighting fixtures assure safety in 
and Raintight locations that are hazardous because of the presence of com- 
Lighting Fixtures bustible dust. 


; ... for Wet and | 
- | b Corrosive Locations Fl) 


Crouse-Hinds vaportight lighting fixtures are ideal for use 
in boiler rooms, powerhouses, shower rooms, tunnels, loading 
y docks, building entrances, and all indoor and outdoor locations 
where exposed to moisture and rain, non-explosive vapors and 
gases, or non-combustible dusts. 


Type MOB-14 Floodlight Hundreds of industrial lighting fixtures are listed in Crouse- 
Hinds Condulet Catalog. 


V Series Vaportight 
and Raintight 
Lighting Fixtures 


- 


..» for Protection 


Sabotage thrives in darkness. The most reliable and cheapest 
form of protection against night prowlers is LIGHT! Crouse- 
Hinds floodlights project powerful beams of light that bathe all 
approaches to your property with glaring radiance, killing dark- 
ness and shadows and compelling everyone to be more visible 
at night than in broad daylight. . 

The protective power of light should be used in all important 
municipal and industrial locations. The floodlighting of in- 
dustrial plants serves a double purpose. It helps to boost 
production in addition to the security it provides. 

Send for your copy of Bulletin 2565, “LIGHT! Protect Your 
Property.” 

Type ADE-14 
Heavy Duty Floodlight 


Nationwide CROUSE-HINDS COMPANY 


Distribution Syracuse 1, N.Y. 
Through Electrical 


Whole 
New Orleans — New York — Philadeiphio — Pittsburgh — P. 
St. Louis — Tulsa — Washington RESIDENT REPRESENTATIVES 
Baltimore — Charlotte — Corpus Christi — 


OFFICES. Birmingham — Boston — Buffalo — Chicago — Cincinnati — Cleveland — Dallas — Denver 
trout — Houston —- Indianapolis — Kansas City les 


Crouse-Hinds Company of Canada. Lid. Toronto. Ont Type OCX Searchlight 


FLOODLIGHTS : AIRPORT LIGHTING: TRAFFIC SIGNALS - CONDULETS 
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S@@ how eosily flexible Powerduct Cable plugs in. Spring keeps coble taut 


For simplicity of instollation and relocation, compore this cable with condvit 


No busduct system is truly flexible without this 


the right cable for the job 


wire and cable 


It’s the only nonmetallic-armored busdrop cable UL ap- 
proved for this hard use; cuts cost of relocating machines 


Many modern plants suffer from hardening of the power arteries. Here's 
why. Even a modern busduct system may be flexible only so far as it 
goes. Permanent or semi-permanent wiring may still have to be ripped 
out every time important machines are rearranged. That's costly. 

Here's a remedy for this situation. Busduct systems should be sup- 
plemented with money-saving ANACONDA Powerduct Cable. It’s the only 
cable of its type approved by Underwriters’ Laboratories, Inc. for bus- 
way branches under section 3646, 1951 National Electric Code. 

Savings are made in many ways. Powerduct Cable is much cheaper 
to install than conduit. It handles easily. Grips prevent cable creep. No 
time is lost. There's circuit capacity at any point for any load at any time. 
It’s a cinch to relocate. Coil (see illustration) makes local changes easy 

How tough is it? Its flame-retardant jacket, woven like a fire hose, 
takes heavy mechanical abuse, won't fray. Cold-flow is no problem 
Cutting compounds, oil, acid, water, grease won't harm it 

It’s profitable to sell your customers on adding flexible Powerduct 
Cable to their busduct systems. See your Anaconda Representative. The 
AnaconnA Trademark is your positive proof of UL approval for this use. 
Anaconda Wire & Cable Company, 25 Broadway, New York 4, N. ¥ 
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TIMES an 


Relighting Main Street 

What has happened to the lighting business? That is 
the question being asked by almost every wholesale dis- 
tributor of electrical supplies. It's an important question 
because practically 100 per cent of the wholesalers handle 
lighting equipment for the industrial, commercial or resi- 
dential market. The distributor has depended on this 
business for 20 to 35 per cent of his annual sales volume. 

The past year has given the distributor good cause 
to wonder about the future cf his lighting business. 
Some are convinced that it’s a battle of “big” interests and 
that nothing can be done about it. Others have analyzed 
the current situation and decided to fight back. They 
refuse to let this important part of their business go 
down the drain” and have been willing to sell at ridicu- 
lous margins in order to hold onto lighting sales. 

The wholesalers are not the only ones with an interest 
in the future of the lighting business. The confusion ex- 
isting today is a problem of the manufacturer and contrac- 
tor too. Strange as it may seem, many of the concerns, 
despite years of experience in the lighting field, are mysti- 
fied by some of the things being done. They confess 
quite frankly that they don’t understand how and why 
certain lighting jobs are sold and completed 

What can be done to stabilize the lighting business? 
We would suggest that as far as the operating mechanics 
of your business are concerned, you can do as much or 
more than any other firm—and at a reasonable profit— 
simply by placing the emphasis in the right place. 

You know there's a lot in that old saying “You 
can't see the trees for the forest.” Try this experiment 
Step outside the door or look out the window. Pick out 
the largest building you can see. Now, decide that your 
firm is going to sell lighting to that building at your 
regular prices and maintaining your standard margins. If 
others want to cut the price, let them have it. Less obvi- 
ous, but standing as a challenge to the lighting industry 
you will note that there are many other buildings between 
you and the largest structure we've been considering 
Those smaller buildings you see represent a hundred or 
more stores, offices, small plants, residences, etc. 

We suggest that while others are knocking themselves 
out of business trying to capture the lighting of the new 
super structures, the firm that determines to sell the 100 
smaller jobs will come out on top. Why not—you don’t 
have to compete on prices and margins in bringing the 


d TRENDS 


benefits of good lighting to purchasers in the 6 to 75 


fixture class 

This publication has made exhaustive studies of the 
lighting market during the past few months and we are 
convinced that the answer to the present confusion can be 
found in selling relighting to a vast, untouched market of 
small stores, offices, factories, institutions, homes, etc 
Certainly the lighting industry as a whole has nothing to 
lose and everything to gain 

What has cutting prices gained for the industry? The 
morale is shot. The tinsmiths, the copy boys have had a 
field day—and lighting is at its lowest point in yearg¢ 
Large and small distributor, manufacturer and contractog 
acknowledge a disappointing record in selling lighting 
Even the firms embarked on a program of meeting price 
cuts with deeper cuts, agree that the situation is ridiculoug 

Now, at the start of another lighting season, let's review 
some of the facts learned throughout past years when thé 
industry did a highly commendable job of bringing bettef 
lighting to America. 

A favorable financial return and future progress for thé 
manufacturer of lighting equipment depends on his uns 
derstanding of the distributor's role in selling the manus 
facturer’s equipment. Efficient production and a good 
product cannot by themselves fulfill a goal either econome 
ically or commercially until the goods are installed wher€ 
they can be used fully. Alone, neither the ability to maké 
a good product, nor good salesmanship can fulfill thag€ 


goal. There must be coordination and direction founded 


upon exact and specialized knowledge. There must be @ 
clear cut understanding of responsibilities and definition 
of the task to be performed by each member of the indus¢ 
try. Further, all parties must adhere to a code of ethicsj 
They must recognize and support, loyally and honestly, 
the efforts of each branch of the industry 

In this issue, we have attempted to present a picture of 
the marker for relighting by analyzing the main street of 
an average city someplace in the United States. The in- 
formation presented is applicable to thousands and thou- 
sands of establishments that need new lighting. Call it a 
4\4 billion dollar market—or 6 billion—it's almost too 
big to permit an accurate estimate. In completing our 
study one fact stood out. No one is going to touch this 
market selling direct. It needs broad distribution sparked 
by a local supply firm that knows where it stands and what 
it must do 


EDITOR 
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J 
Rely on Zuality b 

PYLE-NATIONAL © LIGHTING FIXTURES 
(0 ae Safety and Efficiency 
A 


EXPLOSION-PROOF UL 


Pyle-National LE Series (Class 1, Groups C and D) 
For use in locations where highly flammable materials are 
manufactured or handled. 

Rugged, flame-tight cast aluminum alloy housings render 
internal explosions harmless, and insure safe operating tempera- 
tures. Threaded construction permits easy access to interior for 
wiring and lamp replacement. Available in many types and sizes. 











DUST-TIGHT 


Pyle-National DE Series (Ciass il, Group E, F, G and Class lil) 
For use in locations where flammable dusts are present in quantity. 

Strong, one-piece cast aluminum alloy housings are designed 
to exclude dust from the interior and to avoid accumulation of 
dust on the exterior surface. Available in many types and sizes. 








VAPOR-TIGHT 


Pyle-National BO Series 

For use in any outdoor or indoor location subjected to heavy 

concentrations of non-flammable vapors, gases, dusts, or moisture. 
Heavy duty construction and especially efficient sealing features 

insures an exceptionally long service life. Full line for 10 to 200 

watt lamps. 














ENCLOSED FLOODLIGHTS 


Sealed against moisture and dirt, constructed 

throughout of cast aluminum and other 

rugged, corrosion-proof materials, Pyle- 

VAPOR-TIGHT SIGNAL National floodlights retain their original 

OR PILOT LIGHTS high-efficiency output throughout an excep- 

Midget Fixtures for 10 tionally long service life, with negligible 
watt Lamps. maintenance and replacement expense. 


| WEATHER-PROOF 











J\ THE PYLE-NATIONAL COMPANY 


1352 N. KOSTNER AVENUE * CHICAGO 51, ILLINOIS 
District Office and Representatives in Principal Cities of the United States. Export Department: International Railways 
Supply Co., 30 Church St., New York. Canadian Agent: The Holden Co., Ltd., Montreal, Toronto, Winnipeg, Vancouver 


CONDUIT FITTINGS - PLUGS AND RECEPTACLES - TURBO-GENERATORS - GYRALITES - MULTI-VENT AIR DISTRIBUTION 
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Electrical Wholesale Distribution 


JUNE 1952 


sales of electrical goods wholesalers, all 


SALES June 
classes of houses combined, jumped 9 per cent above the 
previous month and were 11 per cent over sales a year 
above 1950 


sales for the first six months of 1952, 


ago (which, in turn, were 1 per cent June 


sales). Cumulative 
however, lagged 13 per cent behind sales for the first half 
of 1951 


Considering each class of house separately, | 


June sales 
indicated the following levels 

© Full-line wholesalers indicated increases on the basis 
of both comparisons. Their June sales went up 10 per cent 
over the level of the previous month and were 9 per cent 
June 1951 for the 
first half of this year trailed 12 per cent behind the cor- 
responding period of 1951, the full-line group shortened 
the gap by 4 per cent in one month's time 


® Wiring supplies and construction materials distribu 


above Though their cumulative sales 


tors made the poorest June showing of the three classes 


Their sales were up 3 per cent over May but dropped | 
In terms of cumulative sales, 


best 


months 


per cent under June 1951 
they made the 
behind their 1951 

@ Appliances and specialties wholesalers reported the 
per cent 


however, showing—only 3 per cent 


first six record 
most impressive sales gains for June—11 ahead 
of the previous month and 28 per cent over June 1951 
But they still have a long way to go to catch up with last 
sales for the first six months of 
1951's first half 


all electrical goods wholesalers 


year. Their cumulative 
1952 lagged 


Estimated total sales of 


per cent behind 


June amounted $434 million 


(Business Index: June 1952—489; June 1951 161 


Other Figures of the Month 


Private Expenditures For New Construction (in millions) 
Public Expenditures For New Construction (in millions) 
Farm Income (seasonally adjusted, in billions) 
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inventories (val- 
all classes 6f 
below the May 
stocks on hand 


INVENTORIES At the end of June, 
ued at cost) of electrical goods wholesalers 
houses combined, down 8 
sist stock level and 28 per 
40th a 

Using the invea- 
tories of the three classes of electrical distributing hous®s 


were per cent 


cent under 
June year ago 


same two months as yardsticks, June 


neasured up as follows 

@ Full-line wholesalers indicated a 9 per cent decline in 
stocks on hand from the level of the previous month. Com- 
pared with the June 1951 level—the highest recorded> 
the group's inventories dropped a whopping 29 per cemt 
A 53 days’ supply of merchandise on hand was reportéd 
by the full-liners 

e Wiring supplies and construction materials distrib 
tors also showed declines, but less spectacular ones. T heir 
per cent under the previogs 
Their stocks on 
» days’ supply 


June inventory level was 4 


month and 4 per cent below June 1951 


hand at the end of June amounted 


© Appliances and specialties wholesalers registered sharp 


inventory reductions in June—6 per cent under the May 


level and per cent under June a year ago. Appliances 


and specialties wholesalers continued to report the smallest 
three classes. Their merchandise 


stocks on hand of the 


amounted a 46 days supply 
At the 


trical goods wholesalers represented 52 
12 days’ supply less than reported for May and 28 


all elec- 
about 
days 
Te tal 


current rate of sales, stocks on hand of 


days’ business, 


supply less than on hand at the end of June 1951 


inventories were estimated at $644 million 


(Business Index: June 195 608; June 1951 


1946 
Averages 
$803 
$197 
$18.9 


Yeor 
Ago 
$1,968 
$905 
$18.9 


Preceding 
Month 
$1,925 
$1,055 

$19.6 


latest 
Month 
$1,990 
$1,079 
$20.7 


July 
July 
June 


29 








Electrical Wholesale Distribution 


REGIONAL ANALYSIS 


AINS over May sales levels—ranging from 18 per cent 

fm the East South Central area to 2 per cent in the 
Pacific division—were reported by eight of the nine regions 
Only New England indicated a decline—4 per cent 

Compared with June a year ago, eight of the nine re 
gions also reported sales increases. Once again they were 
led by the East South Central area, which in this com 
parigon registered a spectacular 55 per cent gain. The 
Middle Atlantic division was in the rear with a 2 per cent 
drop. 

In terms of cumulative sales, seven regions lagged be 
hind their sales levels for the first half of 1951. The Mid 
dle Atlantic division was farthest behind with a 21 per 
cent decline. The West South Central area showed no 
change. The only region ahead of its cumulative sales total 
for the first six months of last year was the East South 
Central area, with a 3 per cent increase 

All regions indicated inventory decreases under the levels 
of May. The biggest drop—10 per cent—was reported by 
the Pacific and Middle Atlantic divisions. The smallest de- 
crease—4 per cent—was reported by the New England 
area 

Inventory declines were also indicated by all regions on 


a comparison with June 1951 levels. They ranged from a 
38 per cent drop for the Middle Atlantic area to a 19 per 
cent decrease for the East North Central division 


KEY TO MAP 
States comprising Geographic Regions: New England (1)—Me., 
Vt., N. H., Mass., R. I, Conn.; Middle Atlantic (2)—N. Y., 
N. J., Pa.; East North Central (3 Ohio, Ind., Il., Mich., Wis.; 
West North Central (4) Minn., lowa., Mo., N. D., S. D., Neb., 


JUNE 1952 


Figures in this table apply to the 
geographical divisions as outlined and 
numbered in white on map above. 





SALES INVENTORIES 
June 1952 June 1952 

Compared in % with} Trading (Compared in % with 

June Region May June 

1951 | (See Map) 1952 1951 

4 . <a 

—10 —38 

we —19 

_ —29 

— —27 

_ —32 

—30 

—22 

—!] —27 
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Kan.; South Atlantic (5)—Del., Md., D. C., Va., W. Va., N. C., 
S. C., Ga., Fla.; East South Central (6 Ky., Tenn., Ala., Miss 
West South Central (7)—Ark., La., Okla., Tex.; Mountain (8 
—Mont., Idaho, Wyo., N. M., Colo., Ariz., Utah, Nev.; Pacific 
(9)—Wash., Ore., Calif 
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CERTIFIED 


Made to maintain the 
lowest noise level of any 
fluorescent ballast on 
te heen 


sis BH ath uy CABLE ADDRESS: 
1122 W. CATALPA AVE., CHICAGO 40, ILL., U.S.A. 











IMPORTANT FEATURES! 


Path of grounding circuit through plug sleeve and 
receptacle housing. 


Complete terminal units in both receptacle and plug are 
removed for wiring by loosening 2 screws on either 
side of receptacle or plug housing. 


Circuit wires may be installed easily to solderless terminals. 


Phosphor Bronze springs in plug and receptacle insure 
grounding before poles complete circuit. (In Style 2, 
grounding pole is made longer so that grounding cir- 
cuit is made first, broken last.) 


Gasket on clamping nut assur¢s vaportight seal between 
plug and receptacle. 


Concealed cord clamp with rubber bushing grips cable 
securely, making plug vaportight. Smooth, easy-to- 
handle aluminum cap covers complete clamping unit, 





APPLETON 


Circuit Breaking 


Plugs and Receptacles 


30, 60 OR 100 AMPERE CAPACITIES * 250 V. D. C., 600 V. A. C. 


Durability... ease of wiring ... complete safety 
You get all three with Appleton Circuit Break- 
ing Plugs and Receptacles! 

Cadmium-plated Malleable Iron Junction 
boxes and highest quality die cast aluminum 
housings on both plugs and receptacles guard 
this equipment against the hard knocks of severe 
service conditions. Complete terminal units 
equipped with solderless connectors in both 
plugs and receptacles assure fast, easy wiring. 

Receptacle housings are available in four styles 
—Dust-proof lift-cover, threaded with cap,or 
threaded without cap,and plain. Plugs available 
with or without clamping ring. 

This equipment can be used for reversed serv- 
ice by installing terminal units in opposite 
housings. 


Appleton Plugs and Receptacles are made in two styles: Style 1 
(as illustrated) is designed for use in installations where cor- 
rosion is not excessive and where the plug sleeve and the 
receptacle housing may serve as a safety circuit 

Style 2 grounding is made through extra pole in Plug and 
Receptacle. This style is recommended where excessive cor- 
rosion exists. Grounding pole is made longer so that ground- 
ing contact is made first and broken last. 


Sold Through Electrical Wholesalers 


APPLETON ELECTRIC COMPANY 
1734 Wellington Ave. « Chicago 13, Illinois 


Sales Engineers: NEW YORK, 50 Church St. «+ DETROIT, 3049 E. Grand Bivd 
CLEVELAND, (836 Euclid Ave. « SAN FRANCISCO, 655 Minna St. + ST. LOUIS 
227 Frisee Bidg. « LOS ANGELES, 100 N. Santa Fe Ave. « ATLANTA, 724 
Boulevard, N. E. « BIRMINGHAM, 809 Brown-Marx Bidg. « MINNEAPOLIS. 305 
Fifth Street, S. « PITTSBURGH, 412 Bessemer Bidg. «+ BALTIMORE, 100 E 
Pleasant St. «+ BOSTON, 10 High St. « DENVER, (92! Blake Street « PHILA- 
DELPHIA, 23! South 20th « CINCINNATI, 608 American Bidg. + HOUSTON, 717 
™ M. Bidg. « HAVANA, Cuba. Malecon No. 9 + BINGHAMTON + DALLAS 
INDIANAPOLIS + KANSAS CITY + ORLANDO «+ MILWAUKEE + NEW 
ORLEANS «+ SEATTLE + PORTLAND, ORE 
Export Representatives: International Standard Electric Corp.. 67 Broad St., 
ew York 4, N. Y 
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NEW GOVERNMENT AGENCY FOR DISTRIBUTORS e While defense mobilization bu- 
reaus are withering away, the Commerce Dept. has in the works creation of a new 
agency, an “Office of Distribution,” which would be spokesman in official Washington 
hierarchy for the nation’s wholesalers and retailers. 

These are the kinds of things the new agency would do: (1) coordinate government 
statistical studies and tailor them especially for wholesalers, retailers, and other segments 
of the distribution system; (2) make surveys like those of the Agriculture Dept., which 
aim to find out what the costs of distribution are between the farmer and the consumer, 
and how to cut them down; (3) collect and publish business data on production, 
inventories, and sales on a more current basis than now. 

Commerce Dept. officials concede that this is just the sort of thing the big manufactur- 
ing and distribution outfits and many trade associations do for themselves. The argument 
is that the Commerce Dept. can do a big job for the hundreds of thousands of small 
businesses in the distribution and service fields—using the best information that's avail- 
able from their own projects and from all other sources. 

And behind it all is the theory that from here on out, the big problem in American 
business will be in distribution, not production. The Commerce Dept. wants to be 
organized and directed to give major attention to that phase of business that’s likely 
to be the really critical area in the national economy. It’s a safe bet, however, that 
this all won't go much beyond the planning stage until after January. 


CENSUS’ “TRENDS” DISCONTINUED e But while the Commerce Dept. talks big about 
what it’s going to do for distributors next year, congressional budget cuts have forced 
the agency’s census bureau to discontinue its valuable publication, “Trends in the Electrical 
Goods Trade.” Based on confidential reports by 727 electrical wholesalers, the publication 
contained detailed statistics on inventories and sales, broken down geographically and 
by class of wholesaler. It was one of a series of trade bulletins for seven industries of 
which only “Trends In The Wines And Spirits Trade” will still be published. 

The publication was particularly valuable because it brought data from scattered 
government sources together in one handy packet, especially tailored for electrical 
wholesalers. The material is still available from two other Commerce Dept. publications, 
but not as well slanted or as meaty. 

The Census Bureau's “Monthly Wholesale Trade Report” has an electrical goods 
section in its survey of 37 types of business, but is based on a comparatively small 
sample. The Office of Business Economics’ “Business News Reports” also contains 
limited sales and inventory estimates on electrical goods. 


WIRE MILL INVENTORIES e¢ During the peak of the materials shortages, there was strong 
feeling in high mobilization circles that too much copper wire was being diverted to 
distributors, who were charged with creating new demand for the scarce material. But 
events demonstrated that this wasn’t the case at all. It was shown that defense plants 




















would be without vital maintenance, repair, and operating supplies unless distributor 
inventories of copper wire mill products were maintained at reasonable levels. 

These most up-to-date figures show just how fast the turn-over is: copper wire inven- 
tories in the hands of distributors totalled 2244 million lbs. in the first quarter of this 
year; receipts were 43 million lbs. and shipments 44 million Ibs. 

Distributors now have 30-day inventories. NPA expects them to be built up to 45 
days. Refined copper inventories of the wire mills themselves are now at the highest 
level in 18 months. And their September copper allocations total 60,017 tons—a big 
boost over the August '51-June '52 average of 52,962 tons. 


NPA ELECTRICAL EQUIPMENT SETUP e After three months absence, Bonnell W. Clark, 
former NAED and NEMA president and a retired Westinghouse vice-president, has 
returned as director of NPA’s electrical equipment division. Luther B. Shank, former 
deputy director who was acting director in Clark’s absence, has left to become assistant 
to the vice-president in charge of sales for National Electric Products Corp., Pittsburgh. 
Before coming to NPA 22 months ago, Shank was Philadelphia district manager for 
Appleton Electric Co., Chicago. Carney G. Laslie, Jr., a government industrial engineer, 
is deputy director of NPA’s electrical equipment division. 


CONSTRUCTION PICKUP e You can foresee a big pickup in commercial and residential 
building at the turn of the year—and with it, a big demand hike for electrical components 
for construction. That's obvious from government actions that will take place from now 
on. By the end of this month, credit curbs on housing will be dropped. And most 
important of all, by April 1953, practically all controls on metals for construction will 
be dropped by NPA. 


NEW METALS ALLOTMENTS e January-March metals allotments to electrical equipment 
manufacturers will be out this month. Copper and aluminum will be at the September- 
December high level, but steel will average only 85 per cent of fourth-quarter. Under 
the new boosts in self-authorization, only 950 electrical manufacturers still get their 
metals allotments from Washington; the other 650 write their own priority tickets. 


REPORT ON REARMAMENT e The chronological half-way point has been reached in the 
three-year national rearmament program. Since the start, Congress has appropriated about 
$128 billion for military procurement and construction of which $34 billion has been 
delivered or built and $52 billion is on order. Approximately $42 billion has not been 
issued as contracts at the present time. 

We're moving from a second-quarter delivery rate of $8 billion in military products 
and construction toward a goal of $10.5 billion per quarter by mid-1953. In itself, the 
former represents six times the rate of deliveries at the time of the Korean invasion. 

What really counts in rearmaments, of course, is the industrial mobilization behind ict. 
Here is where we stand: We're still 50 per cent from the steel expansion goal, which is 
one of the most advanced programs. The goal is 123 million ingot tons per year by 1954. 
Capacity in 1950 was 99.4 million tons, to which we've added 12.6 million. In aluminum, 
expansion is only 40 per cent complete. Annual primary capacity in 1950 was 720,000 
tons; the expansion goal is for 1.5 million tons by 1955. To date, 310,000 tons capacity 
has been added. 

Electric power capacity in 1950 was 60.7 million kw. The expansion goal is for 117 
million kw. by 1957. Capacity of 19 million kw. has been added so far. Petroleum re- 
fining capacity was 6.7 million barrels per day in 1950. We're trying to lift this to 8.2 
million barrels by 1954. One-half of this has already been reached. 

But the picture isn’t really as dark as the statistics might indicate or as cheerless as 
some government officials state. The initial expansion, which is actually the big headache, 
has been achieved. From here on in, the sailing is much smoother. The best indicator: 
the continuing fade-out of the defense agencies and their controls. 


( Washington, D. C.—September 2, 1952) 
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AIR COOLING Cuts Cleaning Costs 
..- Boosts Lamp Life... 


LETON 


INDUSTRIAL 
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Sold Through Electrical Wholesalers 


’ =) APPLETON ELECTRIC COMPANY 
reer 1734 Wellington-Avenue © Chicago 13, Illinois 


Sales Engineers: NEW YORK, 50 Church St. © DETROIT, 3049 E. Grand Bivd. * CLEVELAND, 1836 
Euclid Ave. * SAN FRANCISCO, 655 Minne St. © ST. LOUIS, 227 Frisco Bidg. * LOS ANGELES, 
100 N. Sonta Fe Ave. * ATLANTA, 724 Bovlevord,N. E. * BIRMINGHAM, 809 Brown-Morx Bidg. 
MINNEAPOUS, 305 Fifth Street, S. © PITTSBURGH, 412 Bessemer Bidg. * BALTIMORE, 100 E. 
Pleasant St. * BOSTON, 10 High St. * DENVER, 1921 Bicke Street * PHILADELPHIA, 23) South 20th 
CINCINNATI, 608 American Bidg. * HOUSTON, 717 M. & M. Bidg. * HAVANA, Cubo, Malecon No. 9 
BINGHAMTON «© DALLAS « INDIANAPOUS * KANSAS CITY © ORLANDO «+ MILWAUKEE 
NEW ORLEANS © SEATTLE © PORTLAND, ORE. 


Export Rep th ional Stendard Electric Corp., 67 Broad St. New York 4, N. Y. 
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Now APPLETON Industrial Lighting for high bay 
interiors is available with a new cooling feature 
that cuts deeply into your lighting costs 

Air vents in the necks of these durable fixtures 
permit air to circulate freely through the full 
depth of the reflector and along the neck of the 
lamp. Dirt and dust keep on moving upward 
through the vents. Deposits on reflecting surfaces 
and lamps are minimized. Operating tempera- 
tures are held at lower levels. Result: Greater 
lighting efficiency, longer lamp life and lower 
cleaning costs. 

APPLETON Vented Industrial Lighting Fixtures 
are available with either porcelain enamel or 
Alzac Aluminum finish, single or twin mounting, 
and for use with either mercury vapor or incan- 
descent lamps. 

For lighting fixtures that meet every industrial 
requirement—including hazardous locations—spe- 
cify APPLETON, The Standard For Better Lighting. 


APPLETON 
ELECTRIC 
PRODUCTS 
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Here's what happens inside the steel arc shields of the new CLARK type”CY” 
AC Motor Starters, sizes 2 and 3. Combining strong multi-turn magnetic blow- 
outs and double-break contacts for the first time in this type of starter, the 
CLARK Type “CY” sets new standards for effective arc quenching and length 
of contact life . .. The effect of the magnetic field set up by the coil extinguishes 
the arc by either lengthening or confining it. At the same time the arc is forced 
to rotate, thus moving continually from a hot to a cold spot on the contact 
surfaces. The arc chamber is closed at the top, thus minimizing the chances 
of phase to phase failures by preventing accumulation of ionized gases 
between wiring terminals. 
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AC MAGNETIC MOTOR STARTERS — 








bu Arable tn SIZE F 


Now you can get this revolutionary starter in sizes 
0, 1, 2, and 3. The size 3 uses the same new principle 
of arc interruption—.with magnetic blow-outs and 
twin-break contacts—which has proven so success- 
ful on size 2... Here is a rugged AC Magnetic 
Starter that provides the extra protection and 
dependable operation of Mill-type, heavy-duty con 
struction in a compact unit. In addition to the many 
built-in features which mean better performance, this 
starter is designed to reduce maintenance costs to an 
absolute minimum. Contact surfaces can be quickly 
inspected without tools. Contacts can be quickly 
replaced with a screw-driver and a wrench without 
removing starter from cabinet. All parts are acces- 
sible and removable from the front. Captive screws 


are used wherever possible to simplify reassembly. 





type “CY” AC Magnetic Starter 
tbinet cover removed 
with plenty of wiring spa 


SEE ALL SIZES—0, 1, 2 and 3 IN VARIOUS 
TYPES OF CABINETS AT OUR BOOTHS 68, 69, 
70, 71 at the Iron and Stee! Exposition, 
September 30, October 1, 2 and 3. 











1146 EAST 152nd ST. CLARK ENGINEERED 
CLEVELAND 10, OHIO ELECTRICAL CONTROL 
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Power that moves with the job makes sense 
with industrial users. No long extension cords 
to trip up workers, slow down production 
Here, hand tools follow moving production line 


Production rolls when 


power supply rolls with it! 


BullDog Industrial Trol-E-Duct lets power feed 
go right along with the job. Saves your 
customers up to 2 hour per man per shift. 


Where production equipment must along with the job mobility that 
move freely, Industrial Trol-E-Duct means extra production. Users re- 
provides the means. This modern, port savings up to % hour per shift. 
highly flexible system of electrical 
distribution not only carries current 
to the job, but supports heavy tools 
Rated at 100 amperes 


Entire syste is prefabricated, 
standardized for easy installation 
Dismantles and reinstalls swiftly, 
speeds up plant change-overs. Com- 

Trolleys, riding overhead in con- pletely salvable, safe, efficient, 
tinuous duct slot, tap power from guaranteed 
enclosed bus bars and relay it to Get the complete story on Bull- 
portable power tools, hoists, cranes Dog Industrial Trol-E-Duct. Call in 
and other moving “loads.”’ Your cus- a BullDog Field Engineer, or write 
tomers get power that rolls right direct for free bulletin. 


Heavy-duty mobile hoist 
from trolley 
eee 0 squire- | a This slot is the secret of Cross section of Duct and 
cect ig ae mobile power. Through trolley. Steel wheels and 
it, Industrial Trol-E-Duct spring-button contacts 
provides a continuous assure smooth-rolling 
power outlet positive-contact trolleys 


BULLDOG ELECTRIC PRODUCTS COMPANY 
DETROIT 32, MICHIGAN e FIELD OFFICES IN ALL PRINCIPAL CITIES 
IN CANADA: BULLDOG ELECTRIC PRODUCTS OF CANADA, LTD, TORONTO 


PIONEERS IN FLEXIBLE ELECTRICAL DISTRIBUTION SYSTEMS 


1902-1952 . . . SERVING INDUSTRY FOR 50 YEARS WITH FINER ELECTRICAL PRODUCTS 
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Lighting Can Be Sold 
At a Profit 


By Arthur W. Hooper 


HE pitfall in which the lighting industry found itself 

during the past year was no mere passing slump. There 

has been an appalling loss of business and it has been 
felt even more severely because it followed years of 
magnificent growth and prosperity for the lighting in- 
dustry 

The strangest part of the present lighting business is 
that it is a self-created and self-maintained situation. As 
a result of the wide extent of the “slump” the various 
branches of the industry have been shocked into a search 
for a program, a plan, or at least some course of action 
that would relieve a serious illness. The low depths reached 
by the lighting industry has brought forth an insistent 
demand for a thorough analysis of the problem and a de- 
tailed study of the weak spots in selling lighting. 

It is an encouraging sign that businessmen associated 
with all branches of the lighting industry are beginning to 
question the reasons for the present condition and work 
to find a solution. It is encouraging because lighting 
should never be in the doldrums in a nation possessing 
such vast sales potential. The number of establishments 
in dire need of better lighting is staggering. 

Already the evidence is mounting to prove that this 
challenge to a great American business can be met in a 
manner to justify our confidence in the men and firms 
engaged in manufacturing, selling and installing lighting 
equipment. 

There are a number of firms in the lighting field today 
that have put much study into the development of con- 
structive policies and the encouragement of progressive 
leadership. However, there must be a conscientious effort 
on the part of many additional concerns if the lighting 
business is to return to a normal, steady course. 

The following observations are based on interviews 
conducted by the editors of ELECTRICAL WHOLESALING 
with lighting salesmen, distributors, contractors, engineers, 
manufacturers and buyers from coast to coast. They repre- 
sent, in our opinion, some important facts that the whole- 
saler and his salesmen should consider seriously in develop- 
ing a practical, profitable approach to a vast market for 
relighting sales. 


For Consideration by Management 

1. Study the lines now handled and eliminate unneces- 
sary duplication. Do an effective selling job on a few 
complete lines. 

2. Larger orders placed with individual manufacturers 
save money in view of present freight rates. 
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3. Concentrating purchases with a reliable manufac 
turer reduces the time and money required to service and 
handle many lines. 

4. Selecting a few quality lines and selling them a 
fair prices builds confidence in your firm 

5. Establish a fair profit in your prices and stick with 
them regardless of what others may do. 

6. Talk quality and planned lighting. Advertise it. Point 
out to your Customers the advantages of better lighting 


t 


For Consideration by Salesmen 


1. In order to sell lighting effectively, you have to know 
your equipment and your market. Create a map of your 
territory and develop a list of all the potential customers 
within your area. 

2. Be prepared to work with the electrical contractors 
in your territory. Show them how they can benefit by 
being lighting conscious. Emphasize that you represent a 
lighting service that the contractor can call on at any 
time. Supply him with leads and be ready to follow up 
jobs with him. 

3. Build your sales story around your firm's ability to 
do the best kind of job in supplying good equipment at 
the right time in the right quantity. Make your customers 
feel that you know more about the job than anyone else 
Encourage your contractors to do likewise. Build a repu- 
tation in the lighting field that will provide you with a 
chance to secure business on a non-competitive price basis 

4. Show contractors how easy profits can be made by 
using a positive sales story about lighting 

On the following pages you will read an article on 
‘Relighting Main Street.” It is based on a survey com 
pleted a few weeks ago in an actual city in the United 
States. It demonstrates clearly that the lighting industry 
has not even scratched the surface in selling relighting 
It represents a great challenge to the industry. More than 
that, it offers a sound market for selling lighting at a profit 
Here is the golden opportunity for each branch of the 
industry to pitch in and do its share toward the develop- 
ment of lighting business that can be stable and secure 
from manufacturer to wholesaler to contractor. It will take 
more than lip-service. It will require a reappraisal of sell 
ing policies. It will require the expenditure of more than 
token funds for sales promotion and training. It will re- 
quire a huge amount of hard work. 

Yet, these are the things that produce results and no 
better market exists today than the relighting of small 
businesses if you want to sell lighting at a profit 
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TWENTY FOOTCANDLES is the 
average level of illumination 
maintained in the merchandising 
areas and at counter displays in 
stores on this typical business 
street. Recommended lighting 
levels for merchandising areas 
and counter displays are 50 fc. 
and 100 fc., respectively. This 
means that a tremendous mar- 
ket awaits you in... 


MALL stores, offices and plants 
generally are so poorly illumi- 
nated that they comprise an im- 
mense, concentrated market for the 
salesman who is prepared to sell the 
need for adequate illumination. This 
is the major finding of a lighting 
survey conducted by ELECTRICAL 
WHOLESALING in a typical city. Other 
findings include 

e Only a few small business estab- 
lishments have general lighting sys- 
tems that provide illumination ap- 
proaching the levels recommended as 
good current practice by the Illuminat- 
ing Engineering Society 

e The minority of stores equipped 
with adequate general lighting systems 
are almost totally lacking in “punch” 
lighting units for dramatizing featured 
displays 

e Although a large number of in- 
candescent installations of an obsolete 
variety—some dating back 30 years or 
more—are still in operation, the ma- 
jority of business places are equipped 
with fluorescent systems. But these are 
hardly modern either. The fluorescent 
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Relighting Main Street 


fixtures in use are almost invariably of 
the direct type. Semi-direct, semi-indi- 
rect, indirect and diffusing type fixtures 
are few and far between. There is 
scarcely a cove or valance lighting 
installation to be found 

e Planned lighting is virtually non- 
existent. Despite the occasional lip 
service given, most small businessmen 
don't see lighting as a sales tool or as 
a production booster. Reason: it hasn't 
been sold to these businessmen on 
that basis 

e Lighting maintenance, for the 
most part, is simply shrugged off. Dirty 
fixtures and lamps are the rule. Burned 
out or flickering lamps are common- 
place 

As the site for its survey, ELECTRI 
CAL WHOLESALING selected the chief 
business street in a city with a popula- 
tion of 25,000 plus. ( For the purposes 
of chis report, it will be called “Ex- 
town.”) Practically every store on 
both sides of the street was visited 
To obtain the data on small industrial 
plants, it was necessary to go to other 
parts of the city. In no case were 
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newly constructed business places 
visited. Only the older establishments, 
which dominate the local business 
scene, were surveyed 

The aims of this survey were two- 
fold: to ascertain the lighting levels 
that prevail in the business establish- 
ments of an average community; and 
to learn the lighting attitudes ef the 
local businessmen. A light meter fur- 
nished the readings as to quantity of 
illumination. No attempt was made 
to analyze the quality of the lighting 
encountered because of the highly 
technical nature of such data. When 
the illumination furnished by a light- 
ing system looked dim, however, it 
was called dim 

The findings of this survey add up 
to one simple fact: the small business 
relighting market is tremendous. To 
the salesman who has been disheart- 
ened by the fact that big lighting 
orders just aren't profitable today, this 
market offers the opportunity to build 
bigger and more profitable volume 
through the cumulative effect of small 
orders 
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VARIETY STORE-—The lighting level at the counters in this WOMEN’S APPAREL SHOP—Ten fc. of illumination are fur- 
large Extown establishment is but 10 fc nished by this shop’s 24-year-old lighting 


appraisal of merchandise style, texture, 


Impulse buying, an system. Easier 
iMportant consideration in variety pattern and color 
would be facilitated by a minimum of 50 fc. of illumination 


merchandising, is retarded 
Under such conditions. Installation is 14 years old 


OFFICE—A totally inadequate 5 fc. of illumination are pro 
vided by the incandescent fixtures in this Extown real estate 
and insurance office. Good lighting practice calls for 50 fc 
of illumination at desk level for the kind of work 


DRUG STORE—Counrter lighting in this Extown store amounts 
to a meager 7 fc. In such a “high-traffic’’ type of store, the 
illumination level should be in the 50-100 fc. range to permit 
done here quick identification and appraisal of merchandise 
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Most Stores and Offices 
Need Relighting 


XTOWN stores all carry up-to-the- 
minute merchandise — the latest 
clothing styles, books on the best 

seller lists, the newest things in plas- 
tic, the most recent cosmetics, sham- 
poos and sundries. But when it comes 
to the lighting under which these 
items are displayed and sold, the ma- 
jority of Extoyn’s shops are still in the 
Dark Ages. 

This paradox is best exemplified by 
one of the city’s largest stationery and 
gift stores—a store distinguished by 
its high quality wares and its dim at- 
mosphere. The highest level of illumi- 
nation in the shop, an inadequate 12 
footcandles, is maintained at the sales 
counter. Other areas verge on total 
eclipse. At the book shelves, for ex- 
ample, there are but 4 fc.—adequate 
for a bookworm perhaps but certainly 
not the browsing customer 

The store’s business department is 

even worse off, considering the more 
critical seeing tasks done there. The 
bookkeeper is handicapped by an il- 
lumination level of 5 fc. on her desk. 
Under such lighting conditions, cleri- 
cal errors and eye troubles are almost 
inevitable. In fact, the bookkeeper re- 
marked that since she had been work- 
ing there she had to have here glasses 
changed four times. “Everybody com- 
plains about the lighting,” she added 
“We get headaches. The customers 
complain they can’t tell colors. But the 
boss thinks it’s the best.” 
e Risky Business—A similar lighting 
situation, but one that contains the 
seeds of real danger, was noted in an- 
other Extown establishment. This was 
in the rear of a drug store where a 
pharmacist was compounding prescrip- 
tions with a scant 12 fc. of light on his 
working surface. The lighting intensity 
for such a critical seeing task should 
be at least 50 fc. 

Seven fc. was all the light meter 
registered on the customer's side of 
the counter in another drug store on 
Extown’s main business street. At this 
level, impulse buying never gets a 
chance. Open counter displays should 
have a maintained illumination level 
of at least 100 fc., according to the 


Illuminating Engineering Society. The 
recommended level for general mer- 
chandising areas is 50 fc. 

The druggist readily admitted that 

his lighting is inadequate (the fix- 
tures were installed “at least 30 years 
ago”), but added, “Extenuating cir- 
cumstances prevent us from relight- 
ing.” He also said that lighting should 
certainly add to a store’s atmosphere— 
apparently not aware of how long his 
lighting system had been detracting 
from his store’s sales appeal. 
e No Sparkle, No Sale—A 17-year- 
old lighting installation provides 17 fc 
at the counter level in one of Extown's 
jewelry Although the heat 
from the incandescent lamps bothers 
him, the jeweler said he was satisfied 
with his lighting—at least for the time 
being. 

I've been told that I need long runs 
of fluorescents supplemented by spot- 
lights, but that would mean tearing up 
the ceiling,” he said, expressing his 
main relighting objection. He also 
raised the point that diamonds lack 
life under fluorescent light. “When 
they can put sparkle into fluorescent 
tubes, then I'll buy them,” he said. 

Had that jeweler dropped into a 
competitor's store a few minutes later, 
he would have found reason to become 
dissatisfied with his out-of-date light- 
ing in a hurry. Seated at the counter 
in this store, studying some expensive 
wrist watches under 50 fc. of light (at 
counter level) provided by ceiling- 
recessed fluorescent fixtures, a 
tomer was nearing a buying decision 
Upon hearing a sales clerk discussing 
the store’s lighting with ELECTRICAL 
WHOLESALING'’S reporters, he looked 
up and said: “You know, that’s what 
attracted me to this store. I noticed the 
lights at night.” 

Incidentally, this jewelry store 
solved the diamond sparkle problem 
by supplementing its fluorescent fix- 
tures with a series of modern, adjust- 
able incandescent lighting units 
mounted on the wall. 

e Needs a Push—A third jewelry 
store on Extown’s main shopping 
street is equipped with a two-year-old 


stores. 


cus- 
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lighting system — pendant-mounted 
fluorescent units plus recessed spots— 
that produces 25 fc. at the counter 
level. The proprietor is not completely 
satisfied with the installation, however, 
and wants to renovate it shortly. Orig- 
inally he wanted slimline fixtures, but 
the price was too high for him. Now 
—two years later—just a little push 
will put him back in the relighting 
market 
e Two Lemons—A more outspoken 
dissatisfaction with recent 
lighting installations was registered in 
two other stores. One of them, a qual- 
ity men’s clothing shop, has a one-year- 
old installation that puts 50 fc. on the 
counters but only 20 fc. on the suit 
racks in the rear of the store. Accord- 
ing to the manager, the lighting “is 
laid out wrong. The store is too dark 
where the suits are displayed. At the 
last minute, the architect had a change 
of heart and decided not to use spot- 
lights there.” He also called attention 
to the fact that the fluorescent lamps 
don’t show off the blues properly.’ 

The other installation that left a 
bitter taste is a 12 fc. job in a paint 
store. The owner said she is not at all 
happy with the illumination furnished 
by her 4-year-old system—"For a while 
it’s all right. Then it gets dim.” 

But her lighting is like the blaze of 
noon compared with what is passed 
off as illumination in a restaurant 
across the street. In a windowless room 
at least 40 by 40 feet with a 12-foot 
ceiling, five shielded incandescent units 
mounted on the wall and one recessed 
ceiling fixture—burning at most a 60- 
watt lamp—provide an incredible 2 
fc. at menu level hard 
squinting revealed that there were sev 
eral more lamps recessed in the ceiling 
—unlighted. But the waitress, as she 
fumbled for her glasses to make out 
the check, said, “That's the kind of 
lighting the customers want.” 
e Carpets Minus Magic—A highly 
unusual, in fact, almost bizarre, light- 
ing system furnishes a dingy 8 fc. in 
the main display area of a large Ex- 
town rug store. This 
totally indirect, with 


sort of 


Some extra 


installation is 
incandescent 


ay 











Relighting Main Street (cont) 


lamps blocked from view by long runs 
of reflectors that throw the light to the 
ceiling. The sales clerk said he thought 
the reflectors “are probably very dirty,” 
but added, “We get by.” 

All of the four women’s apparel 
shops surveyed are inadequately light- 
ed. The one closest to adequacy—20 
fc.—is also the closest to relighting 
The owner, in fact, is openly receptive 
to the idea of putting in new fixtures 
He wants “bigger lights.” His present 
lighting system is 12 to 14 years old 

The 


clothing store is satisfied with her in- 


manager of another women’s 
adequate lighting system (17 fc., in- 
stalled 8 or 9 years ago) but dissatis- 
fied with her present fluorescent lamps 
( too harsh” 

Lighting is important, 
bur the way things are it wouldn't do 
me any good to be dissatisfied with 
Mine, 
third women's apparel shop phrased 
her feelings about relighting at the 
Present time. Nineteen fc. at the coun- 
ter is the level of illumination in her 
Store 

The fourth women’s clothing store 
Surveyed has a 24-year-old lighting sys- 
tém that furnishes 10 fc 
Gunter. The owner says she plans to 
rélight —in fact, has been “talking 
about it ever since the last war (World 
War Il) started.” When she does re- 
light she will have the job done by a 
local contractor whom she can “fuss 
at,” preferring him to “reputable firms 
that are too remote” and “the fly-by- 
night opportunists.” She added that she 
doesn't like fluorescent lighting but 
feels that modern incandescent fixtures 


very, very 


was the way the manager of a 


at the sales 


are more effective in her type of store 


e Chains No 
(there are only 


Better—Chain 
a few on Extown’'s 


stores 


main business street) aren't any better 
off lighting-wise than most of the inde- 
pendents. One of them, a supermarket, 
has long runs of fluorescent fixtures 
that provide 20 fc. on the food shelves 
they parallel. The shelves running in 
the opposite direction in the rear of 
the store, however, get a paltry 5 fc 
The manager of a large variety chain 
store didn’t think much of his present 
lighting—10 fc. at the counter level 
“It might have been O.K. for 1938 
when it was installed, but the store is 
much too dark for 1952,” he said, 
adding that he had put the pressure on 
top management to install new fixtures 


“4 


and that plans call for relighting in 
the fall. “For one thing,” he said, “it 
should cut down shoplifting.” 

e Not for Them—One frank and 
somewhat embittered Extown hard- 
ware merchant had this to say about 
his lighting (3-10 fc.): “It’s good 
enough for my business and my cus- 
tomers. If they can’t get what they 
want up the street they come down to 
my store. I should put in new lighting 
for them?” 

Another hardware store proprietor 
whose illumination system provides 15 
fc. said, “No store is inviting when it 
is improperly lighted.” He added that 
he would like to relight, “but you don't 
put in new lighting without changing 
the whole setup.” 

This idea was echoed by an Extown 
bank executive, who said, “A change in 
lighting would be part and parcel of an 
overall change.” He described the 
bank's lighting as “prewar”—but didn't 
say which one. The system, aided by 
light diffusing through glass brick win- 
dows, furnishes 10 fc. throughout the 
main floor. LES. recommends 20 fc 
for the lobby of a bank, 50 fc. at tel- 
lers’ cages and offices 
e Moonbeams, Too—A high point in 
lighting ignorance and a low point in 
office illumination were encountered in 
one Extown real estate and insurance 
firm. When questioned about his 5 fc 
(at desk level) lighting system, the 
broker put aside the insurance policy 
he had been scanning and said, “We 
depend upon natural lighting.” His 
the follow-up 
(“What do you do when it’s dark out- 
Well, then the lights get 
brighter.” Incidentally, he had on one 


answer to question 


side?” ) was 
pair of eyeglasses, and there was a sec- 
ond pair on his desk 

Illumination levels in other Extown 
business establishments include: con- 
stationery 
fur store, 35 fc.; dry 
bakery, 7 fc.; chil- 
dren's apparel shop, 40 fc.; 


fectionery store, 20 fc.; 
store, 20 fc.; 
goods store, 18 fc.; 
liquor 
men’s 
store, 12  fc.; automobile 
40 fc.; fish market, 12 fc.; 
florist shop, 20 fc.; liquor store, 20 fc.; 


store, 22 fc.; shoe store, 38 fc.; 
clothing 


showroom, 


children’s apparel shop, 15 fc 

e What It Means—That sums up the 
illumination levels and the lighting at- 
titudes that prevail on Extown’s main 
business street. They indicate an alarm- 
ing lighting inadequacy and, despite 
the lip service given, a basic ignorance 
of the role of lighting as a sales tool. 
To the electrical wholesaler’s salesman, 
they represent a tremendous opportu- 


DRUGGIST: ‘I like showcase lighting 
and cove lighting. In fact, | prefer 


indirect illumination to direct.” 


MANAGER: 
lighting 
shop! ft ng = 


“For 
system 


VARIETY STORE 
one thing, a better 
would cut down 
nity to sell the need for adequate illu- 
mination through contractors to small 
businessmen 
e Lighting Levels Needed—lIllumi- 
nation requirements vary by stores and 
by specific lighting tasks within a store, 
but here are some general [.ES. rec- 
ommendations 

© For circulation areas—wide aisles, 
lobbies, etc.—an illumination level of 
20 fc 

© Recommended lighting level for 


1S needed 


general merchandising areas is 50 fc 

¢ For displays in cases, shelves and 
counters, an illumination level of 100 
fc. draws attention to the merchandise, 
brings it closer to the customer and 
produces a step in brightness that con- 
tributes to the atmosphere 

e “Punch” lighting of 200 fc— 
double that on other displays—should 
be used for added attraction value on 
feature displays 

LE.S. recommended levels of main- 
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JEWELER: ‘‘When 
sparkle into fluorescent 
I'll buy them.” 


they can put 
tubes, then 


SHOE STORE MANAGER: “Important 
thing is that the store interior be 
bright and inviting.”’ 


tained illumination for specific tasks in 


offices are as follows: bookkeeping, 


typing and accounting, 50 fc.; inter- 
mittent reading and writing, 30 fec.; 
computing, designing, studying, and 
reading blueprints and plans, 50 fc.; 
filing, 30 fc.; mail sorting, 30 fc.; 
stenographic work, 50 fc. 

e What To Sell—As for lighting 
establish- 
ments, here are some suggestions com- 
piled by the G.E. Lighting Department. 


They offer the salesman a relighting 


needs in specific business 


guide for coaching contractors 

© Jewelry Stores. General Lighting 
Sell cool, diffuse lighting from fluores 
cent sources to fill the jewels with light 
and illuminate the general surround- 
ings. Sell filament 
spotlighting to produce sparkle by re- 
flection from facets of the gem. Large, 
low-brightness_ reflections obtained 
with extended fluorescent light sources 


downlighting or 


are most suitable for lighting flarware 


Spotlights are mirrored in the smooth, 
shiny surfaces and may produce objec- 
tionable highlights. Showcases: Fila- 
ment or fluorescent lamps give greater 
attraction to gem displays. Wallcases: 
Fluorescent lamps emphasize form and 
finish of silverware. Selection Tables 
and Booths: High-level appraisal light- 
ing results from combination fluores- 
cent and filament downlighting system 

© Men’s Shop. General Lighting: 
Must have enough light for easy ap- 
praisal of merchandise. Color of light- 
ing is important to give correct color 
rendition of goods. Clothing Racks: 
Fluorescent lamps in reflectors con- 
cealed in valance or cornice in front of 
rack illuminate clothing displays uni- 
formly for easy selection. Showcases: 
Built-in lighting makes merchandise 
easier to see. Placing merchandise to- 
ward back of top shelf away from 
lamp reduces fading due to light, 
makes illumination more uniform, al- 
lows more light to reach the lower 
shelves. Mirror Lighting: Much of the 
selling takes place before mirrors 
Good lighting helps customers ap- 
praise garment and make favorable 
decision. 

© Women's Shops. General Light 
ing: Adequate levels of lighting allow 
easy appraisal of style, texture, pattern 
and color of merchandise 
satisfaction with merchandise and sur- 
roundings is especially important 
Decoration enhanced by lighting 
creates fitting atmosphere. Shelf Light 
ing: Lamps concealed in shelves or 
valances do much for store appearance 
Fluorescent lamps behind a diffusing 
panel may be used to trans-illuminate 
hosiery or silhouette opaque objects 
Good vertical 
for full length of figure. Colorless glass 
mirrors give truer color rendition. If 
ordinary mirrors are used, tendency to- 
ward greenish tint can be corrected by 
using lamps rich in red. 

e Drug Stores. General Lighting: 
In a high traffic store where custom- 


Customer 


Mirrors: illumination 


ers come in for specific items, high 
general illumination allows quick iden- 
tification and appraisal. It also creates 
a stimulating atmosphere that brings 
customers back again. Prescription 
Counter: This high profit department 
is usually at the rear. An illuminated 
sign and bright counter attract people 
to it, exposing them to more merchan- 
dise. Good, high-level lighting aids ac- 
curate prescription compounding. Spe 
cial Displays: Spotlighted displays, 
lighted niches and shelves draw cus- 
tomers’ attention and increase sale of 
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impulse items. Fountain: Color and 
brightness provide eye appeal. Light 
ing at back bar enhances food appear 
ance, gives sparkle to glassware and 
china, promotes cleanliness 

® Hardware Stores. General Light 
ing: Sell high level of diffuse illumina 
tion to allow myriad of 


found, identified, and appraised, 


items to be 
and 
to brighten and make general appear 
ance of room attractive. Valance Light 
ing: It should be installed along perim 
eter of store to light shelves or displays 
on counter or wall. Open top valance 
lights upper walls and ceiling, giving 
cheerful brightness pattern and effect 
Special Display 


housewares, appli 


of spaciousness 
Highlighting of 
ances, tools, firearms, paint, toys, and 
the like draws attention and stimulates 
impulse buying. Adjustable spotlights 
for this purpose can be mounted in 
combination with lighting 


where 


general 


units or attached separately 
needed 

General Lighting: l€ 
depends on atmosphere desired. High 
traffic bright, clean 
atmosphere supplied by high level of 


illumination to 


© Restaurants 


restaurant needs 


attract customers; 
speed service, promote turnover Lowe r 
levels of light in other types of restau- 


rants may create atmosphere for moré 


S may 


different 


leisurely dining. Lighting systen 
be flexible, providing 
amounts of light as desired, thus giv- 
ing atmosphere appropriate for time 
of day and customer's mood. Li hing 
and 


may be used in valances 


sofits to 


coves 
create distinctive 
Lighting for walls, draperies, 

plants and many other forms of de 

tive lighting are also applicable here. 
Kitchen: Adequate lighting aids in ef- 


ficient kitchen operation and 


pr mores 
good Sanitary conditions 


e Grocery Stores. General Li 


vertic il 


surfaces of goods in shelves and 


Use luminaires that light the 
gon 
dolas. High level of illumination 

necessary for quick identification of 
brand, price, and quality of merchan 
dise and to present a clean progressive 


atmosphere. Perimeter Lighting: Light 


from valance or cornice brightens 


walls of store for cheerful, 
appearance. It 
lighting for merchandise, particularly 


spacious 


also prov ides loc alized 


which must be moved 


quickly. Section identification signs are 


often 


perishables 
used in conjunction with v: 
Refrigerated Case Built-is 
lighting eliminates shadows, minimi 


ance. 


reflections and draws attention to 
tractively packaged merchandise 





Relighting Main Street cont.) 


OLD PLANT has been a landmark in Extown since early 
thirties and still has approximately the same 


fighting installation it had when 
Up shop 

fluorescent 
flon and minimum 


appropriation, and 


F this is supposed to be the age of 
lighting progress, then industry in 
Extown should be told about it 
A predominantly residential com- 

munity, Extown, nonetheless, has at- 
tracted in recent years several light in- 
dustries of the “smokeless” type. And 
even with its restrictive zoning ordi- 
nances governing extent and location 
of factories, this average American 
community boasts as many divergent 
industries as you'll find anywhere in 
the United States 

Ir has an elevator company and a 

sheet metal works, an ice cream factory 
and a distillery, a refining plant and a 
metal stamping company, a plastics 
factory and a manufacturer of truck 
bodies 

Most of them have nothing at all in 


the first occupants set 
Musty atmosphere is punctuated by a handful of 

representing a compromise between ideal installa- 
by glaring 


sunlight itself 





through windows and skylights. Armed with footcandle meter, 
salesman can approach plant managers 
market—with plenty of opportunity 
defects that can lead to the final solution of the lighting 
problem, and ultimately to the sale of a lighting installation 


and this vast potential 
to point out lighting 


Old Plants or New 


common—except their lighting. It’s all 
poor lighting 

e Wholesale Disinterest—ELECTRI- 
CAL WHOLESALING'S reporters who 
made this survey found a wholesale 
lack of even the most basic of lighting 
principles in the average Extown fac- 
tory. Worse than that, they also de- 
tected a determined disinterest ( prob- 
ably stemming from lighting ignor- 
ance) on the part of plant managers 
to correct these faults. 

There was the small metal stamping 
plant on the outskirts of Extown’s in- 
dustrial section. On the north side of 
the factory were huge bay windows 
that spanned the wall from ceiling to 
floor. On the other side was the loading 
platform. In the center was storage 
space. 


Near the windows, workers at the 
machines cast their own shadows on 
the bright glaring sheets of metal they 
pressed, stamped and molded in one 
continuous operation. On the platform 
side of the machines were 100-watt 
bare lamps hung from the tops of the 
machines to direct light to the instru- 
ments and dials. Two-lamp fluores- 
cents, long in the need of cleaning and 
relamping, hugged the ceiling and 
threw off what looked like shadows. 

“Why should I change my light- 
ing?” the owner asked when he was 
told the footcandle readings registered 
from a low of 8 to a high of 20. “We 
just moved into this place two years 
ago, and those fixtures came with the 
new building. If the rest of the build- 
ing’s in good shape, so is the lighting 
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LA lighting installation in Extown warehouse 
NEW P NT and office area is a constant problem to 
managers and personnel alike. Modern lighting system does 
not fulfill all the expectations of planners 
What does bother management 
in office, and a low 


fault is of no consequence 


; the fact that lighting levels-——-20 fc 


Just who was at 
ant prospect 
plant market 


of 7 to a high of 10 fc 
prescribed for minimum illumination of working areas 
is a typical example of how a new plant, with or without the 
frills of a modern lighting installation, can still be an 
in a distributor salesman’s 


fall far short of thse 


This 


in warehouse 


import 


industrial and sriall 


Are Relighting Prospects 


We have a lot of faith in the archi- 

tect who drew up these plans. He did 
it for our other factories. Whatever he 
said we needed in the way of lighting, 
we got for the plant. Whatever he says 
we need for the plant right now, we'll 
get. Otherwise, we'll just go on as we 
are now.” 
e Entrance Barred—Or take the 
plant engineer of a chemical company 
in Extown who had the mistaken no- 
tion that the reporters were trying to 
sell him something. He wouldn't let 
them get past the information desk. 

“You're the fifth guy that’s been 
around to see me about lighting,” he 
sneered. “I don’t know where you got 
my name but you're out of luck. We're 
not interested in the kind of junk you 
lighting specialists are trying to sell.’ 


It was later found that the plant 
had been on the prospect list of nearly 
every distributor in town, and the local 
utility as well. The one man holding 
back all efforts for a new installation is 
the plant engineer, and it seems that 
he carries quite a lot of weight at the 
factory. 

e Two Opposing Factions—A pprox 
imately the same situation exists at an- 
other plant just two blocks away 
There, the plant superintendent is at 
odds with the rest of the executive 
branch on just what constitutes good 
working conditions in the factory. He 
pooh-poohs the part good lighting 
plays in plant production by asserting 
that the present installation—if you 
can call three 2-lamp industrial fixtures 
over the three work benches an “instal- 
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lation 
ing demands. 
Illumination for 
machines that line the walls is 
vided by shielded lamps attached to 
the machines or adjoining wall and 
from and skylights 


—1is satisfactory for present sée- 


other 
pro- 


lathes and 


windows Foot 
candle readings at the machines regis 
tered upwards of 12, while at the work 
benches the readings jumped to 20 fc 
directly under each fixture. In certain 
key spots in the factory where workers 
were stationed, readings went as low 
as 7 fc. 

The treasurer of the company seem 
ed to be the most outspoken of the 
management group in favor of a com 
plete change in the plant lighting. “Of 
course we need better lighting in the 
factory,” he said, gesturing toward the 


47 








Relighting Main Street (cont.) 


10 year-old fixtures. “I don't know how 
we intend to build up production with 
these oldies. 

“When we think of lighting needs 

in the factory these days, we just hack 
away at the problem until we think 
it's solved. When we need a lamp at 
one machine we take it from another. 
No sooner does that happen than we 
need the lamp right back at the same 
machine again. To my way of thinking, 
it’s just a sort of bulbsnatching game 
on a grand scale.” 
e Exception vs Rule—An interesting 
exception to this “game” being played 
With workers’ eyesight and health— 
and the company’s production—is the 
research room off to one end of the 
plamt working area. Here, a staff of 
draftsmen work under only the most 
excéllent seeing conditions ranging 
from 60 to 80 fr. at the working 
level. 

“The reason for this,” the treasurer 
said, “is that we're essentially a re- 
seafeh and development company and 
only a small portion of our business is 
ma@ufacturing. That's probably why 
the company is content to leave the 
lighting in the factory as it is. They 
figufe the background lighting and spot 
lights (ceiling 
above and local lighting on machines) 
already in the plant are sufficient 

“Me? If I had my way, there'd be 


No need in cre- 


fixtures and skylight 


some changes made 
ating friction with the plant superin- 
tendent, though.” 

This lighting lethargy isn’t just con- 
fined to 
inal lighting installation has grown 
dull a change. Poor 
lighting is evident even in newly con- 


the older plants whose orig 


with want of 
structed buildings where only the most 
meager accommodations are made for 
fixtures 

e One Lonely Fixture—In one such 
plant at Extown, the only provision 
made for background lighting in one 
70 x 30 working area is one 400-watt 
mercury lamp set smack in the mic dle 
of the ceiling. Close to the wall in this 
window-less plant is the heart of its 
operations, a huge fabricating machine 
that turns out finished products eight 
hours a day. 

When the finished product rolls off 
the machine, it must be stacked, mark- 
ed, and routed to another section of 
the plant. Light intensity can barely be 
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PLANT MANAGER: The building may 
be new but the lighting is still poor 


measured in certain parts of the 
gloomy factory where products must 
be handled for shipment. Near the ma- 
chine, lighting intensity from two 3- 
lamp fixtures suspended from the 
ceiling measures upwards of 30 fc. 

“We don’t need much light in this 

section of the plant,” the owner con- 
fided, “because most of our operations 
take place in the next building where 
we process products for shipment. I 
know it doesn’t seem like there’s much 
light here but that’s because today is 
hazy and cloudy. You should see it on 
a sunny day, with the sun streaming 
through the skylight and in through 
both ends of the building.” 
e Complaints Everywhere—It's not 
that simple at another new plant in 
Extown, a medical supplies warehouse 
Only a year and a half ago the building 
was completed with a brand new 
recessed fluorescent installation in the 
ofhice area and incandescents in the 
warehouse. The plant manager has 
heard nothing but complaints from 
that time from office and warehouse 
personnel on the inefficiency of the 
new system. 

“They just installed fixtures all over 
the ceiling without giving any thought 
how much light there should be in the 
offices or warehouse,” the manager 
said. “The company thinks that just 
because the building is new the light- 
ing should be in good condition, too. 
I'm no expert on lighting but I do 
know that something is wrong with 
our installation here. 

“What's the reading here in my of- 
fice? Fifteen footcandles? And I should 
have 30? No wonder my eyes are 
bothering me!’ 

Readings of the warehouse lighting 


PLANT OFFICIAL: You can’t build up 


production without good lighting 


levels clearly showed why there had 
been so many complaints from em- 
ployees. Where products were stored 
in bins lining aisles seven deep, 7 fc. 
intensity was measured in each aisle 
In open working areas and at shipping 
and receiving tables, it measured 10 fc 

The office area, where critical book- 
keeping and stenographic work de- 
mands a minimum of 50 fc. of light, 
employees worked under the tedious 
strain of 20 fc 

“No, no one approached us about a 
change. But I wish someone who knew 
the score would come in here and give 
us a definite proposal on how we could 
correct this problem 
e Another View—One manufacturer 
of truck bodies has a different slant on 
his lighting installation, an old system 
We need a whole 
but when 


of 1940 vintage 
new system here,” he said, 
the time comes for the change we're 
going to 
ourselves.” 

The footcandle readings taken at his 
warrant the 
At one end 


make all the specifications 


shop would seem to 
changeover immediately 
of the sprawling shop is the forge 
which basks under a 200-watt lamp 
and 8 fc. of light. At the other end is 
the parts-cutting department which, 
illuminated by two slimline fixtures, 
enjoys 43 fc. In the garage, where most 
bodies are assembled, 
lighting levels averaged 7 fc. Through- 
out the rest of the shop, the lighting 
fluctuated from 5 to 22 fc 

“We have to take into consideration 
our operating procedure before we 
even consider a new installation,” the 
plant manager declared. “We may be 


of the truck 


on an assembly-type production one day 
and then switch over to single jobs the 
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next. And trying to figure out the best 
installation that will take care of all 
these production needs can't be done 
by a lighting specialist or anyone else 
outside our organization who hasn't 
any idea of our specific problems. 

“But we haven't been doing so bad 
in regard to raising our lighting levels 
here in the shop. In the past year, we 
replaced all the 200-watt bulbs in our 
ceiling fixtures (placed about 30 feet 
apart) with new 400-watt lamps.’ 

e Archaic Ideas—That last remark 
is typical of Extown’s archaic impres- 
sion of what constitutes good indus- 
trial lighting. It sums up, also, the 
incongruities present in today’s sup- 
posedly specialized industrial network 
—use of the most modern facilities 
available for a speeded-up output in a 
generally poor lighting environment 
that tends to slow down production 
and speed up waste and inefficiency 

What is happening in Extown is 
happening in other parts of the coun- 
try where industrials—more likely the 
smaller plants— undergo a continual 
overhaul of their productive processes 
in all phases of plant operation but 
one—lighting. It stands out like a 
blank page in this book that the one 
controlled working condition that con- 
tributes most to speedy, efficient pro- 
duction is all too often neglected. 

Today, however, the electrical distrib 
utor’s salesman has a potent economic 
factor to back up his industrial light- 
ing presentation—the stretched-out 
defense production that puts heavy de- 
mands on American industry for more 
production at a faster clip. The plants 
best able to deliver the most goods 
fastest are those whose lighting sys- 
tems speed up seeing for faster output. 

This coupled with the great educa- 

tional effort being made by the light- 
ing industry and used as an effective 
tool by the salesman and the electrical 
contractor can take the “haphazard- 
ness” out of industrial lighting and 
can inject, instead, an awareness of 
the “ideal system.” 
e A Good Listener—It was noted in 
Extown that the average plant manager 
is very much aware that conservation 
of working time is an important factor 
in today’s industrial setup. He’d be an 
eager listener if he could be shown in 
detail how inadequate lighting trims 
precious man hours and makes a siz- 
able nick in his net profit. 

He is interested in facts—facts like 
how a “patched up” lighting arrange- 
ment, roughly fitted to one specific see- 
ing task, does not generally provide for 


better over-all seeing in the plant. 
He'd like to be told how a plant light- 
ing system, custom-tailored to his own 
particular requirements, will do the 
best job. 

ELECTRICAL WHOLESALING'S re- 

porters were in a difficult position 
at Extown. They could only jot down 
the objections to plant lighting as 
raised by those responsible for its pur- 
chase. They could not answer these ob- 
jections even though each had as many 
holes as a honeycomb. 
e Heart of the Matter—But this 
survey technique can be used as a 
guide to the distributor's salesman— 
or the contractor, for that matter—in 
getting to the heart of his industrial 
market. If a particular plant manager 
or purchasing agent is a man who 
wants to be shown—and what one 
isn't—then the salesman can maneuver 
him out onto the plant floor where he 
can Carry out his own Survey and prov e 
his selling points. 

Armed with a footcandle meter and 
a working knowledge of lighting, the 
chances are that he will have plenty of 
opportunities to point out lighting de- 
fects and inadequacies in the present 
lighting system. This technique cannot 
be used to determine the efficiency of 
a plant’s lighting system, but it might 
disclose the more obvious discrepan- 
cies that can lead to the final solution 
of the lighting problem, and ultimately 
to the sale itself. 

The salesman may come upon a 
worker squinting or bringing objects 
close-range to his face (as was noticed 
in some Extown plants). There is a 
case of insufficient light, pure and 
simple. He may pass through shadows 
where spotty illumination has resulted 
in dark areas, a situation attributed to 
incorrect spacing of lighting units and 
a condition that increases accident 
hazard. 

He may see lamps improperly 
shielded from an employee's position 
of work. If he does, he is face to face 
with a case of glare. As a cure, he can 
prescribe correctly installed industrial 
lighting equipment with recommended 
shielding angles to protect workers 
from direct view of lamps. 

e More Guideposts—Other typical 
lighting situations in an_ industrial 
plant that handicap the worker and 
tend to slow down production are in- 
adequate light delivered to the vertical 
plane; a light source “mirrored” on the 
surface of a micrometer, machine 
gauge or dial; insufficient light for 
reading prints when setting up a job; 
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excessive brigntness contrasts between 
work table or desk top and work that 
has a high reflection factor, vibrating 
lighting units where local lighting 
equipment is mounted directly on ma 
chines. 

He should call all such conditions 
to the plant manager's attention. When 
added up they might mean a large, 
environmental” lighting sale 

In the course of the tour through 
the plant the salesman might coach the 
plant manager on the essentials of a 
sound lighting maintenance program 
He can advise him to set up a regular 
maintenance schedule which includes 
soap and water cleaning of reflectors 
and lamps, repair or replacement of 
faulty parts, and painting of walls and 
ceilings a light color. He can point out 
the advantages of using dust-tight 
equipment in dirty and dusty locations, 
and to use wire guards where lamps 
may be subject to breakage \ 

e The Over-All Picture—In fact the 
solution to every industrial lighting 
problem can be arrived at after an 
over-all study of plant conditions has 
been made—the seeing tasks, the type 
of work, the material handled, the 


physical layout, and processes involved 


The salesman will find that each dase 
requires individual treatment 

The results of the Extown survey 
bear this fact out. They also point Out 
the need for a planned industrial light- 
ing program initiated at the distribu- 
tor level and promoted by the distribu- 
tor's salesman with the help of his c@n- 
tractor customer. The gains evident in 
the past few years in the field of in- 
dustrial lighting have been heartening 
to the industry, but there is still rog@m 
for much more advancement, especially 
in the small industrial market. 

The salesman of electrical equip- 
ment who services industrial accounts 
should train himself to be always aware 
of lighting lapses on the part of any 
of his customers. No doubt he has al- 
ways made it a point to advise them 
to obtain the best possible lighting 
system as did the contractor on the 
job. But as often as not, their pur- 
chase of industrial lighting equipment 
has represented a compromise between 
the ideal installation and the minimum 
appropriation. 

By a systematic check of the plants 
he services, and the factories he ap- 
proaches in his own private “lighting 
survey,” the distributor's salesman can 
make recommendations that will put 
an end to slowdown lighting—at a 
profit to his customers and himself 








ore 
ighting 
its Best 


On these and following pages, ELECTRI 
CAL WHOLESALING presents pictures of 
lighting installations that provide the 
kind of illumination needed in small 
business establishments and institutions 
Pictures such as these can be used by 
the salesman to educate contractors and 
small businessmen on the benefits ot 
relighting 


WOMEN’S APPAREL SHOP—Dramatic installation in this store is 


achieved 


through the use of Garden City Plating G Mfg. Co. incandescent and fluorescent 


fixture 


downlight 


Swivel display lights are under the cove 


The sawtooth-like cove utilizes fluorescent strip units and incandescent 


Suspended from the 


ceiling are shielded downlights which illuminate the showcases. Louvered troffers 
with spotlights at each end light the rear of the shop 


SHOE STORE—ffficient general sales illumination is achieved 
in this store by means of a Benjamin Electric fixture 
installation. The high level, even illumination is furnished by 
48 louverall panels utilizing 32 two-lamp fluorescent unit 
This equipment produces adequate lighting for accenting 
leather polishes and finishes 


AUTO SHOWROOM—An example of interesting special 
effects from carefully planned lighting in open-front stores 
is shown in this Edwin F. Guth Co. photo of an automobile 
showroom. The installation accents the product by using 
recessed troffers with fluorescents, and recessed incandescent 
lighting units. Average illumination is 40 fc 
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JEWELRY STORE—Effective display and dramatic highlighting 
are evident jin this view of a jewelry store installation us 
ing Leader fixtures. In the ceiling are both recessed troffers 
and incandescent downlights to play up showcase gems to 
best advantage. Spots are used in the upper wall niches 


CANDY SHOP—Adequate fountain and counter lighting are 
shown in this view of an Electro Silv-A-King installation, a 
candy shop. Semi-direct, ceiling-mounted, four-lamp fluores 


cent units spread 


counter, and 


illumination over the 
fountain area. Plastic 
are also used in the units 


entire restaurant 


side panels and louver 


ELECTRIC APPLIANCE STORE—Efficient, balanced illumina 
tion is the result here of using Curtis Lighting semi-direct 
(luminous shielded) ceiling-mounted units to light this 
appliance store sales floor. The merchandise is highlighted 
and the entire ceiling area is brightened, contributing to 
better over-all viewing of displays and counters. 
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DRUG STORE—The use of long rows of pendant-mounted 
Lighting Products fluorescent units has produced good over- 
a! illumination for this drug store. Valance lighting is used 
1 the prescriptions sign which draws attention to the evenly- 
lit department and lends dramatic support to store’s rear 


WOMEN’S ACCESSORY SHOP—Adequate lighting is shown 
in this view of an F. W. Wakefield fixture installation in this 
women's accessory shop. The store was furnished with the 
latest lighting techniques, a luminous ceiling plus incandescent 
lighting for accent and color value lighting is 125 
fc. Accent light, provided by adjustable downlights, is 200, 


General 


— 


SUPERMARKET—Well balanced, shadowless over-all lighting 

provided by these long, continuous rows of flush, four 
lamp Pittsburgh Reflector fluorescent units. Departmentalized 
wall valance lights direct customer attention to the side walls 
This type illumination quick brand-identification 
quality and price appraisal, attractive promotion 


allows 




















REPRESENTATIVE of the industrial “lighting revolution,”’ of light mirrored against highly reflective ceiling, resulting 
thig Fo W. Wakefield installation utilizes upward component in an overall effect similar to that in classroom and office 


Plant Lighting at its Best 





EFFECT of artificial daylight is achieved by this Miller EFFECTIVE lighting installation in this plant is mounted 1( 


15 ft. apart, the 32 ft. from floor. Continuous row fluorescent grid layout 
pattern in shop 


three-lamp slimline installation. Spaced 


ft. continuous rows provide 60 fc. three ft. from the floor using Day Brite fixtures forms egg-crate 
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EVEN DISTRIBUTION of light—35 fc. on working surface——is SEMI-DIRECT Day Brite 
maintained at telephone repair shop. Benjamin 40-w, 450¢ 


installation in 
degree units are spaced 10 ft. apart, 


reflects upward component of light from 


mounted 10 ft. from floor Commercial-type fixtures use eight-ft 


WORKING AREA in make-up room has level of 140 fc. as a 
result of three lamp 40-w Miller troffers over rows of tables 


and single 40-w troffers mounted under each V-shaped stand 


Ty 


CRITICAL SEEING is assured at this aircraft engine plant by INSPECTION of sewing machine 
suspended installation of continuous rows of Electro Silv-A- without use of desk lamps bv virtue 
King two 40-w porcelain RLM units with turret-type sockets lamp instaliation casting 40 fc 


now performed 


f new Sylvania three 
ver work irtace 
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Office 


and 
Institutional 


TWO TYPES of modular ceiling units in this Sylvania designed LIGHTING LEVEL of 35 fc. is maintained on the main 
office lighting system furnish approximately 100 fc. of low bright- floor of the Exchange National Bank, of Chicago, by Cur- 
ness Hlumination on the desk. Flourescent single lamp strip units tis glass bottom troffer units. System includes 163 
are mOunted |2 in. above the louver top plane on 15-in. centers troffer units, not installed on regular centers 








oe 


ADEQUATE ILLUMINATION and attractive installation on 
the main floor of this small Pennsylvania bank are provided 
by Mitchell modular flourescent units that are mounted 
flush against the ceiling in spaces between beams 
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YOUNG EYES see better in this Amery, Wis., kindergar- 
ten since advent of three row installation of Lighting 
Products louvers spaced 8 ft. apart and 9 ft., 8 in 
above the floor. Average footcandle levels measure 47 
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Lighting at their Best 








UNUSUALLY HIGH lighting intensity is achieved in this 
Michigan junior high school gym by Kirlin recessed shock- 
resisting fixtures. Spaced on 9 ft. centers at height of 24 ft., 
fixtures provide 55 fc. after one year’s use 


GENERAL OFFICE of Equity Savings and Loan Assn. of 
Cleveland, Ohio, is equipped with F. W. Wakefield Brass lou- 
verall ceiling that provides 45 fc. of illumination 
are located on 36-in centers over acoustical baffles 


Lamps 
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PUBLIC LIBRARY in Decatur, II!., ha 
cent lighting furnished by recessed troffer 
Decoratively arranged yet positioned for maximum effi« 
fixtures provide 51 to 59 fc. at tables 


high intensity ftluore 


with baffle botton 


ALL ELEMENTS harmonize for excellent seeing conditions in 
this Day-Brite installation in office of 
Ceiling, walls and floor all act as reflection factor 
desks and office equipment are designed to cut down glare 


insurance company 
while 
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* COOLER / FOR 100% PROTECTION 
* SURER 





Pp . STRUCTURAL PROTECTION 
increases strength 10 J : at Bind 
times with the most ; B _ 4 Hi-Lag links have time lag 2 to 
times normal rating with strong 
lag features at 3 to 3% times 
rating. The only renewable link 
olignment. ; Y with structyrat Protection against 
/ build up of high resistance due to 
; link bending caused by heat. 


rigid knife-blade fuse 
assembly ever de- 
signed for perfect 


RUGGED SIMPLICITY 
Only 3 parts to handle in 
renewing link. NO HOT SPOTS 
“ y One piece uniform thickness 
throughout assures even tempera- 
ture rise. No hot spots. Heat shock 


GAS VENT \" absorbed during overloads and 


HOLES AT :. ae i XY surges — to give time lag action. 
BOTH ENDS -_ > 


DOUBLE SURFACE CONTACT 
on both sides of links reduces 
heat. Arched spring tension wash- 
ers and heavy bolt keep links 
tight always 


INDUSTRIAL PRODUCTS CO. R. J. MILFORD & SON WARE FUSE CO. 
534 First Avenue, Pittsburgh 19, Pa. 100 Worren Street, New York 7,N Y P. ©. Box 571, New Orleans 7, La. 
FOR IMMEDIATE JAMES L. KEARNS CO. KENNETH ANDERSON CO. A. WEINGARTEN CORP. 
Box 5108, Portland 16, Oregon 412 Seaton Street, Los Angeles 13, Calif 421 S. Second Street, Philadelphia, Po. 
SERVICE HODGES & GLOMB BRICKLEY & CO. B. WEINGARTEN & SONS 
CONTACT OUR 1264 Folsom Street, San Francisco 3, Calif. 241 East Erie Street, Milwaukee 2, Wis 1620 Gough Street, Baltimore 31, Md. 
J. J. MINER THE DARGER CO. McGILLAN SALES CO. 
REPRESENTATIVE 535 East Larned Street, Detroit 26, Mich 328 W. Second South St., Salt Lake City, Utah 513 South Amherst, Albuquerque, N. M. 
OLSON-ROBERTSON CO. ROBERT L. HAIZLIP CO. HOWARD H. LOVING 
NEAREST YOU 2104 Irving Boulevard, Dallas 2, Texas 2811 S. W. Boulevard, Kansas City 8, Mo 5462 W. Division Street, Chicago 51, tl. 
J. J. PERRY, JR. C. C. PIERCE CO. WALTER DANA 
45 Eleventh St., N.E.. Atlanta, Georgia 241 Purchase Street, Boston 10, Mass 4494 W. Lake St., Chicogo 24, Ill. 


Place Trial Order Today — WARE FUSES GUARANTEED TO MEET THE SEVEREST TEST 


WARE FUSE CORPORATION | 











Machines Working 


Our fuse making experience dates back to 1915 and pays off in 


our own plant. We never need to over fuse and we achieve greater 


protection by fusing closer to normal current ratings. We use 
150 ampere, 250 volt, WARE Hi-Lag, to protect 40 H.P. motors 
on our Acme-Gridley Automatic Screw Machines. No other make 


renewable fuse at this rating will handle the jogging or inching 


of the machines during the setting period. 


President 


Ware Fuse Corporation 


— 


— 


No other Fuse has all these features! 


Here’s an amazing cool operator to protect your production lines against 
needless delays and costly shutdowns. Scientific design and engineering 
make WARE Hi-Lag FUSES far more economical and longer lasting. 


Safeguard production with the surest safest link made. Only WARE Hi-Lag 
Renewable FUSES have all these superior and exclusive features: 


@ Longer time lag for starting and temporary overloads yet with 100% protection. 

@ Lateral expansion links to protect against sharp bending and possible arcing. 

@ Double Fibre Bridge assembly 10 times stronger which sets up magnetic fields to kill 
arcs panying bi ts. 

@ Gas vent holes at both ends. Simplified 3 part construction 

@ Spring tension locking of links in circuit to assure greater contact surface, lower resist- 
ance, cooler operation and longer life. 

@ WARE Hi-Lag Links are interchangeable with all standard makes of fuses. 





Ware Fuses save time and renewal costs. Start enjoying uninterrupted 
production. Keep men and machines working with WARE Hi-Lag Fuses. 
THESE THREE ALSO AVAILABLE 
in Knife Blade or Ferrule Type 

— t i | a 
1, WARE Hi-Leg FERRULE FUSES 2. WB FUSES 3. WARE ONE-TIME FUSES 


They're inexpensive ond Ideal where price Quality materials. 
rugged. Efficient operators. is important. Precision built. 


UNDERWRITERS APPROVED 


SINCE 1915 


WARE engineering and manufactur- 
ing of parts for other nationally known 
fuse companies began in 1915. The 
WARE name on fuses was not used 
until 1935. Now, WARE FUSES have 
international acceptance for maxi- 


mum protection and performance 


UNDERWRITERS APPROVED 

Ware Hi-Lag fuses and re 

newable links will carry 110% 

of rated current continuously 
n 135% of rated 


4420 W. Lake St., Chicago 24, Ill. 














SPECIALISTS in commercial lighting at California Electric 
are briefed by department head Sol Cohn on 


Supply Co 


recessed type lighting fixture 
Golda Galperin, Irving Cassens and Ted Ciampi 


Listening are Frank Stacey, 


Specialization 


Gets Big Lighting Volume 


A sound policy, a separate department staffed by specialists 


and an intensive selling effort are producing a high level of 


commercial lighting sales for California Electric Supply Co. 


DEFINITE policy on merchandis- 
A ing commercial lighting, backed 

up by a department of specialists 
and an organization prepared to meet 
the problems in a highly competitive 
market, can pay off in profitable vol- 
ume for the electrical supplies distribu- 
tor. Such a policy, in which the whole- 
saler decides to approach his market 
with the intent of selling lighting re- 
sults not just fixtures, need not be just 
another platitude passed around on 
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By Howard J. Emerson 


inter-office memos. A lighting depart- 
ment staffed by specialists need not be 
just the pretty title handed to a quota- 
tion clerk whose knowledge is limited 
to the pictures in the catalogs beside 
his ‘phone. 

Around the country there are out- 
standing examples of electrical sup- 
plies distributors who have built both 
volume and reputation by giving to 
the selling of commercial lighting as 
sound a merchandising program as 


that seen in the selling of industrial 
lighting 

One 
California 


alert 
Electric 


of these wholesalers is 
Supply Co., San 
Francisco. Under the guidance of own- 
ers L. B., M. E., and E. L. McDonnell, 
Cesco’s lighting department has de- 
veloped soundly and profitably, year 
after year being associated with many 
of the lighting jobs that receive na- 
tional attention and acclaim. 


e Start with a Policy—A distrib- 


ELECTRICAL WHOLESALING—September, 1952 














HOSPITAL 


WARD in Mt. Zion Hospital, San Fran- 
cisco, has Cesco designed and built light- 
ing fixtures which give 35 fc. at reading 
level. The units utilize two 20-watt 


fluorescents, four 60-watt incandescents 


SUPERMARKETS 


GOOD PROSPECTS for lighting that sells are markets, but the 


CORRIDOR installation in same hospital! has 8-ft 
150-watt incandescent units 


fixtures, 16 feet on centers, with 


3-lamp Sunbeam slimline recessed 


a 
in between. Cesc 


Sol Cohn, at architect's request, worked with consulting engineers on specificatior 


for pilot room which became model for whole job 


In all, 1,781 fixtures were sold 


by California Electric Supply in lighting the hospital 


INCANDESCENT LIGHTING 


was used throughout Sunset 





distributor has to know how to meet the proprietor’s needs 
Cesco met the demand for 50 fc. at Westlake Supermarket 
with continuous rows of Sunbeam slimline fixtures on 12-foot 


Supermarket, though it had been laid out as fluorescent. Cesco 
designed ‘‘Fireball’’ fixtures with 500-watt lamps and 25 per 
cent reflectors providing 50 fc. The success of this project in 


centers. Total job was 99 slimline and 66 incandescent units 


utor's commercial lighting department 
must know what it is doing as well as 
what it is selling, says Sol Cohn, man- 
ager of lighting sales for California 
Electric Supply, in describing the 
policy that must be established by any 
wholesaler before attempting an inten- 
sive selling of commercial lighting. 
This means recognition of the esthetic, 
emotional and selling qualities of light, 
and an earnest effort to sell the quality 
of the lighting installation. As a mem- 


ber of the Illuminating Engineering 
Society, Mr. Cohn feels that a distribu- 
tor must aim toward a set of recog- 
nized standards, such as those set by 
LE.S., in his policy of presenting light- 
ing suggestions. 

Often it may be necessary to step 
down from the ideal standards pre- 
sented for a lighting job, but practi- 
cally every job will be upgraded by 
first showing the prospect the most 
satisfactory lighting arrangement for 
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showing color of foods on display brought five more jobs 


his commercial establishment, Cohn 
has found. 

There are many 
such a policy, too. Quality is catching, 
and when a distributor, by knowing 
and recommending a good lighting 
job, gets some of them installed, he 
then has examples that will influence 
future prospects toward selection of a 
quality lighting installation. The light 
ing department at Cesco frequently 
gets from 


other values to 


calls architects, engineers 








These Sales, 


Too, Are a 
Result of 


Specialization 


and commercial concerns with whom 
Cesco has never done business because 
these people have seen and were im- 
pressed by one of the lighting jobs 
which Cesco laid out 
e Develop a Department—Manage- 
ment at California Electric Supply Co 
has found that carrying out such a 
policy of selling quality lighting in- 
stallations requires a special depart 
ment. Commercial lighting at Cesco is 
handled by a department managed by 
Cohn, with Irving Cassens as lighting 
specialist salesman, Ted Ciampi as esti- 
mator, Frank Stacey as purchasing 
agent and expediter, and Golda Gal 
perin as secretary. Cohn’s reputation, 
which has spread across the country, 
and which has received recognition in 
a merit award from the International 
Lighting Exposition and Conference, is 
based on nearly 25 years work in il 
lumination that began with experience 
in a lighting fixture manufacturing 
concern prior to his joining Cesco 
Specialist salesman Cassens carries 
into his work in the department light- 
ing experience gained with Pacific 
Gas & Electric and then with distribu- 
tor Incandescent Supply before becom 


ing Cohn’s field man working with 
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CESCO got the contract to relight the Levy Department store on a bid. In this 


establishment 50 fc 


inch 430 ma 


full job brought an order for 


contractors, engineers and architects 
on their lighting problems. Into the 
purchasing and expediting of lighting 
fixtures for Cesco’s department goes 
Frank Stacey's background of field ex- 
perience electrical contracting 


concerns plus experience in purchas- 


with 


ing and materials control for electrical 
contractors before he joined this dis- 
tributor 712 years ago. Ted Ciampi 
has combined experience in the depart- 
ment with two training Courses, one in 
given by the 
local utility and the other which he 
working with Cohn.’ 


practical illumination 


describes as 

What such a department staffed by 
specialists accomplishes for the whole- 
saler is as follows 

e There is always someone available 
with knowledge and experience to 
help a prospect who may drop in or 
phone. Because that is true, these pros- 
pects tend to call first the place where 
they are sure of getting a quick solu- 
tion to their problems—and that first 
call is a long way toward getting an 
order. 

e There is always someone present 
who can make decisions. With definite 
policies established, and a staff that 
knows prices, inventory and delivery, 


Sunbeam slimline fixtures 
side panels, glass bottoms and are coupled with incandescent spotlights 
203 slimline and 


of light was provided at counter level with 4-light, 96 


The have plastic 
The 


incandescent fixtures 


lighting fixtures 
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no customer need wait to find out what 
he can get, at how much, and when he 
can get it 

e Concentration of experience that 
results from having all lighting jobs 
go through the same men, gives the 
wholesaler a strong competitive posi- 
tion. The department builds up a fund 
of knowledge that comes from the 
practical experience with jobs past, and 
as the department grows, its Customers 
begin to rely on it and its personnel 
for help and advice 

e Opportunity for exploratory work 
in the main centers of the commer- 
cial lighting market. Calls on architects, 
engineers, builders, prime contractors 
can be a regular practice of the light- 
ing department's specialists, building 
good will, developing contacts, ex- 
changing information—all at a time 
when no particular job may be in- 
volved 

e Chance to develop more knowl- 
edge of commercial lighting standards 
and applications is possible when spe- 
cialists need give attention to this field 
alone. The lighting department's men 
can read the lighting papers, the archi- 
tectural publications, attend I.E.S. and 
other lighting group meetings, manu- 
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SPECIALTY SHOP 


SMALL STORES add up to a big market for the wholesaler 
who can work out their lighting problems. Cesco was called 
out Reneeh’s Ladies Apparel Shop 
were 
incandescent fixtures 


by the architect to lay 
The decoration, mood and 
15 Lightolier 300-watt 


30 fe 


facturers conventions or showings 

a constant job that would be too much 
for the general salesmen who has other 
fields requiring almost as much atten 
tion 

e Selling the Policy—With a well 
set up commercial lighting department, 
and a staff of specialists, a distributor 
like California Electric Supply can ef 
fectively sell quality lighting. But it is 
any 
time during the progress of a particular 
job 


The most effective work of Cesco’s 


not sold in one place or at one 


lighting department is in its work with 
electrical contractors. It is here, acting 
as consultants instead of salesmen, that 
the lighting specialists help the con 
tractor sell up the quality of the job, 
or at least keep him from selling it 
down in his anxiety to get the job 
Important in this selling, says Cohn, is 
to guide the contractor's thinking to- 
ward the bigger-ticket, name brand 
fixtures. The salesman can show the 
that in 


higher quality lighting installation he 


contractor aiming for this 
has a chance to get 
e More profit. 
e Easier and quicker installation. 
e Less maintenance problems dur- 


obtained by 


OFFICE 


Insurance Co 


use of 


fixture 


ing the year he will guarantee the job 

e More jobs at fair price because 
of the reputation a good installation 
will bring him 

With a regularly functioning com 
mercial lighting department, a distrib 
utor can get in on jobs long before 
they are thrown open for bids. Because 
they are concentrating on the selling of 
lighting, Sol Cohn and Irving Cassens 
can schedule regular weekly calls that 
would disrupt the program of any 
regular supplies salesman who at 
tempted to fit them into his schedule 
Each of these specialists has large con- 
tractor Customers, the ones who usually 
bid on all large lighting jobs, and the 
estimators in each of these firms get 
weekly visits from the Cesco spe 
cialists 

On the specialist's call list, too, are 
the architects and engineers who spe- 
cialize in commercial building work 
Getting to those men regularly is of 
the utmost importance, says Cassens 
They are the ones most interested in 
the quality and effect of good lighting, 
and as professional men, their influence 
on the final job is powerful. Their 
every job, 
When they are 


reputation is at stake in 


Cassens points out 
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FIFTY FC. light the desks in this 
in San Francisc 

lamp 40-watt recessed fixtures are on rows 8 ft 
total order was for 264 fluorescent and 
The job came to Cesco fr 


Cesco 
The eggcrate | 


sold job at the Home 
uvered four 

apart. The 
] 30 


incandescent 


ym an electrical contractor 


helped to specity a quality lighting in 


stallation they are most likely to fight 


for it later when the customer or the 
contractor may look to the lighting as 
a spot to save money 

Along with these assignments, Ces 
co's busy lighting department men 
follow up the many requests that come 
from commercial establishments di 
rectly, from architects, engineers and 
contractors, asking for advice and 
counsel on specific lighting problems 
And there is always necessity to be at 
the beck and call of the contractors 
foremen and engineers as work pro 
gresses on lighting installations and 
the never expected but always present 
problems arise 

What such a commercial lighting 
policy, the department organization to 
handle it, and the wide variety of sell 
ing involved, means to a wholesaler is 
seen in the accompanying gallery of 
recent installations for which Cesco 
supplied the fixtures. Not only are they 
examples of the quality work that 
builds a profitable reputation for a 
wholesaler, but they represent, too, an 
example of the breadth of the market 
available to the distributor who spe- 


cializes. 











SALESMAN 8i!! Benequit 
ampaign int 


mold plant 


(bow tie) 
motion by giving the men who 
pinion at the Gould G Eberhardt 


gears his 


factory a chance to express their own ideas on 
the prospect of a brand new lighting ins 
tion. By this indirect approach 


talla 


e Plants the Sales Seed— 
Then Cultivates the Sale 


By Thomas F. Preston 


HIS is a case history of how one 
man’s selling means justified a very 
lucrative sales end 

of two men—a sales- 


interested 


It's the story 
man and a plant engineer 
enough in better lighting to conduct 
their own personal campaign for it; 
of plant management eager to listen; 
and of a lighting sale consummated 
between the two parties and estimated 
to run well into the five-number 
bracket 

The ironical part about this story is 
the fact that it can be repeated almost 
verbatim in every industrial town 
where poor lighting is the rule, not 
the exception, in the majority of fac- 
And that in every in- 


tories. means 
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dustrial town in the United States. 
¢ From a Spark, a Flame—On the 
one hand is an aggressive sales man- 
ager for an equally outspoken inde- 
pendent electrical distributor, Reliable 
Electrical Supply Co. of Newark, N. J 
It was this salesman, A. W. (Bill) 
Benequit, who, during his weekly vis 
its to his regular account back in April, 
1951, sparked a plan that was seven 
months later destined to blaze into one 
of the largest lighting sales in his 
career 

Playing an almost identical 
(the only exception being a decided 
shift in emphasis from the sales to 
the production angle) is E. A. Munson, 
the plant engineer whose foresight and 


role 


understanding of certain lighting stand- 
ards that must be met in the factory 
helped pave the way for final action 
on the installation. In time, Munson 
was to provide the key to Benequit’s 
whole sales approach 

On the other hand are the plant 
managers of Gould & Eberhardt, ma- 
chine tool manufacturers of Irvington, 
N. J., whose conscientious endorse 
ment of the findings of their advisers 
was sometimes clouded by many more 
cost factors than just initial purchase 
and installation price 
© Hidden Assets—In the end, though, 
their cautious but generous nod to the 
needs of their employees fashioned for 
them a lighting installation far supe- 
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rior to their previous, outdated system 
—and more important, helped lay the 
groundwork for more repeat business 
in both fixture and supply sales. 
Looking back at the events leading 
up to this lighting sale at Gould & 
Eberhardt, Benequit discounts with un- 
due modesty the part he played in its 
fulfillment. “Any salesman,” he said, 
“goes into a plant or factory blind- 
folded because he is limited in his 
scope of sales by the bounds imposed 
upon him by the purchasing agent 
What is needed is direct acquaintance 
with plant men who are responsible 
for plant operation and maintenance. 
“Their perspective as to their plant 
needs is not limited. Because of that 





(and herein lies the crux of his selling 
philosophy) these same plant men— 
the engineer, the chief electrician, the 
maintenance crew-—can do the selling 
job for the salesman if he in turn takes 
the initial steps to gear that selling 
job into motion.” 

© The Slow Start—The gears started 
grinding ever so slowly that day in 
Munson’s office 18 months ago when 
Benequit first approached the plant 
engineer on the quantity and quality of 
the factory's lighting system. The route 
between the outer offices of the factory 
and Munson’s office in the center of 
the plant working areas was lined on 
either side by the most flagrant of 
lighting defects—especially in the low 
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What HE SAW: 


Subject of most concern to plant 
men during preliminary talks was 
the repetition of this scene through- 
out most of the working areas of 
the factory — low lighting level, 
spotty distribution of natural 
light and glare-ful local lighting. 


What HE SOLD: 


Result of Benequit’s 18-month 
stand for better lighting is this 
modern glare-free installation. 
Each row is 160 ft. long on 10-ft. 
centers. In all, 246 fixtures were 
installed, providing a foot-candle 
reading of about 60. 


bay areas where one 400-watt mercury 
had to bear full responsibility for the 
lighting in each 20-foot section 

It was definitely a challenge to Ben 
equit’s prowess, as a professional sales 
like 
unheeded. He accepted that challenge 


man to let a condition that go 
and set about his planning 

In the beginning, his original one 
man campaign became sidetracked in 
a maze of generalities. Benequit first 
had to sound out his prospects on their 
attitude concerning the present light 
ing setup. This he had to do before he 
could stir up enough interest in the 
plant to explore the more specific 
angles of a definite proposal 
* Complete Agreement He was 
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pleasantly surprised to find their reac- 
tion dovetailed with his own. Munson, 
all along, had been aware that the 
lighting in the plant had been sub- 
standard. In fact, the 
nance crew and the employees had 


whole mainte- 
been dissatisfied with the old system 
Doug Lindsay, factory superintendent, 
also was on Benequit’s side, echoing 
the cry that “something should be done 
about the lighting.” 

But why was it put off so long? 
Benequit had the answer—and the 
only real objection in the way of a 
successful sale—as soon as Munson and 
Lindsay added a “but” to their original 
statement in favor of a change. “Some- 
thing should be done about the light- 
ing,” they said, “but a brand new in- 
stallation of which you talk would 
necessitate a complete change in our 
old distribution system as well. That is 
something that will have to be taken 
up with management.” 

And management had its troubles 
For years, the company had anticipated 
a completely new lighting system in 
the plant. The rights of their employ- 
ees, they intimated, had always top 
priority, and for this reason, continual 
postponement of something that would 
benefit 
tors seem so remote. Yet, these factors 


directly them made cost fac- 
still had to be reckoned with before 
any prope sal could be studied 

® Distribution Problem 


a plant, modern in all respects but 


Here was 
lighting, whose electrical distribution 
system was faulty. The wiring could 
hold up adequately under the strain of 
the existing lighting load but when a 
completely modern installation is add- 
ed, which would mean row upon row 
of fixtures, a distribution problem is 
imminent. Benequit would have to 


show cause why a new distribution 
system should be installed—whose cost 
would run into the thousands of dol- 
lars—and show some benefits to be 
derived from that system before the 
company would ever contemplate the 
move 

Munson had the answer. In effect, he 
said that this problem of initial cost 


and supplies plus the 


added cost of a new distribution setup 


of fixtures 


seemed to resolve itself to just present 
If that’s all we had to con- 
sider in this instance, then it would be 
folly to even consider spending so 


demands 


much for so little benefit. 

But why not let’s be progressive 
enough, he hinted, to anticipate the 
next step in lighting—and there'll be 
many more advances before long. We 
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can prepare today for that future by 
setting up a brand new distribution de- 
sign that will take care of any and 
all lighting innovations the industry 


comes up with. 

¢ Pilot Provision—After consider- 
able consultation with top manage- 
ment, Munson and Lindsay convinced 
the group that it would be wise to 
make provisions for at least a pilot in- 
stallation to observe under actual con- 
ditions the different types of fixtures 
suitable to plant working conditions. 
Later, management went a step fur- 
ther by calling in a lighting specialist 
to make a survey of the existing fa- 
cilities and submit recommendations 
for a relighting project. 

The report handed down was in 
agreement with Benequit’s original es- 
timate of the factory’s low and spotty 
lighting levels. John F. MacDougall, 
the G.E. lighting specialist, in check- 
ing the low bay areas found a variance 
of 22 fc—a low of 8 fc. between each 
{00-watt mercury lamp per bay to a 
high of 30 fc. directly under each 
fixture. 

His recommendations, the first con- 
crete proposal mentioned to the com- 
pany, called for elimination of the 
mercury units entirely and an installa- 
tion, instead, of three-lamp 96-in., 
T-12 industrial slimline fixtures in con- 
tinuous rows on 10-ft. centers at 12-ft. 
mounting height. Each row was to be 
160 feet in length and would achieve 
a lighting level of approximately 60 fc. 

Throughout his report, MacDougall 
stressed the use of the standard cool 
white slimline lamps. 
¢ Change of Heart—It was evident 
that the thinking in the plant changed 
from pardonable indifference to keen 
interest soon after the recommenda- 
tions had been submitted. It spread 
through the plant like a gust of clean, 
fresh air as workers passed on the ru- 
mor that “top brass was considering 
a new lighting installation.” 

And it wasn’t long before “top 
brass” acted on those lighting sugges- 
tions and asked for bids on the job. 
Reliable’s bid, handled by Benequit, 
was submitted and approved by the 
company. Installation was under way 
almost immediately after that. 

Benequit’s proposal followed closely 
that of the lighting specialist's ap- 
proved recommendations. To Gould & 
Eberhardt went 246 slotted apertured 
RLM fixtures, furnished by the Work- 
O-Lite Co., Belleville, N. J., each con- 
taining three 96-in. T-12, 430 ma. slim- 
line fluorescent lamps. 


© Other Sales—To accommodate the 
increased load of this environmental 
installation, Benequit also supplied the 
necessary equipment—taking approxi- 
mately half of the final cost—for a 
newly thorough electrical 
distribution system in the plant. Some 
of the design considerations incident 


designed 


upon this thorough wiring system were 
new and enlarged service and distribu- 
tion equipment, and of great impor- 
tance to the plant operators, the crea- 
tion of a balanced lighting system 
within the factory. 

Now the obstacle that had so long 
been in the way of Benequit’s stand 
for better lighting at the Gould & 
Eberhardt plant has been erased for 
good. And although the initial invest- 
ment by the company to make way 
for this lighting progress was substan- 
tial, its preparedness for the future is 
now well established. 

Management's foresight with respect 
to lighting advancement, new, im- 
proved lighting that, as Munson points 
out, “is sure to make its appearance on 
the market in the next ten years,” will 
give Gould & Eberhardt the jump on 
others in industry whose electrical sys- 
tems will not be able to bear up under 
the new setup without a like renova- 
tion. 
¢ Repeat Business Assured—It will 
also give Bill Benequit, by now a per- 
sonal friend of the company’s “higher 
echelon,” the green light on future 
supplies and equipment sales—and on 
incidental repeat business like the 39 
room air conditioners sold to the plant 
soon after the lighting sale was com- 
pleted. 

This sizeable potential market is the 
a planned selling scheme 
whose premise permits the right of 


result of 


everyone concerned, from the plant 
engineer down to the lathe operator, 
to lend a helping hand to the final so- 
lution of a sale. It’s what might be 
called a “salesman-by-proxy” method 
of selling—an art long in the need of 
revival. 

An approach like this Benequit 
twist need never be hidden in secrecy 
or mystery, nor smothered in trickery. 
That's the beauty part of it. In the 
case of Elmer Munson et al, it was 
clearly an instance of unsolicited help, 
of sincere persuasion on their part to 
correct a situation even plant manage- 
ment found existing in the plant 

Without 


states emphatically, 


their help,” Benequit 
my appeal to 
management would have lost a lot of 


its bounce. 
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ADEQUATE WIRING ... 


RELIGHTING ... 


Adequate wiring makes modern lighting possible. Without it, many a potential 


relighting sale is just a mirage. To get the most out of your relighting market, 


you must first educate customers on the need for adequate wiring systems. 


NADEQUATE wiring is the greatest 
stumbling block to relighting sales 
Without sufficient wiring to insure 

its operation, modern lighting 
that matter, piece of electrical 
equipment or appliance—is just another 
unmarketable item with a seemingly 
great sales potential. 

This relationship between wiring 

and relighting was neatly summed up 


—or for 
any 


by a Chicago electrical wholesaler who 
said during a recent interview: “One 
of my industrial customers is in serious 
trouble. He wants to increase his il- 
lumination but 
adequate wiring.” And that represents 


can't because of in 
just one relighting sale that was sty- 
mied by insufficient wiring; there are 
countless repetitions of it in all parts 
of the country. 

e What to Do—But there is a way 
out. The electrical wholesaler’s sales- 
man operates at the level where the 
installation of adequate wiring either 
fails or succeeds. He is closest to the 
electrical contractor, who in turn, is 
closest to the consumer. The electrical 
contractor should be reminded that wir- 
ing modernization is a big market. Not 
only must he know how to do a good 
job of wiring and lighting but also how 
to sell better installations. The sales- 
man can help him in these tasks by 
providing him with sales literature and 
market data on wiring modernization 


salesmen 
to talk 


wiring with their customers. Only by 


wholesaler and his 


The 


must also show retailers how 


adequate wiring can there be an in- 
crease in future equipment and appli- 
ance sales. The amount of wiring in 
a store or a home determines what 
and how much electrical equipment 
can be used in it. They should know 
that adequate wiring and lighting in- 
creases the value of buildings and 
makes them more attractive risks to 
private and 
agencies. 

¢ Old Customers First — Salesmen 
should, of course, go after their old 
customers first. People you have served 
in the past are among your best pros- 
pects for future sales. Contractors, de- 
signers and architects can be reached 
by direct mail advertising, by telephone 
or in person, or when they come in 
to the distributor's establishment. The 
subject of rewiring relighting 
should be brought up at every oppor- 
tunity. When calling for business, the 
salesman can further his cause by of- 


government financing 


and 


fering information or advice. How- 
ever, the should not be so 
broad as to cover everyone. A decision 
as to what adequate wiring benefits 


message 


will have the greatest appeal to a par- 
ticular type of prospect should be 
made beforehand. 

After deciding on the prospect and 
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the the salesman should 


estimate the most economical and ef 


approach, 


fective means for getting across the 
The 
customers—contractors, retailers, con 
can be reached 
by newspaper ads, direct mail adver 
handbills, 
means. Electrical leagues and associa 
tions, sparked by the National Ade 
quate Wiring Bureau, are very active 


message mass Of prospective 


sumers and industrials 


tising, folders and other 


in trying to get 100 per cent coopera 
tion in the adequate use of wire and 
cable 

Wholesalers, by giving their sup 
port to wiring and lighting moderniza 
tion programs launched in their com 
munities—whether sponsored by an 
electric utility or an electric league 
are in line for bigger sales. Salesmen 
working with contractors and dealer 
customers should urge businessmen and 
home owners to survey their visible 
wiring and lighting needs, thus arous 
ing their interest 


@ Order Takers Out 


should not be just wiring order takers 


Salesmen 
They should try to sell what they 
think the prospect 


use every inquiry or job as an oppor 


should have and 
tunity to sell a completely adequate 
wiring and lighting installation. Sales 
training is vital if the wholesaler’s 
program in selling adequate wiring 


an¢ lighting modernization is to suc 
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The Adequate Wiring Sales Story at a Glance 





CUSTOMER 


| 


BENEFITS 


REASONS WHY 





Home Owner 


Convenience 


Economy 


Safety 


Appearance 


Provides for use of labor-saving appliances without long 
extension cords . . . No need to disconnect some appliances 
to plug in others . . . Multiple control of lights saves steps 
... Connecting appliances is easy. 

Cheaper in the long run; . . . Customer gets full value for 
electricity he buys . . . Losses in circuit wiring held to a 
minimum. Capacity adequate for today and tomorrow 


Overloading wiring unlikely No danger from long 
trailing electric cords . . . Plenty of switches eliminate need 
for entering and groping around in dark rooms 


Numerous convenience outlets make furniture re-arranging 
easy .. . No need for “octopus” outlets or unsightly exten- 
sion cords. 

Its plus features make a home more saleable Avoids 
early electrical obsolescence. 





Builder 


Prestige 


Easier 


Saleability 


Fewer Customer 
Complaints 


It gives him a reputation for including quality items. 


Prospects “go for’ plus values of A. W. Homes sell easier 
because of added value .. . Worth more—costs less than 
other features 


Customers don’t have to pay for ‘‘extras’’ to be able to use 
their appliances. 





Architect 


Prestige 


Protection to 
Clients’ 
Investments 


By specifying adequate wiring, he gains the reputation for 
designing good homes and being thoughtful of his clients’ 
comfort. 


Adequately wired homes provide for clients’ electrical 
needs—now and in the future . . . No “kickbacks’’ because 
appliances won't work. 





Real 

Estate 
Company, 
Owner or 
Manager of 
Rental 
Property 


Easier Sale or 
Rental of 
Properties 


Added Property 
Value 


Economy 


Lower 
Maintenance 


Property 
Protection 


Outstanding selling point that appeals to home renters and 
home owners alike. 


Plus value with strong appeal to renters and prospective 
buyers. 


An adequately wired home requires no costly added wiring 
at some later date—cheaper in long run. 


An adequately wired home does not need frequent elec- 
trical servicing. 


Stringing of temporary wiring by occupants that damages 
plaster, paper, wood work, etc., is unnecessary. Sufficient 
capacity makes over-fusing, bridging of fuses and attendant 
dangers to property unnecessary. 
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ceed. Sales training, however, is only 
effective if presented by authorities 
who know what they are talking about. 
Since the market is so huge, the sales- 
man will need a great deal of training 
and that training must be continuous. 
The sales force must be equipped for 
the job and encouraged to get across 
the need for rewiring and relighting 
at every opportunity. 

© Use Display Rooms—Salesmen are 
urged to make full use of the lighting 
display rooms in their home offices. 
Driving home a point for adequate 
wiring and lighting where proper 
demonstrations add to the talk, proves 
more effective than an unaided sales 
pitch. Salesmen should urge contractors 
to bring their customers to the whole- 
saler's showrooms where they can actu- 
ally see better lighting and wiring in- 
stallations in operation. 

The symptoms of an old fashioned, 
inadequate wiring system are numer- 
ous. The blinking or dimming of lights 
and the sluggish operation of machin- 
ery or home appliances when other 
electrical equipment is switched on is 
readily apparent. Unsafe tangles of ex- 
tension wire and cable, together with 
few outlets and switches, plus the pil- 
ing on of new equipment, cause the 
frequent blowing of fuses and open- 
ing of circuit breakers. 

These symptoms exist in the present 
obsolete wiring systems of most build- 
ings, factories and homes. Because of 
this, the salesman not only has a large 
market right now for rewiring, but 
the lack of circuit capacity for future 
additions to the ever expanding use of 
electrical equipment immeasurably in- 
creases that market. 

An adequate rewiring job means 
that the extra current will be handled 
with ease and that the provision has 
been made for the added loads of the 
future. The prospective business lost to 
all the electrical industry through in- 
adequate wiring is very large. 
© Tremendous Total — The number 
of buildings of all classes that are 
equipped with outmoded wiring and 
lighting is tremendous. It has been 
estimated by the National Adequate 
Wiring Bureau that over 90 per cent 
of the homes alone in the United 
States are inadequately wired and 
lighted. The wiring and lighting of 
stores, offices, factories and farms is 
almost as poor. 

The home is being invaded every 
year by new electrical devices that are 
needed for modern living. Poor light- 
ing and wiring in all types of stores 


have caused a loss in sales or in poten- 
tial sales. Many a plant has had costly 
delays due to untimely breakdowns of 
machinery and accidents resulting from 
neglected lighting. Since the end of 
World War II, the country’s farms 
have had electricity brought to them 
by the major electrification programs. 
It must be remembered, though, the 
electrical program in regard to rural 
areas was primarily concerned with 
bringing electricity into those areas, 
and now is promoting the profitable 
utilization of that power. 

The first group of homes, plants, 
schools, institutions and buildings of 
every description that need to be re- 
wired are those constructed prior to 
1941. Almost in ail cases progress has 
made these buildings obsolete in so 
far as rewiring and relighting are con- 
cerned. The buildings erected during 
and for some time after the war are 
going into obsolescence. This second 
group of buildings was constructed 
under severe handicaps. Materials were 
short, manpower at a premium, costs 
high and substitutes had to be used in 
many places. Because of such condi- 
tions, many buildings erected were in- 
adequately wired and lighted. 

The third group in the wiring and 
lighting market is made up of future 
construction. Since the beginning of 
the Korean War, material destined to 
go into private industry has been al- 
located to the military, to national 
defense and abroad. However, techno- 
logical advances—improved designs 
and substitute materials—will aid 
somewhat in relieving the shortage. 


e Act Now — The modernization of 
past and the proper wiring and light- 
ing of future buildings means that the 
electrical wholesaler must act now to 
gain the benefits offered by the ade- 
quate wiring program. Thousands of 
dollars have been spent, thousands of 
words written and spoken, and much 
time has been consumed in promoting 
a better understanding of lighting and 
wiring, and why it is necessary that 
they be adequate. The Better Light- 
Better Sight Bureau, the Edison Elec- 
tric Institute, the National Adequate 
Wiring Bureau and others have 
planned lighting and wiring campaigns 
that are all working to aid the sales- 
man and the contractor to push ade- 
quate wiring and lighting. 

One way the wholesaler and his 
salesmen can take an active part in re- 
wiring and relighting is to join a local 
group of the National Adequate Wir- 
ing Bureau. The success of the wiring 
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and lighting program depends on the 
cooperation of all in the electrical in- 
dustry in educating the public and 
passing on the information that will 
make the efforts of all a success. 

The bureau is set up to serve the 
industry and the ultimate consumer of 
electrical products. It acts as a clearing 
house for information, ideas and serv- 
ice for all the branches of the electrical 
industry in the promotion of the use 
of adequate wiring. To the consumer, 
it encourages the idea of safe and mod 
ern electrical living with all its bene 
fits. To industry, it advances the idea 
that increased efficiency through ade 
quate wiring and lighting will help 
keep costs down, profits up 


© Plenty of Promotions—There are 
many methods used in promoting ade- 
quate wiring by the bureau. National 
advertising in 
brings in hundreds of inquiries each 
month from wiring 
prospects. These inquiries are 
channelled back to the proper 
groups 

Hand-out literature, which empha 
sizes the need for adequate wiring, is 
available at cost for salesmen to use 
in selling customers. A special series 
of mats, 18 in all, with space for the 
wholesaler's signature, are available for 
use in local newspapers. 

Layout and cutout sheets to help 
contractors and wiring advisers pre 
pare proposals for prospects are also 
available at cost. The bureau also issues 
a symbol guide to aid in the speeding 
up of wiring layout work and to help 
new wiring advisers learn to make 
layouts easily. 

Display cards, billboard posters and 
examples of ads and record forms used 
in successful adequate wiring cam- 
paigns are ready for the use of the 
salesman in getting across his infor 
mation to his customers 

All branches of electrical 
have a stake in adequate wiring. The 
increase in the use of electricity and 
the greater load benefits the utility 
The manufacturers gain because more 
of their products are used and can be 
used. The wholesaler increases his sales 
volume and the contractor gets more 
jobs. The electrical retailer's stake is 
that more electrical lamps and appli 
ances can be utilized with complete 
satisfaction. Fewer service calls will be 
necessary. The general public also ben 
efits from the increased use of electric 
power because they can put to use the 
appliances designed to make living 
modern. 


consumer magazines 


modernization 


then 
local 


industry 
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SHOPPING CENTERS—Chambers of commerce are discov 


ering that Christmas lighting attracts more Christmas business 


WHEN YOU CONSIDER THAT: 


One out of every three incandescent lamps sold for home use last year was a 
Christmas tree lamp, sales of which exceeded $30!/2 million. 


PUBLIC BUILDINCS—Many 


in their Christmas 


take great pride 
them each 


municipalities 


decorations and add t year 


Total Christmas lighting dollar volume in 1951—adding in strings, specialties 
and lighted decorations—amounted to more than $85 million. 


Christmas lighting volume for the salesman soars when he sells the dealer a 
promotion rather than a few isolated items. 


With the growth of home ownership and the increasing popularity of com- 
munity lighting programs, the potential market is bigger than ever. 


THEN YOU HAVE PLENTY OF REASONS TO... 


Do Your Christmas Selling Early 


F Santa Claus were running for elec 
tion he'd win hands down! Every 
body loves Christmas. Everybody 
spends more money at Christmas 

Christmas lighting is as much a 
part of Christmas as toys, presents and 
children’s laughter. Christmas lighting 
is the multi-colored spotlight that sets 
the stage for more business and merry 
things to come 

Many distributors fail to realize the 
enormous potential in Christmas light- 
ing. Last year one out of every three in- 
candescent lamps sold for home usage 
was a Christmas tree lamp. Dollar vol- 
ume sales of Christmas tree lamps 
alone exceeded $3014 million, and this 
does not include strings, specialties and 
other types of lighted holiday decora- 
tions. It is conservatively estimated that 
the inclusive total was well in excess 
of $85 million. Anyway you figure it, 
that's “some pumpkins,” considering 
the fact that almost this entire amount 
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By Joseph H. Ward 


Executive Vice President 


Noma Electric Corp 


was channeled through distributors 
Best of all, the potential market has 
barely been touched. With the enor- 
mous growth in new home ownership 
and the ever growing popularity of 
community lighting programs, there's 
real “pay-dirt” in almost every section 
of the land. 
© Idea Is Spreading—The business 
after 
munity are beginning to realize if they 
want to ring up Christmas sales they 


interests in community com- 


have got to light up the town in al- 
legiance to the Christmas spirit. This 
light-up-the-town” idea spills over in- 
to the surrounding residential areas 
with that there is a 
over-the-counter 


the result 
marked increase in 
sales of Christmas lights and illuminat- 


ed specialties of all kinds. 


net 


In the past, ind in Many instances 
even in the present, some distributors 
have a tendency to treat Christmas 
lighting products as if they were just 
another bucket of bolts, rather than 
The 
distributors who really do a good job 


the high profit items they are 


and reap the resulting profits have 
long realized that Christmas lighting 
is a highly specialized line and should 
not be sold in the same day-in-day-out 
manner as year ‘round products 

¢ The Promotion Angle—Sales vol- 
ume skyrockets when the distributor's 
salesman sells the dealer a promotion 
The 


promotion Consists of convincing the 


rather than a few isolated items 
dealer that he should make his store 
Christmas lighting headquarters for the 
neighborhood and then showing him 
how to do it 
First of all, 
} 


! 
soid 


the dealer should be 
on the idea of lighting up his 
own store with the very same Christ- 
mas decorations he will sell over his 
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PLANTS—tThe Christmas lighting idea is 


try where employee morale has become a considerable factor 


counter. He should then be induced to 
set up a mass, single unit display of all 
types of Christmas lighting products 
in the best possible traffic location 
The store front is usually preferable 

Most of the dealer's customers know 
the merchandise he usually handles; 
what they don’t know is that he now 
has a wide variety of just the type 
of holiday decorations they are looking 
for. Hiding them under the counter 
You've got to 
show ‘em if you want to sell ‘em! And 


will keep the secret. 


don’t forget to tell them that one of 
of 


Christmas lighting display is that it 


the big advantages an adequate 
attracts attention to other lines of mer 
chandise as well 

Next 


should see that the dealer is supplied 


the distributor's salesman 


with sales helps such as window 


streamers and floor, counter and 


dow displays. Most important the sales 


win 


man should make sure the dealer puts 


he 


this promotional material to t best 
possible use. The leading lamp compa 
nies make this material available t 
distributor 


sales job 


» any 


who wants to do a real 
Experience has taught us 
that proper display spells the difference 
between success or failure 

¢ Short and Snappy—Since the sell 
ing season for Christmas lighting is of 
ot the 
reorders be handled 
with as much speed as possible. Many 
wholesalers built up a 


lucrative business by guaranteeing daily 


short duration, it is utmost 


importance that 


have highly 
deliveries of lights. Delivery of Christ 
mas lights should have priority and 
should never be held up awaiting the 
arrival of non-seasonable merchandise 

Department stores and large subur 
ban shopping centers are doing a sen 
sational job with “Trim-A-Tree” shop 
departments. Turn-over is fast and vol 
ume is enormous. Best of all, this type 
of operation seems best suited for the 


spreading to indus 


years ha expan 


sale of higher priced, higher profit il 
luminated specialty items. The whole 
saler who is to make 


in a position 


laily deliveries is in an enviable posi 
tion to go after this business 
With the development of new and 
inexpensive plastic materials, illumi 
nated specialty items are really coming 
into their own. Large illuminated Santa 
designs 


and other 


at 


snowmen 
available 


The demand for such designs assures 


figures, 


are now moderate cost 


volume sales 
Newspapers and magazines 


ng increasing coverage tt 


programs. Many 


have gained national 


lighting cities 


towns pron 1 
nence because of the elaborateness of 
their Christmas lighting displays 


Community lighting and industrial 
lighting programs are a good source 
of profit for the wholesaler. Noma is 
constantly from 


receiving inquiries 


various civic groups and industrial 
firms who want to do an all-out festive 
lighting job. We usually comply with 
such requests by sending the Noma 
Christmas Lighting Manual with the 
suggestion that they contact their near 
est electrical wholesaler 

© Calls for Cooperation—Cities and 
industrial firms alike are appropriating 
sizable budgets for festive lighting pro 
There is absolutely no 


grams reason 


wholesaler should 


It 


a Close tie-in between the dealer, 


why the electrical 


not get this business usually calls 


for 
wholesaler and, in 


some instances, a 


local electrical contractor. The net re 
sult is usually a substantial profit in 
everybody's pocket 

The average dealer depends to a large 
the advice of the 


saler’s salesman 


extent on whole- 
The salesman should 
point out to the dealer, who insists on 
buying on the basis of price alone, that 
things have changed. The average con- 


sumer has come to regard Christmas 
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Je 


HOMES—Tremendous growth 
d 


in home 


primary C hristmas 


wnershit 


this 


lightir 


lights with a more critical ¢ 


Numerous 


Magazines, « 


yc 


ever before articles 


newspapers, 
and on television have 


warned hin 


ibout the hazards inherent in inferior 
quality lighting sets and decorations 
The I 


day most people are willing to pay the 


warning is being heeded 


extra few cents that guarantee positive 
andatory 


Duy of 


satety. It is almost n 


that tl 


wholesaler does not sell 


festive lighting product that 


listed with the Underwriters 
ories. Their label packs a 

punch at the counter 
© Start Now—The 
your Christmas lighting sales plan is 
Each should be 


structed to plant the promotional sales 


time | maKk¢ 


now salesman 


n 
seed with the dealer 
He should be 


{ 
i 


as early as pos 


sible 


instructed as t 


unusual profit vantages of installing 

complete Christmas lighting depart 
ment. He should be instructed on how 
to properly assemble a good display 


with the idea of passing this informa 
rion on to the dealer 


call 


purpose 


He should make 


the dealer with 
of getting 


Christmas lighting sales story across 


at least one on 


the exclusive 


his 

Scare buying is as dead as a beached 
whale. Don't sell shortages. The dealer 
will only laugh. He's been burnt with 
( heck 


and then have 


this tale before any inventory 


he may have him place 


an order in proportion to the prom« 


I 
tional job he is willing to do. Get him 


to order more specialties and y 


ull 
both make more money! 

At the risk of repeating, the 
the tr 
and proven formula of a promotion 
Get him to make his store Christmas 
lighting headquarters for 
hood. No matter what 


main 


thing is to sell the dealer on ie 


the neighbor 
his 
may be, the plan works! The dealer 
will be grateful for your suggestions 


You'll be happy with the extra profits 


$ize store 








@ Edwards Advertising reaches all 
Industry, as well as Schools, Hos- 
pitals, Architects and Contractors. 

















Join the Civil Defense Warden Service Todoy! 





STREET SCENE Tomorrow, Next Year or Never? 


No one knows. But if it should happen, America must be ready with 
Civil Defense, with shelters . . . above all, with adequate warning. 

In Washington many of our Gove ent buildings key targets in 
an attack . . . are so huge no outside warn an be heard. Here Edwards 
signaling devices are installed small, inconspicuous horns but with 
mighty voices that can be heard anywhere within the largest buildings 

These horns must not cannot fail. We're proud, naturally that 
where dependability is the yardstick, greater safety the goal, the name 
chosen to assure them is Edwards! 

ee ee Edwards Company, Inc., Dept. T8, Norwalk, Conn 
Signaling Problem — 


© warning horn for civil defense 


ia Epwarps 


W orld’s Most Reliable Time 





Communication and Protection P ts For 
Schools, Hospitals, Industry and Homes 











The latest Edwards advertisement in Time magazine features the 
use of Edwards horns for Civil Defense warnings. 
This powerful product story will be read throughout industry, stimulate sales 
of Edwards horns, bells and other staples stocked by the distributors. 
Want your customers to see this Time ad? Write for free reprints giving the 
quantity needed. Edwards Company, Inc., Norwalk, Connecticut. @ 


Epwarps 


World’s Most Reliable Time, 
Communication and Protection Products 
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“SCOTCH” NO. 33 
Electrical Tape in “Job Size” Rolls 





“SCOTCHFIL” 


Electrical Insulation Putty 


3M Co. presents four new 


profit-builders for you! 


(Get the facts on the next page) 





t Ae ae “SCOTCHKOTE” 
“SCOTCHLOK” | Ai hhh te Electrical Coating 


Electrical Spring Connectors 





“SCOTCHLOK” Electrical Spring Connectors give 
easy, compact, dependable splices. No soldering, no 


wah. tools. Connectors will not shake loose. Fast, too 
simply screw on and snap off winding stem. Packed 


“SCOTCH” NO. 3 Electrical Tape is available in 


“Job Size” Rolls — ™% in. x 20 ft. packed 12 


to a 
J screw top container. Contractors 


will find this 


stretchy plastic tape the perfect team-mate for 
100 to a box, 10 boxes to a carton. “Scotch” 33 “Scotchlok”’ and ‘‘Scotchfil’’. Fiber container keeps 


out dust and dirt, prevents bruised rolls 


Stock up on all four today! 


completes the splice in record time! 


_“SCOTCHFIL” Electrical Insulating Putty is idea\ fos 


padding sharp edges on bus bars, connectors, et« 


“SCOTCHKOTE” k lectric al ¢ oalng isa strong, 


fast-drying protective skin for wire and cable splices 
Comes in a roll, applies like tape. Can be moulded Recommended for abnormal weathering or mois 
with moderate finger pressure to eliminate voids and ture conditions. Resists sunlight, soil acids, oil and 
air pockets. Individually boxed in 1! 9 in. x 5 ft. rolls ‘ aliphatic hydrocarbons. Five-ounce tubes individu 

12 rolls to a carton ally boxed, packed 12 to a cart 


The term “Scotch” and the plaid design are registered trademarks for the more than 200 pressure-sensitive adhesive tapes 
made in U.S.A. by Minnesota Mining & Mfg. Co., St. Paul 6, Minn.—also makers of ‘‘Scotch’’ Sound Recording 
Tape,’‘Underseal” Rubberized Coating, ‘‘Scotchlite’’ Reflective Sheeting, “‘Safety-Walk’’ Non-slip Surfacing, “3M 
Electrical Insulating Abrasives, ““3M" Adhesives. General Export: 122 E. 42nd St., New York 17, N. Y. In Canada: London, Ont., Can 
Products 








N a rainy day back in 1921, a 
young man carried a new type 
cleaner up the steps of a 
suburban home. Carefully setting the 
appliance down, he straightened up, 
smiled, and rang the door-bell 

This was E. M. Lacey's debut as a 
salesman in the electrical field. The 
smile is still there. Today, he is eastern 
district manager, consumer products 
division, Westinghouse Electric Sup- 
ply Company. Incidentally, he made 
that sale 
e Customers Tougher—E. M. Lacey 
first came to the Westinghouse Elec 
tric Corp. in 1932 as the new refriger- 
Previously, he had 


vacuum 


ation supervisor 
gained broad experience in the gen- 
eral appliance field in association with 
other distributors. He had also helped 
introduce the gas refrigerator to the 
market for Frigidaire. He recalls that 
the customers in the ‘20's and ‘30's 
were harder to sell 

There was no price problem as we 
know it today,” he declares. “Then a 
salesman had to travel eight or ten 
miles to demonstrate the appliance . 
Knowing the item thoroughly and an- 
swering objections immediately was 
standard practice. Today, most sales- 
men don’t sell they merely take 
down orders 

E. M. Lacey's pet peeve is the sales- 


Men You Should Know 





E. M. 


Newark, N. J. 


Lacey 


"Don't meet competition—make it!" 
That's the motto of E. M. Lacey, who 
has been guided by this principle 


ever since his door-to-door selling 


days. The maxim must work because 


he is now one of Wesco's district 


consumer appliance managers. 


man who haggles about price when he 
should be demonstrating the super- 
iority of his product. “A good sales- 
man should point out the extra services 
his product gives and direct attention 
to its better values. You must demon- 
strate to sell; price and discount must 
be made secondary,” is the way Mr 
Lacey states it 

¢ Initiated Training Program — 
E. M. Lacey was named eastern district 
appliance manager (sales), in 1944 
He fostered a comprehensive training 
program for his sales force because 
he began to realize that it should 
prepare for the day when the customer 
would stop asking: ‘How many can 
I have?’, and start asking ‘What will 
this product do? 

When supply overtook demand, 
many salesmen saw that they had to 
start selling,” he states 
© Marks of Salesmen — In E. M 
Lacey's opinion, a thoroughly trained 
salesman who makes it his business to 
know and serve his customer usually 
ends up with less price talk and more 
sales 

‘A successful salesman likes his 
work,” he states. “He is an aggressive 
extrovert with a genuine desire to aid 
his customer to sell. If possible, he 
should know more about the business 
than the owner does. This gains his 
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respect and leads to more sales ne 
declares 

Mr. Lacey, who is president of the 
Essex Electrical League, keeps in con 
tact with industrial affairs at the 
League's luncheons. “The League is a 
Rotary’ of the 


the area,’ he 


sort of electrical busi 


ness in says, and 
I've made many good friends among 
our competitors at these get-togethers 


© Sees Bright Future—E. M 


is Optimistic concerning the future of 


Lacey 
the electrical industry. Though he has 


grown with it, he feels it is still an 


infant. He points to the markets for 
new major appliances, air conditioners 
air coolers, and refrigerators of the 
newer type 

E. M 


present position in 1951 and his pol 


Lacey was appointed to his 


icies have continued to result in con 
sistently high sales. His business credo 
as he states it is 

For the friendly, aggressive sales 
man who knows his product thorough 
ly, and can present its superior values 
there is no limit to the market. There 
exists today a splendid opportunity for 
the salesman to help promote his prod 
uct and eliminate the problem of pric 
ing through real selling 

After all, 
nobody ever won a fight by backing 


away! 


he exclaims with a laugh, 








H you put in a full 8 hours every working day, 


you're on the job 1,936 hours a year. HERE'S HOW YOU PROBABLY SPEND THAT TIME... 








PAPER WORK, PLANNING, ETC. 


25 per cent of working time, or 484 hours 


Your Selling 


Story so far: Hank Lowe, an experienced sales- 
man with Central Electrical Supplies, knows 
his business, has a lot of customers and is well 
liked in his territory. But he is a spendthrift 
of one of the most valuable things he has—time. 
At first he scoffs at the idea that his time can 
be used more profitably. But when a few suggested 
changes in his “planned” routing produce addi 
tional sales, the realization dawns on him that 
perhaps he’s not making the most of his working 
hours. Now he’s eager to learn how to organize 
his work better to gain more actual selling time. 


FTER our discussion of the night before about the 
value of time, I expected salesman Hank Lowe to 
meet me that morning full of plans as to how we 
might save some of it. We had figured that, by organizing 
his work a little better, he could gain an extra hour a day 
for selling and thus add $781.66 a year to his income. He 
wouldn't work any longer or harder; he would just work 
better. 
I wasn't disappointed. Hank appeared at breakfast with 
a call schedule that would have kept two salesmen hustling, 
especially since it included a number of first contacts with 
new prospects. | made no comment but let him take 
charge and off we went 
As he started his car, I looked at my watch and made a 
note of the time in my notebook. I did the same when we 
arrived at the appliance store which was first on the list. 
Here we had to wait 15 minutes (during which we 
checked stock), had 19 minutes with the customer and 
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TRAVELING 


30 por cent of working time, or 58! hours 


Time Is Shorter 


spent 61 minutes chatting with the clerks. All these facts 
were duly entered as unobtrusively as possible, but Hank 
finally caught on. 

“What are you looking at your watch all the time for? 
he asked after the third call. “Got a date? Or are you 
checking up on me?” 

“Neither,” I told him and then with dead-pan solemnity, 
“I'm doing a time-and-motion study. No salesman is safe 
without one. You're getting a million dollars worth of 
marketing research this morning, and you are the guinea 
pig.” 

He was about to start the car, but at this he sat back 
and glared at me. “Come on, give,” he said. “What's it all 
about?” 

“It’s about that $781.66 you're after. I told you I was 
here to help you get it. All we know now is that you have 
to operate an hour a day more efficiently. The next thing 
to find out is where we can cut waste time and turn it 
into productive time. That’s what I'm after. Luckily, we 
have several kinds of time to work with 
“You mean hours, minutes and seconds?” 

“No, something else. Let's take a little time here to talk 
about it.” 

Hank turned off the ignition key and I began explain- 
ing that, as a salesman, his working day was divided into 
various activities, each of which took a certain amount of 
time. There was travel time, the amount spent going from 
one customer to the next, or from town to town; there 
was waiting time, when you couldn't see customers im- 
mediately; and there was time given to prospecting, 
clerical work and planning. Finally, there was time spent 
face-to-face with prospects and customers. (I eliminated 
miscellaneous time used for meals, trying to park the car 
and other necessary interruptions as non-essential to our 


purpose. ) 
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WAITING 


20 per cent of working time, or 387 hours 


Than You Think 


It was obvious that time given to prospecting, planning 
and interviewing was productive time, whereas travel and 
waiting were non-productive. Hank agreed, too, that a 
salesman who wanted to be a real manager of his territory 
would do everything possible to reduce non-productive 
time and thus be able to make more calls and talk with 
more potential buyers. 

“A man learns his trade and makes his living in a work 
shop,” I reminded him, “and the salesman’s workshop is 
in the presence of his customers and prospects.” 

“That's all very fine,” said Hank, “but what do we have 
to go on? Does anybody know how salesmen spend their 
time? There are any number of salesmen selling all kinds 
of products. Are there any records?” 

“A few. I'll show you.” I dug out of my briefcase a 
portfolio containing practical and usable research infor- 
mation. “For instance, the Life Insurance Sales Research 
Bureau, which develops statistics for its member com 
panies, kept track of the daily activities of several hundred 
life insurance salesmen for a solid year. The survey in- 
cluded city and country salesmen working under varying 
conditions in every part of the United States 

“When analyzed, the results were surprising. They 
showed that the salesmen averaged 40 per cent of their 
time traveling, 20 per cent waiting to see their men and 
25 per cent in clerical work, planning and prospecting 

Hank did a little rapid mental arithmetic 

“That means they spent only 15 per cent of their time 
with prospects and customers.” He gave a low whistle 
“Are you sure that’s right?” 

“Yep, but don’t forget that’s a special business. Look at 
the time they spend in planning and clerical work—25 
per cent. That means they are so well prepared when they 
make a contact that they close more sales in less time. We 
can learn something from that. 
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ACTUALLY SELLING 


25 per cent of working time, or 484 hours 


By Francis W. Sullivan 


Now let's take another case, wholesale drug salesmen 
who call on retail trade the same as we do. Dr. J]. H. Davis 
of Ohio State University made a study of their daily ac- 
tivity for the National Wholesale Druggists Association. 
Adjusting the results to fit the same factors used by the 
insurance men, it shows that these salesmen spend about 
35 per cent of their time productively with their cus 
tomers and prospects. Travel accounts for 25 per cent, 
waiting 18 per cent, and other activities 

“That's more like it, 


per cent 
said Hank. “But what about 
Where do we stand on interview time 

We haven't any official figures, but my own analysis of 
a considerable number of salesmen tells me that we would 
fall in or near the 25 per cent bracket. In your case, Hank, 
I'd say it’s near the lower end—say around 20 per cent 
But after all, we're just getting started on this job 

He didn’t get sore, but accepted the challenge 

“Bad as that, eh? Well, if I'm wasting a lot of tim 
you show me how to save some of it 

Glad to. In the end, this time study will be the best 
but I won't have figures worth anything for a couple of 
days. In the meantime, I'll suggest a few common sens¢ 
rules that will help get what you're after. But to be suc 
cessful they call for some planning at the end of each day 

Shoot 

Take travel time first. Number one: when covering 
any portion of a territory call on al/ the customers and 
prospects in that area. Don't high-light, or skim the crear 
or ZO only to accounts where you think you can get an 
order. Fine-comb the area. Simple, isn't it? But how 
salesmen actually do it? 
accounts.” 


many 


It's the answer to getting new 


“Got me there,” said Hank, “go on 
Number two: route your calls in proper sequence 
only do you save time, but you save travel expense 











boss likes that. One way to see if you are on the right 
track is to 

“Number three: check back-tracking. It isn't always pos- 
sible to avoid it entirely, but it can be reduced to a 
minimum if we 

Number four: make appointments in advance, particu- 
larly with old customers. This can be done either by post- 
card, letter or phone with the result that you don't travel 
ten miles to see a man and find him gone for the day 

Simple enough, aren't they?” said Hank who had been 
busily taking notes. “You'd think salesmen would do those 
things automatically. But they don’t, because it means 
taking trouble. I can see now where the planning comes 
in. Anything else? 

“One thing more that doesn't apply to city salesmen but 
to men traveling country territories like we are. When 
you finish a town late in the day, pack up, check out and 
get over to the next town that same night. The hardest 
thing for most men is to get started in the morning, so if 
you make your jump in the evening you'll get a good 
night's sleep and be on the job without any trouble 

I'll buy that one,” said Hank fervently, “not so much 
because of the travel time you save, but the ‘fussing time 
you save—packing, unpacking, checking out of one hotel 
and checking into another, making final telephone calls 
and so on. You can kill an hour and a half that way before 
you know it.” He looked at his notes. “Now how can we 
save some waiting time? 

First, make as many advance appointments with cus- 
tomers as possible. Send cards or letters ahead of you. Use 
the telephone. Again more planning, but it will cut down 
waiting to see people and give you a lot more time to call 
on prospects 

Second, if a buyer has regular buying hours be there 
on time 

“Third, call on days when fewer salesmen call, if pos- 
sible 

Hank looked up 


more salesmen call than others? 


How do you know on what days 


You soon learn about each account, but here are a 
few facts that may give you an idea. A couple of years ago 
the National Association of Purchasing Agents asked its 
members to make a check of the calling habits of salesmen 
They found that 21 per cent called on Monday, 22 per 
cent on Tuesday, 22 per cent on Wednesday, 16 per cent 
on Thursday, 12 per cent on Friday and 6 per cent on 
Saturday. Does anything suggest itself? 

Hank regarded me with a very unfavorable expression 

“Have you no consideration for the wife and kiddies? 
he inquired 

“Sure, but I'm also considering that $781.66. Remem- 
ber? And think how much more fun it will be at the beach 
Saturday afternoon with a couple of good orders under 
your belt—orders that you got that morning when you 
were sure to find the boss in. Salesmen who buy this idea 
are always up there among the first three on any sales 
force 

Hank offered a battered pack of cigarettes and asked, 
‘Are there any other ways we can cut a few corners? 

“Just one thought about the planning work we've men- 
tioned. Don't take time to do it in hours when customers 
or prospects can be seen 

A triumphant smile spread over his face. “Oh, you mean 
we shouldn't do what we're doing now, eh?” he asked 
innocently 
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He had me. “Yeah, what we're doing now. Kick that 
starter, boy, let's go.” 


W E worked hard that day and I kept faithtul track of the 
time we spent on every activity. Hank followed his sched- 
ule and did the selling. By noon the figures showed a few 
bad spots, particularly where we found customers out and 
had to backtrack for second calls. We also had two long 
waits which we weren't prepared to put to better use 

Hank apparently noticed these things too, for after we 
had had lunch in a diner on the outskirts of town, he 
excused himself and went off with his papers to an empty 
table. After 20 minutes of writing he made three tele- 
phone calls and then said he was ready to go. 

That afternoon, refiguring the time study after each call, 
I began to see a decline in the averages on travel and 
waiting times, and a corresponding increase in the amount 
of interview time available. As a matter of fact, we were 
able to squeeze in one more call than we had expected 
to make. 

I reviewed our day's progress with Hank at dinner. We 
had showered and packed up to move on to our next town, 
Braxton, before bed time 

He was pleased. “One more call, eh? It’s not much, but 
it's something.” 

“It’s more than you realize, probably,” I replied. “Do 
you know what would happen if you added just one more 
call a day every working day in the year? 

“Maybe I'd collect that $781.66 you're always talking 
about.’ 

“More than that. You'd add one month's extra selling 
results to your years work. In other words, you'd get 
thirteen months of sales effort into twelve month's time.’ 

‘How do you figure that?” he asked frowning 

‘Here, let me show you. Get out your pencil 

He did so, along with a sheet of the hotel stationery 

‘Now, let's assume that you work 252 days a year. | 
know that last night we figured that, working a five-day 
week, you would work only 242 days. But every good sales- 


man puts in a few evenings and works longer hours during 


the busy seasons, so 252 days would be about right 
Divided by 12 that means working 21 days a month. 

While I've been with you, you've averaged 10 calls 

a day, or at the rate of 210 calls a month 

yw, if you make one more call each day, by the end 
of a year you will have made 252 more calls than you 
are making now. Is that right? 

Sure. I think I get it. I'm making 
now, so if I add 252 more calls a year I will add another 
month's calls plus 42 more 

“Right,” I agreed, “and don't forget that if you keep on 
selling at your regular rate you'll also collect yourself an 
extra month's earnings 

“I hadn't thought of that. I sit here making money hand 
over fist and all through a little, simple organization of 
time.” Suddenly he pointed a finger at me. “Have you got 
that little hourglass with you? If you have, set it up here 


210 calls a month 


I want to see that dollar dust run 
I dug the toy out of my bag and put it on the table in 
front of us. “That started the whole thing,” he reminisced 
We watched the sparkling golden particles run out 
until it was time to turn the glass. Then Hank sprang up 
Come on, let’s go over and start organizing Braxton 
right now,” he cried. “Do you know, sometimes I think 
selling is the greatest job in the world! 
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@ The smooth-rolling trolley outlets can tap power at any point 
along the entire length of a run. Electrical outlets are always 
available where or when you need them when ELECTRIC 
FEEDRAIL is on the job. Additional trolleys can be added in a 
matter of minutes without shutting off power. If you're planning 
CATALOG No. 25 a plant addition, a revised production set-up, or a new plant— 
gives the complete Feedrail remember that FEEDRAIL is the electric power distribution system 
story — shows you where, you can't afford to overlook. A FEEDRAIL engineer or field 
when and how to install this representative will be glad to provide you with details. Call 


modern electric power distribution him in today 


Sold by leading electrical distributors 


system. Write tor a copy. 





FEEDRAIL | FEEDRAIL CORPORATION 


Subsidiary of Russell & Stoll Company, Inc 


125 BARCLAY STREET © NEW YORK 7,N.Y. 


SPECIALLY QUALIFIED REPRESENTATIVES [wn PRINCTEPAL cerrries 
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Introducing 








a . seal St 
This is Mini-BREAKER—compactly designed, precision 
engineered, and individually tested after assembly to 
assure permanent trouble-free circuit breaker protection! 
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any standard plug-type fuseholder! 


EVER before has there been a circuit protective device quite like the 

amazing new MINI-BREAKER. Because here, for the first time, is a 
thoroughly tested miniature branch circuit breaker that can actually be 
used as a direct replacement for expendable plug-type fuses! Installed by 
anyone in a matter of seconds in any standard Edison base fuse re- 
ceptacle. Used with confidence, too, wherever 15, 20 and 30 ampere 
circuits exist for 110-125 volt a-c service. For although many attempts 
have been made to develop just such a practical low-cost device, MINI- 
BREAKER is the first and only product of its kind ever to meet the require- 


ments specified for listing as a “Circuit Breaker-Miscellaneous” by Under- = 
Anyone can install a Miwi-BREAKER in seconds! 


writers’ Laboratories, Inc. And, when commercially available, it will bear 
And anyone can restore electrical service simply 


the Re-examination Service marker. by pressing and releasing the reset button! 


What can MINI-BREAKER do for an Electrical Wholesaler 
or Dealer? Plenty! Because MINI-BREAKER is a brand 
new, easy-to-sell, highly profitable replacement for one 
of your “nuisance sales” items. And, what's more, new 


Provides Permanent, Positive Protection 
Against Overloads and Short Circuits! 


Yes, in spite of its compact size and its basic resemblance 
to the fuse it is designed to replace, MINI-BREAKER is a 
full-fledged circuit breaker in every sense of the term. A 
precision built assembly of carefully selected, perfectly 
balanced parts . . . all permanently protected and enclosed 
within a durable insulating case. 


In operation, MIni-BREAKER safely interrupts excessive 
overloads and short circuits . . . tripping instantly on 
“shorts”, but with a built-in time lag for handling tem- 
porary starting loads and line surges. Whenever an inter- 
ruption occurs, service can easily be restored by anyone 
. normally within 10 seconds . . . simply by pressing in 
and releasing the reset button. Yet, in spite of its quick 
recovery, MINI-BREAKER is 100% trip-free. That is, it 
positively will not maintain a circuit that has not been 
cleared of the condition that caused the interruption. 


What's more, while MINI-BREAKER is a thermally actuated 
breaker, it’s virtually uneffected by the changes in ambient 
temperatures encountered under normal installation con- 
ditions. Because, although designed exclusively for ordi- 
nary residential, commercial, and industrial service, MINI- 
BREAKER actually meets and exceeds the temperature ex- 
treme conditions required for approval for aircraft use. 
MINI-BREAKER trips at 200% load within four minutes 
at —50°F., carries rated current continuously at 135°F.! 


MINI-BREAKER opens the door to a vast new moderniza- 
tion market that can’t be reached with conventional 
circuit breakers due to cost of conversion installation. 
Worthwhile prospects for extra profits, you'll agree, and 
we're ready to help you get started... NOW! 


MECHANICAL PRODUCTS, INC. 


1824 River Street * P.O. Box 116 ¢ Jacksen, Michigan 


Want More Information on MINI-BREAKER ? 
Regardless of what your interests may be, we'd 
like to tell you more about MINI-BREAKER. A 
request on your company letterhead . . . or the 
coupon below .. . will bring you complete 
details by return mail. 


1824 RIVER STREET, P. 0. BOX 116, JACKSON, MICHIGAN 


Gentlemen: 


NAME TITLE 





COMPANY 


MECHANICAL PRODUCTS, INC.—Dept. 102 


Please send me the complete MINI-BREAKER story at once! 





ADDRESS 





CITY STATE 
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No. 2035 

If you want a small, com- 
pact switch that really 
stands up, get this all 
bakelite. Flush Toggle 
Switch with box screws 
mounted in ears. Single 
pole, brown or ivory. 
Easy to install. Wide ears 
are scored. 5A-250V— 
10A-125V.|1 





No. 9101 
Perfect if you want 
a Flush Toggle 
Switch for extra 
rugged use. All 
bakelite — totally 
enclosed—top 
wired — has posi- 
tive kick off. Brown 
or ivory. Also in 
three way. 5A 
250 V —10A-125V 
T 


No. 109 
Ideal if you wanta 
flush duplex, T-slot 
receptacle with 
plaster ears that is 
quickly installed. 
Box screws 
mounted in ears. 
All bakelite body 
in brown or ivory. 
10A-250V — 15A- 
125V. 


Write for our new Catalog 
No. 18 


CIRCLE F MFG. CO. 


TRENTON 4, NEW JERSEY 


Visit the Circle F booth B2-3 at 
the National Electrical Industry 
Show Oct. 21 through 24 ot 69th 
Rgt. Armory, Lexington Ave. at 
26th Street, New York. 


Uou can trost Ris 


ese Circle F wiring devices meet 
all federal specifications, and all 
requirements of the REA and CSA. 
They have earned approval of the 
Underwriters Laboratories. 


can soll if... 


Circle F means wiring devices manu- 
factured from the best grade of 
materials—by skilled labor—and 
thoroughly tested and inspected. You 
know you're selling the best when 
you sell Circle F. 


No. 136 
You'll find this Duplex 
Flush Receptacle easier 
to install because box 
screws are mounted in 
ears—binding screws 
are backed out. Wide 
ears are scored. All 
bakelite—brown or ivory 
~—double contacts. 10A- 
250V—15A-125V. 














appeals 
/ to 
seals 





but it’s never too wet for 


ATING 





SELF- 
INSUL 


Two-way moisture protection is assured with 
Bi-Seal Self-Bonding Electrical Insulating Tape. 
Not only is Bi-Seal itself non-hygroscopic, but 

its self-bonding property— which fuses the tape 
layers into a solid mass—plus its unique 
constricting action, positively prevent any 
lateral moisture penetration. 





Bi-Seal is a tested and proven multi-purpose 

electrical insulating tape that gives permanent 

protection on any wire or cable splice against 

acids, alkalies, sunlight, corrosion, ozone ~ 

and fungus, as well as moisture. It has an 

average dielectric strength of over 1000 OTHER ADVANTAGES OF BI-SEAL 
volts per mil and performs ‘efficiently on NO STICKY ADHESIVES . . . EASIER TO APPLY IN CLOSE CLEARANCES 


any type of insulation. Bi-Seal will not NO RIGHT OR WRONG SIDE . . . BOTH SIDES USABLE 
denelenite os titi tn i ia NO TACKY SURFACE TO PICK UP DUST OR FOREIGN MATTER 
pr - ; ° h ef on  Caenye and os lo WILL NOT TANGLE OR STICK TOGETHER DURING APPLICATION 
emperature Characteristics are outstanding. REQUIRES NO SPECIAL APPLICATION TECHNIQUES 

Send for full details today! CAN BE STORED INDEFINITELY 


oa POLYETHYLENE BASED COMPOUND 
PAT. NO. 2569540. REG. TRADE MARK 


Attach this coupon to your company letterhead 
and mail to: Bishop Manufacturing Corpora- 
tion, Dept. EWH, Cedar Grove, N. J. 

Please send sample and complete information 
on Bi-Seal to: 

a i peeerincittansininsiestincin Title 
COI ite: 

MANUFACTURING CORPORATION Adtre 
= = State. 


CEDAR GROVE, NEW JERSEY 
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A-C Current —five full scale ranges of 1000/ 
250/100/25/10 amperes, with range over- 
lap for good readability. Measurements un- 
der 10 amperes readily obtained. 


A-C Voltage —three self-contained ranges of 
700/350/175 volts insure accurate reada- 
bility, in the upper half of the scale. Instru- 
ment insulated for 750 volt service. 


Isolated Voltage and Current — with circuits 
insulated from each other, instrument can 
be connected to both voltage and current 
sources at same time. 


Convenient 6 position switch—easily operated 
with gloved hand, a flick of the thumb se- 
lects any of the 5 current ranges, or the 
Volts position. 


Adjustable pointer stop—red stop facilitates 
measuring starting current of motors. 


Here’s the instrument that produces big savings 
by slicing hours off maintenance schedules .. . 
produces worth-while revenue by forestalling 
costly repairs and shutdowns. Being so quick 
and simple to use, scheduled maintenance 
measurements are made more accurately... 
and trouble-shooting is simple and sure. Built 
to WESTON standards of safety, accuracy and 
dependability. Also available for A-C Ampere 
measurement only. ... WESTON Electrical 
Instrument Corporation, 617 Frelinghuysen 
Avenue, Newark 5, New Jersey . . . manufac- 
turers of Weston and Tagliabue instruments. 


WESTON Yxiiomenls 


+» - TO INDICATE — RECORD — CONTROL 
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Commercial Fluorescent nr 
s in all sizes... Regular 


Industrial Fluorescent R.L.M. Fine dut 
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pW dot eV i -Vot tM oley oligo (ol (ej a-Reotele Melt tile(-be-Meeg-) 
now utilizing ELECTRO SILV-A-KING 
as one of their most important basic 
sources for every lighting fixture need. 


od, rehensive facilities of this 

janization with over SO years of exper 

bole MebeM-> 4(-bel-thd-mmbeleitle)etaslel-Mbel-lhu ie) a< 

“les offices staffed by experienced lighting 
engineers—offers new, important assistance in 


se) obetettere, ind Supply tor every type re) | ele) 


hroughout 


> ' in +l] 
te penebele map bet-jiettle: 


tions! Contact your local ELECTRO SILV-A 


KING sales ffi 9 write direct t 


Corporation 


2000 WEST FULTON ST. CHICAGO 12, ILLINOIS 
FAIRFIELD & STATE STS. BRIDGEPORT 5, CONN 








You don't have to be a 


MAGICIAN 


into big 
~ Profits! 


Nationally Advertised 


Sunset Millions of homemakers 
develop a preference for 

- MOE LIGHTS by reading 

about them in The 

Saturday Evening Post, 

American Home, Sunset, 

and similar publications. 

This pre-selling paves the 

way for more sales for you! 
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It's easy to work SALES MAGIC 
with MOE LIGHTS. All you have to 
do is display this beautiful 

Moe Light line... point out the 
quality features...and announce 


the unusually low prices. Presto! Sales! 


Turn Deals into Dollars 

MOE LIGHT “Home Lighting Center” displays are 
designed to catch the eye and make them buy. Each 
display features a stunning variety of Moe Lights 

in a dramatic grouping. They are practically 
Self-Service’, since they sell on sight. MOE LIGHT 
Display Deals offer you an immediate opportunity 

to convert the big demand for Moe Lights into big 
profits for you. Write today for complete particulars 


about the fastest-moving home lighting line in America. 


MOE 4g4e MOE LIGHT INC. ¢ Fort Atkinson, Wisconsin 


Factories in Fort Atkinson ® Princeton, Kentucky *® Los Angeles, California 
World’s Largest Manufacturer of Home Lighting 
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cast bronze 
ground clamps 


All Weaver Ground Clames are cast of Bronze! 





This is very important to your customers since 
Weaver Ground Clamps will not rust or corrode— 
and they are equally adaptable for use on copper 
tubing or galvanized pipe. Their design makes for 
easy installation and their construction provides 
maximum strength without sacrificing current car- 
rying capacity. 


Weaver Ground Clamps are furnished in three 
types, J, JA, and JP, for use in grounding with 
bare wire, metallic or non-metallic sheathed 
cable, or for use with rigid conduit. All types are 





furnished in sizes to accommodate pipe from '4” 
to 4”. Conduit types will accommodate rigid con- 





duit from 2” to 1”. 


Weaver Ground Clamps are lower in cost! 
They provide your customers with clamps that 
are in the low price range but are of highest qual 
ity—and they provide the wholesaler a good 
profit margin 


All Weaver Ground Clamps are listed under the Reex- 
amination Service of Underwriter’s Laboratories, Inc. 


FOR ALL YOUR GROUND CLAMP NEEDS SPECIFY WEAVER 
CAST BRONZE GROUND CLAMPS! 


WEAVER PRODUCTS ARE PRODUCED COMPLETELY IN OUR OWN 
MODERN INTEGRATED FOUNDRY AND FACTORY FACILITIES 
VISIT US WHEN YOU ARE IN ST. LOUIS 
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Aurora, Illinois 


""A BOX FOR EVERY NEED*" 
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LIGHTING EQUIPME 


for a-dominant job in all fields 
ps 





SPORTS 


SERVICE STATION 


The REVERE line its complete comprising 


rolbha-ta-telebtet:ae-betemeh Celery h com etethe meet: Lameet- 1.4: 


INDUSTRIAL 


each installation a masterpiece 


REVERE ELECTRIC MFG. CO . 6011 BROADWAY : CHICAGO 40, ILLINOIS 





COMMERCIAL 
INDUSTRIAL 
RESIDENTIAL 


Small dia. Slimline 
Large dia. Slimline 
or 40 wott 


Model 3394 


Small dia. Slimline 
Large dia. Slimline 
and 40 wott 


TROFFER 
SLIMLINE 
CHANNEL 
WAFER 


Ivx. 
=~ 
a pe 
—S 
Model 1642* 
with #161 louver 


. Ms, 7 


Ee 


*Available in Slimline 


"First in tHuorescent™ 


H. E. WILLIAMS PRODUCTS COMPANY « CARTHAGE, MISSOURI 
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SECURITY 
FRICTION TAPE 


























perfect picture of profit 


U.S. Security Rubber Tape U.S. Security sells quickly and easily, pulls in solid profits 


i for rfect 
” a val ypc because it has stronger selling points. Security has a strong 
splicing w £ : § 


U.S. Security Friction Tape. grip, has high-dielectric strength and will not ravel. Its high- 


tensile, straight-tearing fabric is free from dangerous pin- 
QUALITY PRODUCTS OF 2 

holes. Dealers and contractors everywhere prefer Security 

for electrical and general-purpose jobs. Have you enough 


Security in stock? 


UNITED STATES RUBBER COMPANY 


TAPE DEPARTMENT + ROCKEFELLER CENTER, NEW YORK 20, N. Y. 
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National Electric “Plug-In” Busway 


and “‘Lo-Loss” Feeder Busway... The only 





busways with such rugged construction! 


National Electric Busways are especially designed 
to meet the rugged requirements of American 
industry. They offer the most economical, con- 
yenient, flexible and salvable layout possible for 
industrial or commercial installations. Check 
these money-saving “workhorse” features: 


TOUGH-—National Electric busway incorpo- 
fates a heavy 12 gauge steel channel to inde- 
pendently support and protect the insulator. 


EFFICIENT—With “Lo-Loss” Busway, voltage 
drop is less than 2.2 volts per 100 feet for a "'LO-LOSS” FEEDER BUSWAY 


concentrated load. Where the load is distributed, 


the voltage drop is approximately 1 volt per 100 ft. @ "Lo-Loss” Feeder Busway is economical and 


efficient for conducting long runs of alter- 
FLEXIBLE—"Lo-Loss” is approved by Under- nating current where voltage drop must be 
kept to a minimum. It is easy to install 


writers’ Laboratories for horizontal or vertical 
because single bolt contacts are used when 


mounting. 
joining sections. 


CONVENIENT—Factory fabricated sections @ "Lo-Loss” Feeder Busway is designed for 
go up quick, With “Plug-In” Busway, machinery transmission of electrical current up to 
can be “plugged-in” anytime without shutting ; 4000 Amperes at 600 Volts or less. 

down the production line. Especially convenient 


for congested areas. 


Approved by the Underwriters’ Laboratories, Inc. 


EVERYTHING IN WIRING POINTS TO 


National Electric Products lita 


PITTSBURGH, PA, 


3 PLANTS © 7 WAREHOUSES 
42 SALES OFFICES 
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THE NEWEST 


MERGURY VAPD 


lighting luminaire 


for 


* MAXIMUM LIGHT 
° EASY INSTALLATION 
* MINIMUM SERVICE 


plus 


Challenging Price 


STORES 
FOR -SERVICE STATIONS 
[INDUSTRY 


UNEQUALLED IN CONSTRUCTION 


® SLIPFITTER AND HOOD: Streamlined, cast 
aluminum, treated against corrosion. 114” 


Slipfitter supplied. WM-1 BRACKET 
(Wall Mounting Brocket 


GLASS BOWL: Outdoor crystal glass with a For all types of luminaires! High-strength 
(patented) “Herringbone” stippled design for aluminum base and 1'4" high tensile-strength 


aluminum arm with all necessary drills ond 
e ° ° tops for free wire woy Light, weother re 
maximum diffusion. 


sistont. Brocket swings against wall for serv 
icing. Cast base drilled and tapped at bot 
tom and side for 2 alternate wiring openings 


ALZAK REFLECTOR: 20 gauge aluminum alzak Positive lockup 
reflector spun over glassware for added safety, 

accurate light control, permanent cleanliness 

of the reflecting surface. 











SPRING LATCHES AND RETAINER RINGS: 
Two double-tension springs, plated, cam action 
latches made of rust-proof steel. 





RM-2 BRACKET 
OTHER FEATURES: Units are of absolute (Root Mounting Brecket) 


. 7 . Lumingire swings back on roof for new, 
weather proof design for lasting service. You easy servicing! Cast aluminum alloy base 
P " ° ° . comes with special swivel nipple and elbow 
will find it more than adequate for Hi-Bay for parapet mounting. Positive lockup 
: J : ws. Pipe bent to 90° with 3° and 6’ tangent 
illumination as well. Distributed through 
verified electrica 
wholesalers, only 


list 


GREAT NORTHERN MFG. CORP. ais ai vaenison’st™ cuicnce 26 1 
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ETNA, PA. (Pittsburgh) PLANT— 1905 


More conpurt, in the uncompromisingly perfect quality of 
Pittsburgh Standard, is on the way as we increase our productive 
capacity with our new plant facilities adjacent to the Fairless 
Works, Morrisville, Pa. The same guarantee of 100% perfect 
conduit . . . in all types .. .will now be enhanced with our newer, 
more modern equipment. And 
we've changed our company name, from Enameled Metals 
Company, to its accepted “brand name”. . . PITTSBURGH 
STANDARD CONDUIT CO. 

with even faster service to our 
huge nation-wide markets . . . PITTSBURGH STANDARD 


conduit will be “‘the standard of the trade.” 


after 50 years of growth 


Now, more than ever . . 


Agents In All Principal Cities 


| 
ITTSB 


CONDUIT 
OFFICES: 


61 Bridge St 
Pittsburgh, Po. 


PLANTS: 
Etna, Pa. 
Morrisville, Pa. 
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We're Expanding 


Proudly we build our 
ultra-modern new plant 
to supply you with 


MORE QUALITY CONDUIT 


MORRISVILLE, PA. 
(Philadelphia) PLANT— 1952 


Rigid Steel Conduit and E.M.T. 
Electro-Galvonized 
Black Enomeled 
Hot Dip Galvonized 
Elbows, Nipples, Couplings 
Briege! E.M.T. Fittings 








uni=flow fluorescent troffers 


NOW you can specify recessed lighting that’s years ahead 
of anything in the field. It’s MITCHELL UNI-FLOW . . . completely new... 


dramatically different . . . easier to specify, easier to install, far superior 
in lighting efficiency. Architects, contractors, utility men and wholesalers 
say unanimously: ‘‘This is what we’ve wanted in recessed lighting! 


yy? 


HERE’S EVERYTHING YOU NEED 
FOR SIMPLIFIED RECESSED LIGHTING 





EXCLUSIVE uni-hanger 
CUTS INSTALLATION TIME ; : 

Here is a complete family 

of matching troffers in ev- 


IN HALF! ery useful length. Units 
bs ercrepr anaes ra are available in 2-foot, 4 
foot, 5-foot, 6-foot, 8-foot 
or 10-foot lengths, in deep 


(10"’) or shallow (7 types 


sust 4 EASY STEPS TO A 
PERFECT uni-flow ONE MAN INSTALLATION 


Here is the widest selection 
of shielding equipment 
choice of Metal Louver, 
Plastic Louver, Alba-Lite, 
Prismatic Glass, Unilens, 
Twinlens, Curved Lens, 
Fota-lite, Longitudinal 
Shields and Crosswise 


Baffles 








1 Uni Hangers are roughly located 
in ceiling opening (no critical meas- 
uring required). Takes just min 
utes, regardless of ceiling construc 
tion. Saves hours of time on any 
job~ cuts installation costs sharply 


3 Reflector-ballast lampholder 
plate (the bulk of the total troffer 
weight) is attached to troffer shell 
by means of jack chains. Thus, 
there is no weight on the installer’s 
hands when wiring 


2 Troffer shell (less ballasts, lamp- 
holders or reflectors) clamps to 
Uni-Hangers by means of special 
Uni-Liner clips (an easy one-man 
job). Simple screwdriver adjust 
ment levels troffer properly 


4 with wiring completed, reflector- 
ballast-lampholder assembly at- 
taches to troffer shell by means of 
exclusive ‘“Perma-Latch”’ (no tools 
or extra loose parts required). Job 





UNI-FLOW troffers offer a 
choice of 40-watt T-12 stan- 
dard or instant-start bi-pin 
lamps, 38-watt Slimline 
54-watt Slimline, 75-watt 
Slimline, 40-watt T-17 low 
brightness, 85-watt Kryp 
ton, 20-watt T-12 lamps 


Troffers are available with 
1, 2 or 3 lamps (except 5-ft. 
and 10-ft. units with 1 or 2 
lamps only One-lamp 
units are available in choice 
of Alzak or baked white 
enamel reflector; two and 
three lamp units with baked 
white enamel reflector. 


is now ready for easy lamping. a 


Only MITCHELL UNI-FLOW has these time-saving, cost-cutting feateres Lo} 
Se 


A: 


MITCHELL MANUFACTURING COMPANY 


Write, phone or wire today 
2525 N. Clybourn Ave., Chicago 14, Ill. 


for the complete facts about MITCHELL UNI-FLOW 


Address Dept. 1-J In Caneda: Mitchell Mfg. Co., Ltd., 14 Waterman Ave., Toronto 


ELECTRICAL WHOLESALING—September, 1952 








ELECTRUNITE TUBING 


Ana you'd scarcely believe the improvements we've made in welded steel 
tubing since 1902. 

Over 30 years ago, the famous ELECTRUNITE process of electric velding 
replaced the old-fashioned brazed and gas-welded methods. Today, every 
foot of length, every inch of circumference in an ELECTRUNITE tubv!ar 
product is equally strong, equally resistant to corrosion, equally smooth 
and round. 

We've improved techniques and added many products to the ELECTRUNITE 
line, too. At right you'll see examples of all the products we make at our 
big, modern plants in Cleveland and Elyria, Ohio, Brooklyn, New York, 
and Ferndale, Michigan. 

ELECTRUNITE tubular steel products help many industries make things 
stronger ... or lighter to move ... or attractive longer ... or safer... 
and at lower cost. 

These first 50 years are only a start on new and wonderful developments in 
ELECTRUNITE Stainless and Carbon Tubing for mechanical and pressure ap- 
plications," Inch-Marked®” E.M.T. and Conduit for electrical installations. 


REPUBLIC STEEL CORPORATION 
STEEL AND TUBES DIVISION 
224 EAST 131st STREET © CLEVELAND 8, OHIO 








The ELECTRUNITE Line 


Pa 


““Inch-Marked” E.M.T... 
Electrical Metallic Tubing 

. light, strong steel 
tubing raceway to protect 
electrical wires against 
fire, moisture,and impact. 


“Dekoron-Coated’’E.M.T. 
for complete, longer-lived 
protection of wires in 
highly corrosive atmos- 
pheres. 


Rigid Conduit .. . heavy- 
wall stee! protection for 
wires in explosive and 
hazardous locations. 


a 


Mechanical Carbon Steel 
Tubing ...made in a wide 
range of grades, sizes, 
and wall thicknesses to 
make allitypes of products 
lighter, stronger. 


Stainiess Steel Tubing 
and Pipe in a full range 
of sizes, types and wall 
thicknesses for chemical 
and food processing 
equipment, and mechan- 
ical applications. 


A : 


Heat Exchanger Tubes 
both carbon and stainiess 
steel, for all types of heat 
exchangers, condensers 
process equipment, and 
heaters 


La 


Boiler Tubes for large boilers or 
small, high pressures or low 





ELECTRUNITE E.M.T. 
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You get these advantages with 


ome Aluminum 


_—. 


————$—$<—$<—_—$<—_—_————_——_—_—_—_—_—_——_————— Se —— 


ROPRENE SELF-SUPPORTING SERVICE DROP CABLE 


LINE WIRE 
ROPRENE OR RO} 


3 BIG REASONS... 


Why you are bound to save money with Rome Aluminum Self- 
Supporting Service Drop Cable and Rome Aluminum Line Wire... 





lower purchase cost... lower installation costs . . . longer service life. 


Lower purchase cost... Depending upon the service involved, aluminum conductors cost less 
today. 


Lower installation costs... Aluminum’s lighter weight means easier and cheaper handling .. - 
in many instances permits longer spans with fewer poles. The simplic- 
ity of Rome’s Self-Supporting Cable construction means increased 
savings through cheaper hardware and ease of installation. 


Longer service life... Aluminum has proved itself as a long-life conductor material. RoPrene 
(Neoprene) as well as RoLene (polyethylene) as either insulation or 
covering has exceptional resistance to sunlight, moisture, corrosive 
atmospheres and abrasion. With no braids to rot and festoon, re- 
placement is minimized. 
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Rome Aluminum Self-Supporting Service 
Drop Cable is regularly supplied with two Ro- 
Prene (Neoprene) insulated power conductors of 
solid aluminum, spiralled around a bare neutral 
messenger of ACSR (aluminum conductor steel 
reinforced). This time-proven construction pro- 
vides high strength, simplicity of installation. 





Rome Aluminum Line Wire is available 
with covering of RoPrene (Neoprene) or RoLene 
(polyethylene) as specified. Here is low cost 
Line Wire having ease of handling, as well as 
long, non-festooning service life. Uniformly 
small diameters provide neater appearance, 
plus reduced wind and ice loading. 


It Costs Less to Buy the Best 


ALUMINUM 


ROME CABLE CORPORATION, ROME, N.Y., AND TORRANCE, CALIF. 
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ARE APPROVED AS 
CONCRETETIGHT 


When setting E. M. T. in concrete 
you can make each job easier and 
more profitable by using Briegel 
All Steel Indenter Fittings that 
have UL approval as CONCRETE- 
TIGHT. Contractors the world 
over recognize their cost cutting 
qualities and the fact that they 
make each wiring job a better job. 
It is only natural that Briegel 
Fittings are the most widely used 
E. M. T. connectors and couplings. 





Cross Section 
Showing 


=| METHOD 
TOOL 
CO 


GALVA,* ILLINOIS 





The M. B. Austin Co., Northbrook, Ill.; Clayton Mark & Co., Evanston, lil.; Clifton Conduit Co., Jersey City, N. J.; General Electric Co., 


Bridgeport, Conn.; The Steeld Co., Y 9 , Ohio; Pittsburg Standard Conduit Co., Pittsburgh, Penn.; Wagner Malleable 
Products Co., Decatur, lil.; J. R. Richards Co., Carnegie, Penn.; Kondu Mfg. Co., Lid., Preston, Ont. 
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NEW LINE of 
od U] | rol Ui mm avg of = 


SWITCHES 





Cutler-Hammer now offers a new, com- 
plete and comprehensive line of pull-out 
type main and range switches. It provides 
features to help the contractor do a better 
job for his customers and an easier, more 
profitable job for himself. 

This new line is available with main and 
range plus 4, 6 and 8 plug fuse circuits, in 
surface or flush mounting with the shallow 
case that fits modern wall construction... 
and in various types of enclosures. 

There are 76 knockouts in each case, rang- 
ing from 4%” to 1%"; the easy to remove 
interior which slips out after you loosen one 
screw, provides more wiring space; easy-tite 
wire holes; solderless connectors for ‘“‘tap 
off’’; a clear, easy-to-read, easy-to-follow 
wiring diagram; and a one screw cover 
mounting for the surface types. 

Customers like the easy and safe access 


to fuses; the good-grip 

pull-out handle that makes 

pull-out easy to remove for fuse 
replacement in emergency. Customers 

like the better appearance, harmonizing with 
any home decoration scheme. And they 
like the dependable, trouble-free service 
resulting from features like silver plated 
contacts, ample contact area, 
operation. They know that 
Cutler-Hammer on the case, advertised for 
many years in Saturday Evening Post, 
Better Homes & Gardens, etc. means more 
for the same money. They respect the con 
tractor that handles this kind of equipment. 
Featured by leading distributors from coast 
to coast. CUTLER-HAMMER, Inc., 1327 St. 
Paul Avenue, Milwaukee 1, Wisconsin. 


and cool 


the name 


CUTLER-HAMMER 
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’ No Increase in Ballast Temperature 


announcing... 4 


THE Ist Lead-Lag 
Ballast for 
Rapid Start Lamps 


JEFFERSON LEAD-LAG BALLASTS GIVE YOU THESE ADVANTAGES 


= Each Lamp Operates Independently! 











COMPARE THESE FEATURES 








When One Lamp Fails! 


The new Jefferson Ballast continues te operate 

Ce ee ee ee 

or lag lomp foil tion of increased ballast 

d with a lamp failure in Ballast Unaffected by a lamp failure 

prohent type cirevits, assures maximum per- 

formance . . . and extra years of top notch bal- Stroboscopic Correction 

last life and iighting economy. The outstanding 

advantages of the lead-lag ballast design, offers Small Size—t weight 

reduced maintenance, rated lamp life and bril- ight 

liancy, ond greater satisfaction for users of the Eliminates Starters & Sockets 
new Rapid Start Lamps. 

Small, Light Weight, Quiet, Powerful 

Here's a lead-lag Bellast the some size as pres- 

oa ont series sequence types. All the features of 

~ series circuits are combined with the odvanteges Stroboscopic Correction 

of the lead-leg type. This one new Jefferson 

Galles gives you cupid carting, power foster 

», and independ fomp operat. 

low watt loss is inherent in its unique design. 

lt is quiet operating, furnishes maximum lumens 

per watt, and provides positive starting even 

* at voltages os low os 106 volts. 









































THE NEW JEFFERSON 
RAPID START BALLAST 





dr-S 
wy) y 


WIRING DIAGRAM 


CAT. NO. 254-601 
WEIGHT APPROX. 61, POUNDS 


DIMENSIONS 
2%” HIGH—3%” WIDE—CASE LENGTH 8,” 
MOUNTING 8%"x 2” 


JEFFERSON ELECTRIC COMPANY 
BELLWOOD - ILLINOIS 











So 
a 
u 


:* Jefferson 


me LEAD-LAG ms 


D rene" CAT. NO. 254-601 


t Se FOR TWO 40 WATT RAPID START LAMPS 





oncePt OF 


FOR 
NEW © 
CHIME PERFO 


RECOMMEND THE 


CAT. NO. 50 Fully Guaranteed 





UL Approved 





UNIVERSAL "“QWIK-LOCK"” MOUNTING 


NEW 1953 
RITTENHOUSE CHIMES 


CONCORD 


Modestly priced hall clock-chime of superb quolity. 

Solid cherry wood cabinet in authentic colonial styling. 

Exclusive Rittenhouse Floating Percussion Unit sounds 

four-note Westminster chime signal for front door, 

single note for rear. Chime and Telechron clock 
erate on 24-volt tronsformer supplied. Size: 
” x 61”. $69.50 


AVALON 


luxurious beige boucle grille 
covering, high-lighted with 
deep gold brass trim. Operates 
on any 16-volt transformer or 
new Repecter Transformer 
With canventional transformer, 
it produces 2-note signo!l for 
front door, one for rear. 84” x 
7%". $9.95 





COLONIAL 


New colonia! design with con- 
temporary styling. Graceful 
ivory plastic housing with 
decorative gold figurine. Two 
notes for front door, one 
rear. Operates on standard 
10-volt transformer or new 
Repeater Transformer. 8” x 7”. 
$6.95 





Re rE At ER 


CHIME TRANSFORMER 


PROVIDES 
CONTINUOUS, REPEATING SIGNALS 
ON ANY* 2-DOOR CHIME 


>> ey in 
++s++ tt ih 
wt 82 gs" ee 
CONTINUOUS, REPEATING 2-NOTE SIGNAL 
:—_?—__R—__ a 


é ée a2 4 o4 
CONTINUOUS, REPEATING 1-NOTE SIGNAL 
ye 
es 
REGULAR 2-NOTES ONLY 
A 


- 
4. REGULAR 1-NOTE ONLY 
*For all 10-volt chimes 


The exclusive, revolutionary Rittenhouse Repeater Transformer 
opens exciting new possibilities to your customers for door chime 
performance. This extra-capacity 16-volt chime transformer gives 
far superior performance to any 10-volt chime. Affords much 
louder, sure-to-be-heard signal even under normally difficult 
conditions. Built-in repeating switch provides automatic repeating 
chord tone as long as push button is pressed. It's the only device 
to give repeating signals on both front and rear doors. Up to 

4 different signal arrangements are possible on regular 2-door 
chime, providing extra signals for third door, telephone paging, 
etc. Mounts anywhere easily and quickly. Requires no new or 
special wiring to chime. Fully adjustable repecting speed ... 
entirely new principle of operation permits a slow, pleasing 
repeating cycle. With all these important features, the cost is 
only $4.65. Adds dollars to the value and performance 

of any chime! 


Write today! Get all the merchandising facts about the full line of Rittenhouse 
Door Chimes, Transformers, and Push Buttons. 
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A MESSAGE TO AMERICAN INDUSTRY © ONE OF A SERIES 


SANTA CLAUS 


Could Die of Old Age 


No one shoots Santa Claus. This remark 
about a government which spends and spends 
and spends may well be true. But it is also 
true that Santa Claus is an old man. At his 
age overwork might well kill him. 

It is with the possibility of working Santa 
Claus to death that this editorial is concerned. 
No position is taken as between the contend- 
ing political parties in the present campaign. 
Our concern is with the problem of protecting 
Santa Claus. 

It is true that as a nation we now enjoy 
great prosperity. The prosperity is not nearly 
so general as the political advertisements of 
it would suggest. Millions of individuals, no- 
tably those living on pensions, annuities and 
other fixed incomes, have been robbed of 
half their purchasing power by inflation dur- 
ing recent years, and whole industries know 
little or nothing of boom times. 

However, measured by so basic a gauge 
as unemployment, we do have great prosper- 
ity. Less than two million of our total work- 
ing force of over 64 million are unemployed, 
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and many of them are unemployed only 
while moving from one job to another. The 
real income, i.e., what their dollars will buy, 
of those with jobs is somewhere near its all- 
time peak. 


Our Prosperity is Precarious 


The prosperity we enjoy, however, is 
precarious. This is primarily because it is 
dependent upon a rising volume of expendi- 
tures by the federal government. At present 
almost a quarter of our entire national in- 
come is ladled out through Washington, and 
in an ever increasing amount. 

If, as matters now stand, federal expendi- 
tures were to be suddenly and sharply cut, 
our government-financed prosperity would 
be severely upset. But if the federal govern- 
ment were to try to keep right on providing 
prosperity by steadily increasing its expendi- 
tures, the end result would be more certainly 
disastrous. It would be a crash caused pri- 
marily by having continuing inflation of 
prices destroy the value of the dollar. 








WHY DOES 





There are two methods of galvanizing armored cable 
—hot-dip galvanizing and electro galvanizing 
Hot-dip galvanizing used by Triangle, means the steel 
strip which forms the armor passes directly through 
pure zinc held at an extremely high temperature. By this 
method, Triangle armor is thoroughly coated 
thoroughly protected—inside and out—without so much 
as a pin-point hole to Set in moisture 

This means longer life because destructive elements 
that might cause rust or corrosion, for instance 
can't get at the steel 
Distributors! The way to be sure your customers get hot-dip 
galvanized armored cable, is to sell them Triangle! 





In addition— 

TRIANGLE Armored Cable— 
Bends easily in a short radius 
Cannot open accidentally 


Provides for double-bushing Gp Mull Be Ry 


Is bonded in sizes 12 and 14 


_ TRIANGLE CONDUIT & CABLE CO., INC. 


Trade Mark 
of Top Quality 


TRIANGLE NEW BRUNSWICK, NEW JERSEY 


“Glazon” Building Wire © “‘Glazon’’ Non-Metallic Sheathed Cable * Control Wire © 
Armored Cable * Service Entrance, Service Drop Cables * Varnished Cambric, 
Braided or Leaded * Trioprene Trench, Power & Parkway Cables * Bare Wire ¢ 
Rigid Conduit Hot-Dipped Galvanized & Black Enameled © Electric Metallic Thin 
Wall Conduit © Flexible Steel Conduit. 


“IT MUST BE RIGHT’ 
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Higher government expenditures of worth- 
less dollars then could accomplish nothing. 
Santa Claus would be dead from overwork. 


To Provide Firm Foundations 


The general route to be followed in putting 
firm foundations under our prosperity is 
quite clear. It involves two steps which must 
be taken closely together. The first is to stop 
the continuous increase in federal expendi- 
tures. The second step is to substitute 
expanding private business for government- 
financed business as the principal foundation 
of expanding prosperity. 

The increase in federal expenditures can 
be stopped without sacrificing any effective 
measures now directed toward meeting our 
top priority requirement — protection from 
armed Communist aggression. The most 
competent authorities of both major parties 
agree it can be done by (1) better planning 
of and the elimination of outright waste in 
defense arrangements, and (2) cutting those 
civilian expenditures which cannot be justi- 
fied at the same time we are undertaking a 
great new load of defense expenditure. 

It is also possible to substitute expanding 
private business for government-financed 
business. The problem is primarily that of re- 
lieving private business of the staggering load 
of federal taxation it now is carrying. Federal 
taxation now takes 52 per cent of all corpo- 
rate profits and 82 per cent of all so-called 
excess profits. If it were not for the forced 
draft placed under our economy by rapidly 
mounting defense expenditures, this burden 
would surely lay a disastrous blight on pri- 
vate business expansion. If expanding private 
business is to have a chance to play its critical 
role as a substitute for government-financed 
business, its taxes must be cut, and soon. 
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It Won't be Easy 


It would be naive to contend that it will 
be easy to check the expansion of federal ex- 
penditures. They have been running wild too 
long, and in the process contributing to a fe- 
verish, inflationary prosperity. Likewise, 
there is no reason to believe that the easing 
of the load of business taxes is going to be 
easy. The basic blight it puts on business ex- 
pansion has been too long obscured by having 
our economy dosed with artificial stimulants, 
most notably enormous injections of federal 
expenditures. 


The Key Question — How Long? 


It is obvious that prosperity is going to be 
a major topic of discussion in the present po- 
litical campaign. There is nothing the matter 
with that. Prosperity is a key concern of the 
voters in choosing a national administration. 

To make the discussion of prosperity really 
useful, however, it is important to ask and 
get answers to the right questions about it. 
The key question is not whether or not we 
have prosperity. That we have it in large 
measure is generally conceded. 

The key question is, “How long can we 
continue to have prosperity?” The answer — 
not very long if we continue to rely primarily 
on new injections of inflationary federal ex- 
penditures. Santa Claus, be it remembered, 
is no youngster. If we continue our present 
improvident course, he will be worked to 
death. Those politicians, regardless of party, 
who see this clear danger and who have plans 
to escape it are facing up to the crucial ques- 
tion about our prosperity. 


McGraw-Hill Publishing Company, Inc. 








Architectural firm tells why 
it always specifies CERTIFIED BALLASTS 


for fluorescent lighting 


Fulton, Krinsky & DelaMotte, prominent Cleveland architectural firm specializing in schools, 
requests CERTIFIED BALLASTS in a// fluorescent fixtures they specify. 

Mr. Barton Quarm, their electrical engineer, says, “We always specify Certified Ballasts 
because we want trouble-free installations. Client satis- - 

faction is assured by using Certified Ballasts.” ¥ 


More and more CERTIFIED BALLASTS are being speci- 
fied and used because CERTIFIED BALLASTS assure— 


Aaoe\ 
<n ee 





Full Lamp Life Rated Light Output Maximum Ballast Life 


CERTIFIED BALLASTS are made to precise specifications, then 
tested by Electrical Testing Laboratories, Inc., which certifies they 
conform to these high standards. 


Write for complete information on the types of CERTIFIED 
BALLASTS available from each participating manufacturer. 


Participation in the CERTIFIED BALLAST program is open to any 
manufacturer who complies with the requirements of CERTIFIED 
, “- BALLAST MANUFACTURERS. 


FATIFIED BALLAST MANUFACTURERS 


Makers of Certified Ballasts for Fluorescent Lighting 





2116 KEITH BLDG., CLEVELAND 15, OHIO 
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A Merchandising Primer 


By |. Herbert Wilson 


President, Twining Sales Corp. 


N 1930 my father advised me to seek employment at 
New York's R. H. Macy & Company, telling me that 
the merchandising experience I would gain there would 

be valuable 
What is merchandising?” I asked him 

In answer he coughed 

At Macy’s I learned that a favorite question of one 
of the major executives was “What is the definition of 
merchandising?” 

An acceptable answer, I was told, was “the mainte- 
nance of a proper relationship between stocks, sales, gross 
margin and expenses to show a favorable net profit.” 

This seemed to be a definition of retail merchandising 
only, and a very limited definition in the bargain. 

Neither the dictionary nor the encyclopedia threw any 
light on the question. Yet the term was being used freely 
and with reckless abandon to mean almost anything in 
the field of marketing or marketing itself 

As time passed and took me to other scenes of busi- 
ness activity, it became clearer and clearer that merchan- 
lising was the great misnomer of American industry. 

That which had played such an important part in our 
past economic progress and was to play such an important 
part in future progress was ill-defined as to function and 


method 


The history of marketing was replete with countless 
examples of successful applied merchandising. But there 
was a dearth of recorded principles to assist in a more 
general understanding of why they were successful amd 
how they might be more widely emulated 

Merchandising, the most important single factor in 
marketing productivity, was the least catalogued phase 
of marketing. Apparently a cross between an art and a 
science, it was being played largely by ear 

I determined to search for the notes 

There followed years of effort during which I devoted 
my working time to jobs that contributed to this objective 
and my spare time to reflection on just what merchan 
dising was and what made it tick 

Gradually the singular identity of 
its relationship to other marketing functions began to 


iandising amd 


emerge from the fog of confusion 

The purpose of this book is to report the conclusions 
reached and to list some of the elements of basic meér- 
chandising. 

It is a primer of A,B,C’s, a check-list of basic funda- 
mentals. Each point in the check-list is a subject worthy 
of volumes. And indeed, if this book portrays a houge 
many of the individual bricks already are well covered 
in marketing literature. I. H. W 





On the following pages, ELECTRICAL WHOLESALING presents excerpts 
from "A Merchandising Primer,"’ a book by |. Herbert (Bud) Wilson to be published 
in November by the McGraw-Hill Book Co. Our reason for publishing this informa- 
tion is expressed in one of Mr. Wilson's own lines—"The salesman with merchandising 
ability sells better.'' Because of the necessity of condensing the material, we did not 
follow the format of the book, which is handled in real primer style and utilizes 
numerous illustrations. Mr. Wilson is well qualified to write such a book. Positions he 
has held include: executive vice president, Hanscom Baking Corp.; general sales 
manager, Old Town Corp.; advertising and sales promotion manager, Burry Biscuit 
Corp. He has also been associated with leading advertising agencies. Excerpts from 
other chapters of "A Merchandising Primer will be presented in forthcoming issues of 


ELECTRICAL WHOLESALING. 
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MERCHANDISING IS 
MARKETING STRATEGY TO GET... 


The RIGHT PRODUCT 


to the RIGHT PLACE 





in the 
RIGHT QUANTITY 






































at the RIGHT PRICE 
































at the RIGHT TIME 
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in the — 
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RIGHT LIGHT 
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OMETHING is missing when the package wins prizes 
but not customers, the ad enjoys high readership but 
readers aren't buying, the salesman is making calls 

but not sales, product standards are high but buyer ac- 
ceptance low, distribution is adequate but not effective. In 
more cases than not, the missing ingredient is merchan 
dising. 


Just What Is Merchandising? 


Merchandising is marketing strategy to get the right 
product to the right place in the right quantity at the 
right price at the right time in the right light. Merchandise 
(both goods and services) refers to articles as objects of 
trade. But merchandissmg means strategic action to move 
merchandise. 


But isn't that marketing? No. Marketing is the overaii 
function of moving merchandise. Merchandising is that 
sub-function of marketing dealing with strategy to move 
merchandise, with the manipulation of merchandise and 
tactics to make the flow of merchandise more rapid and 
economically effective 

“Right” is the important word in our definition. For 
marketing without any merchandising consideration what- 
soever would be simply getting a product (any product) 
to a place (any place) in a quantity (any quantity) at a 
price (any price) at a time (any time) in a light (any 
light). The degree of rightness in the actual market place 
is the measure of merchandising accuracy. This means 
rightness as to product, place, quantity, price, time, and 
the light in which the product is made to appear to each 
successive party in the channel of distribution 

Merchandising is the selective, discretionary and regula- 
tory factor in marketing. Without it 

© Product and product design would be strictly, un- 
imaginatively and incomprehensively utilitarian. 

e Advertising and selling would be as water power 
unharnessed, as a blind shotgun blast rather than a care- 
fully aimed and timed rifle shot 

@ Marketing research would be probing without pur- 
pose. For marketing research receives most of its assign- 
ments from merchandising. 

Regardless of one’s place in the marketing operation, 
he is constantly arriving at strategic crossroads. The ability 
to take the right road in these questions of selective dis- 
cretion is merchandising ability. 

Merchandising ability and the opportunity to use it are 
by no means limited to merchandising men. Each member 
of the marketing team—sales manager, advertising man- 
ager, sales promotion manager and marketing research 
director—has a hand in a company’s merchandising. Nor 
does it stop there. The salesman with merchandising ability 
sells better. And the copywriter with merchandising ability 
writes more effective copy. 

For example, a newly appointed advertising counsel was 
discussing with a citrus fruit canner the problem of a 
product that was not selling well 

“What kind of syrup is in that can?” asked the adver- 
tising man. 

Oh, that’s not syrup,” replied the canner. “We pack 
that fruit in its own juice. 

Eureka!” shouted the ad man. “Let's test what happens 
when we feature the juice instead of the fruit.” 

Under the new policy, sales soared. That advertising 
counsel had merchandising ability 


Merchandising and Its Running Mates 


To clarify further the meaning of merchandising and 
its place in the marketing process, let us examine the 
relationship between merchandising and the four other 
sub-functions of marketing 

@ Marketing research establishes the market and mar- 
keting facts as to product, place, quantity, price, time and 
light. 

@ Merchandising uses the facts in making sure that 
product, place, quantity, price, time and light are right for 
the market 

e Sales promotion promotes product and program to 
individuals and groups able to further the sale and resale 
of the product and provides them with education, equip- 
ment and special assistance 
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© Advertising influences the minds of buyers collec- 
tively, conditioning them for buying action. 

© Selling influences the minds of buyers individually, 
inducing actual buying action. 

For almost half a century, the advertising world has 
rested on the premise that “advertising is salesmanship-in- 
print.” But the end objective of both advertising and sell- 
ing is “to move merchandise.” And marketing strategy to 
move merchandise is merchandising. I therefore submit 
that advertising is merchandising-in-print (and sound) 
and selling is merchandising-in-person. 


The Merchandising Approach 


Is there a special merchandising approach? There most 
assuredly is. What is it? For the moment let's call it a 
viewpoint. 

@ It is present or missing at every step in the marketing 
process—from the meeting of the committee on product 
design to the salesman’s decision on which number to 
pull from his sample case. 

© It gives substance and purpose to every marketing 
detail—from the choice of lettering for the brand name 
on the package to the words that flow from the copy- 
writer's typewriter. 

Now let us implement this viewpoint by exploring 
some of the characteristics of the merchandising approach 
First, where does the merchandising approach begin? With 
the merchandise? No with the buyer of the merchandise 
The merchandising approach considers each step in the 
marketing operation through the buyer's eyes. That is the 
first cardinal principle—to examine every possible manu- 
facturing or marketing move in the light of its appeal to 
the buyer. 

The merchandising viewpoint is an “outside-in” view- 
point that considers the buyer first and the plant second 
as contrasted with the “inside-out” viewpoint, wherein 
management thinks from the plant out to the market. 

Secondly, the merchandising approach is an inquisitive, 
analytical approach. Since the essence of effective merchan- 
dising is effective choice between alternative courses of 
action, it is essential to really know the alternatives 

At the very outset and at all times thereafter, merchan- 
dising-minded management wants to know the answers to 
R. O. Eastman’s excellent question: 

Why ) 

How ) our ) sold? 
Where ) are competitive ) products bought? 
When) substitute ) used? 
By whom ) 


A third characteristic of the merchandising approach is 
to reduce alternatives to fundamentals. Marketing offers 
an almost limitless field for creative imagination. It is 
mighty easy to get off the track. That's why it is important 
to reduce alternatives to fundamentals. 

The possible approaches in a marketing situation are as 
numerous and variable as the possibilities for human 
behavior and reaction. But the abstract fundamentals are 
fairly limited and reasonably constant 

For example, there are almost 100 different varieties of 
outlets for retail distribution. But there are only three 
types of retail distribution. And which types to use will be 
fairly well dictated by other fundamental factors in the 
specific marketing situation. 

Visualize a cloak rack. The variety of articles that might 
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THE MERCHANDISING CLOAK RACK 
HAS NINE SERIES OF HOOKS... 


VP 


What class of buyer buys 


& 
S 


What class of goods or service 
For what direct purpose 


With what demand intensity 


In what buying mode 


For what fundamental satisfactions 


. 


Where 


When 


With what frequency and regularity 
oO 


be placed on each hook is extremely variable. But the 
hooks are always there—always the same hooks, always in 
the same relationship to each other. The merchandising 
mind likes to remove the cloaks and get down to the 
hooks—both to diagnose a marketing situation and to 
prescribe the most effective cloaks to place on them. That's 
what we mean by reducing alternatives to fundamentals 


The Class System of Merchandising 


Company A sells cigarettes. Company B sells men’s 
sweaters. Company C sells golf clubs. And Company D 
sells automobiles. These products differ in substance, in 
form, in size, in color and other physical properties. But 
they have one big thing in common—the same buyer buys 
them. And basically, companies A, B, C and D are all in 
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A BUYER BUYS MERCHANDISE IN ONE OF 3 WAYS... 


the same line of business—selling to buyers. This is the 
basis for the class system of merchandising 

In the business of selling to buyers, every marketing 
function is composed of nine interrelated factors. So the 
merchandising cloak rack has nine series of hooks for 
Classifying the nine factors in a specific marketing situa- 
tion 

When we get down to the hooks by reducing the mar- 
keting situation to its basic fundamentals, the relationship 
Of each factor to the other eight becomes so clear as to 
dictate the broad principles of the merchandising ap- 
Proach 

What do these nine fields of classification cover? They 
2) what class of 


aver 1) what class of buyer buys ( 
goods or service (3) for what direct purpose (4) with 
What demand intensity (5) in what buying mode (6) for 
What fundamental satisfactions (7) where (8) when (9) 
with what frequency and regularity 

Now let us get down to the separate hooks in each 
separate field of classification 

1. What Class of Buyer Buys? There are six classes 
Of buyers: industrial, institutional, commercial, political, 
professional, unit 

@ An industrial buyer is one who buys in connection 
with the prod ction Of fabrication ot goods or services 

@ An institutional buyer is one who buys in connection 
with the ition of an institution 

© A commercial buyer is one who buys in connection 
with operations in the field of trade and commerce 

© A political buyer is one who buys in connection with 
the administration of a government 

© A professional buyer is one who buys in connection 
with the maintenance of a professional service 

e A unit buyer (or ultimate consumer) is one who 
buys for family or individual consumption 

2. What Class of Goods or Service? All merchandise 
fits into one of two classifications: commodity or specialty 

e A commodity is an item of goods or service that has 
no special identity or no special feature, hence no special 
feature other than price. Examples: wheat, iron, coal, raw 
sugar, etc. 

e A specialty is an item of goods or service that has 
a special identity or a special feature, hence a special at 


traction other than price Examples: automobiles, golf 
clubs, magazines, typewriters, etc 

The classification of goods or service is not a minutely 
exact Classification. Merchandise may vary in class all the 
way from an extreme commodity to a semi-specialty to 
an extreme specialty 

For example, wheat is a commodity and Wheaties is a 
specialty. But Wheaties is not as extreme a specialty as a 
Kodak reflex camera. And a Kodak reflex camera is not 
as extreme a specialty as a Coxhead Vari-typer 

3. For What Direct Purpose? There are only three 
immediate purposes for which merchandise is bought: for 
use, for direct resale, for indirect resale 

For example, a student buys a portable typewriter from 
an office machine dealer, who in turn bought the type 
writer from a manufacturer. The student bought the type 
writer for use. The dealer bought the machine from the 
manufacturer for direct resale. The materials and parts 
which the manufacturer procured in order to fabricate the 
typewriter were bought for indirect resale. The plant and 
equipment which the manufacturer purchased when he 
started his business, like the pencils and paper he uses in 
his office, were bought for use 

4. With What Demand Intensity? The desire or 
need to buy goods or services has four degrees of intensity 
emergency, necessity, convenience, luxury 

For example, a young lady had a drawer full of fine 
hosiery. She did not need any more hosiery. But a pair of 
black nylons struck her fancy and she bought them any- 
how. The demand intensity in this case was in the luxury 
category 

Several months later, the same young lady observed that 
her supply of hosiery had run down below the usual quan- 
tity. She made a note to buy some more hosiery on her 
next shopping trip. Which she did. The demand intensity 
this time was at the convenience level 

Now this young lady had a friend who was not so 
fortunate as to have a drawer full of hosiery. In fact, she 
bought her hosiery on a hand-to-foot basis. Actually, she 
owned three pair. And when she wore one out she would 
replace it. Her hosiery purchases were prompted by neces 
sity. 

One night both girls were at a dance when one noticed 
a run in the other's hose. “Settle down in the powder 
room,” she whispered, “while I scout you up a pair.” When 
she found them at a gift counter in the lobby of the hotel 
she bought them. The demand intensity behind this pur 
chase certainly was in the emergency classification 

5. In What Buying Mode? A buyer buys merchan 
dise in one of three ways: by impulse, by routine or by 
deliberation. 

e An impulse purchase is one that is made upon im 
pulse, without premeditation or plan. Example: A young 
man is passing a haberdasher’s window display. His mind 
is far from haberdashery. But wait. The man has stopped 
An attractively displayed necktie has caught his eye. He 
proceeds into the store to buy the tie 

e A routine purchase is one that is made in routine 


t 


fashion. It is a casual, unstudied purchase in which the 


buyer generally follows the dictates of previous habit and 
in which there is a reflex type of relationship between 


the need or want and the routine purchase to satisfy it 
Example: You reach into your pocket for a cigarette and 
find that your supply is exhausted. Without much thought 


you step up to the nearest cigarette counter and mechan 
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ically ask for the brand you have been in the habit of 
buying. 

e A deliberation purchase is one in which the final 
buying decision is the result of thoughtful deliberation 
and logical consideration, often lengthy and thorough in- 
vestigation. Example: A man and his wife decide to buy a 
new davenport for their living room. They read the ads 
in the newspapers. They visit several stores to “look.” 
They listen to all the pros and cons put forth by salesmen 
They discuss the possible selections between themselves 
They may make several shopping tours before they make 
up their minds. Certainly the ultimate buying decision is 
the result of thoughtful deliberation 

6. For What Fundamental Satisfaction? The real 
reason a buyer buys is not to acquire merchandise. The 
groundroot objective is the satisfaction of one or more of 
six fundamental human urges: satisfaction of hunger or 
thirst, satisfaction of sex, satisfaction of the urge for se- 
curity, satisfaction of aggression, satisfaction of elemental 
sensibility, satisfaction of esthetic sensibility 

¢ Satisfaction of hunger or thirst has to do strictly with 
curbing and quenching. Taste is covered in another cate- 
gory. 

© Satisfaction of sex is used here in its broadest, most 
comprehensive sense and includes all the gregarious ten- 
dencies in man. 

@ Satisfaction of the urge for security is a wide cate 
gory, encompassing every aspect of the urge for spiritual 
and physical safety and confidence. 

© Satisfaction of aggression is the urge to move against 
and to overcome obstacles—whether obstacles of nature, 
circumstance, time or space. Although so-called competi- 
tive spirit arises from this urge, satisfaction of aggression 
covers a far broader area. It is present, for example, in 
the thrill of motoring at high speed on an open road 

© Satisfaction of elemental sensibility covers the urge 
for pleasurable, uncompounded sensations of smell, taste, 
touch or physical comfort 

© Satisfaction of esthetic sensibility covers the urge of 
separate factors into congruous patterns of sound, sight, 
smell, taste or touch. The satisfaction we derive from 
painting or viewing a picture, from concocting or tasting 
a sauce, or from executing or watching a well-coordinated 
golf swing is satisfaction of esthetic sensibility 

These six fundamental satisfactions are simple satisfac 
tions, complete in themselves. Although there are some 
satisfactions derived from them which are also simple 
satisfactions, most derivations are compounded 

An example of a simple satisfaction derived from one 
of the six fundamental satisfactions is achievement of 
power. The urge to achieve power generally springs di- 
rectly and completely from the urge for satisfaction of 
aggression 

An example of a compounded satisfaction takes place 
when you eat something you like. You are hungry and 
food appeases your hunger. But the instant you enjoy the 
taste of a hamburger with onions and catsup you are ex- 
periencing a compounded satisfaction derived from the 
combination of three simple satisfactions: satisfaction of 
hunger plus satisfaction of elemental sensibility plus satis- 
faction of esthetic sensibility 

A widely used merchandising appeal is convenience 
Convenience belongs to a special category only indirectly 
related to the satisfaction of natural human urges. Con- 
venience makes its appeal not as a satisfaction but rather 
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as a device for the facilitation of attainment of satisfac 
tions. 

Consider, for instance, the man who buys a power lawn 
mower. The fundamental satisfaction he seeks is a com- 
pound of satisfaction of the urge for security (through 
its derivative, the urge for approval of others) plus satis- 
faction of esthetic sensibility. He is interested in the con- 
venience of the power lawn mower only because it will 
facilitate the attainment of this compounded satisfaction 

People attain the fundamental satisfactions through one 
of two ways: reality or identification 

Jane Doe, the movie star, for example, has attained 
through her successful career most of the satisfactions she 
wants. This is an example of attainment through reality 

Ruth Roe would love to be a movie star. But fate has 
ruled otherwise and Ruth is waitress in a diner. If Ruth 
could be in someone else's shoes, she would pick those of 
Jane Doe. This, of course, is ridiculous 

But Ruth can identify herself with Jane Doe and her 
surroundings by copying Jane's habits, cultivating Jane's 
hair-do, or simply smoking Jane's brand of cigarettes. The 
mechanism of identification may be conscious, partially 
conscious of unconscious 

7. Where? There are four possible scenes where the 
buyer buys: at home, afield, at the buyer’s place of busi- 
ness, at the seller's place of business 

8. When? There are ten classes of possibility covering 
the time of a purchase: specific time of day, specific time 
of week, specific time of month, specific time of year, 
specific time of life, any time of day, any time of week, 
any time of month, any time of year, any time of life 

For example, you generally buy a newspaper at a specific 
time of day; home heating fuel at a specific time of year; 
a wedding cake at a specific time of life; cigarettes at any 
time of day; men’s shirts at any time of year; a photograph 
at any time of life 

9. With What Frequency and Regularity? There 
are five possible classes of purchase frequency and regu- 
larity: at frequent, regular intervals, at infrequent yet 
regular intervals, at frequent but irregular intervals, at 
infrequent and irregular intervals, rarely 

For example, you generally buy a newspaper at frequent, 
regular intervals; home heating fuel at infrequent yet 
regular intervals; cigarettes at frequent, regular intervals; 


men’s shirts at infrequent and irregular intervals; a wed 


ding cake or a photograph rarely 

And so we have examined the merchandising cloak 
rack—9 fields of classification, 43 hooks in all. To repeat, 
in the business of selling to buyers every marketing situa- 
tion is composed of nine inter-related factors. When we 
get down to the hooks by reducing a marketing situation 
to its basic fundamentals the relationship of each factor 
to the other eight becomes so clear as to dictate the broad 
principles of the merchandising approach 

In merchandising, as in medicine, diagnosis comes first 
The doctor does not proceed to “pull” the appendix till 
he is certain of the existence of appendicitis. The mer- 
chandising man cannot manipulate merchandise and tac- 
tics to get the right product to the right place in the right 
quantity at the right price at the right time in the right 
light until he knows: what class of buyer buys what 
class of goods or service . . . for what direct purpose 
with what demand intensity 

. for what fundamental satisfaction where 
when with what frequency and regularity 


in what buying mode 








ALEC 


ALUMINUM SERVICE DRO 


Load for load ALECTRAL aluminum service drop and entrance cable 
is lighter, easier to handle, more readily available and...is less 
costly than copper. The same is true of certain other aluminum types 
such as TIP-TOP® weatherproof (illustrated) and aerial power cables. 
The men who are responsible for specifying conductor materials 
have come to recognize these advantages now more than ever before. 


Perhaps, today, you are confronted with a problem that ALECTRAL 
Aluminum conductors could completely solve. General Cable Corpo- 





ration is the largest manufacturer of insulated aluminum wires and 
cables and is the pioneer in this field. Contact your nearest General 
Cable office for complete information on ALECTRAL aluminum 
wire and cable. 


GENERAL CABLE 


cose Pf? Oo 8 A 


EXECUTIVE OFFICES: 420 LEXINGTON AVE., NEW YORK 17, N. Y.+SALES OFFICES IN PRINCIPAL CITIES OF THE U.S. 


CHECK THESE IMPORTANT ADVANTAGES OF ALUMINUM 
SELF-SUPPORTING AERIAL POWER CABLES 


SIMPLIFIED INSTALLATION GREATER SAFETY 
permits lighter fittings and longer spans. Withstands heavier ice and wind loads. 


|“ REDUCED TREE TRIMMING EXPENSE Y~ CLOSER VOLTAGE REGULATION 
Maintenance costs are lowered and high- permitted by lower reactance of cables than 
way beauty preserved. is normal with open-wire construction. 
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@ MOISTURE-PROOF @ UP TO 600 VOLT INSULATION 
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Blackhawk No. 600 Watertite 

connectors for service entrance 

cable. Smooth, non-rusting cast- nde. 1426 Conduit 
ing with live rubber grommet Blackhawk No. Special high 
for lasting protection, Clean, entrance Caps: esve alumi- 
easy running threads and ta- strength non-c¢ ~ vositive to 
pered point screws for faster auth alloy. Easy seat cap hold- 
noniionen. position. wage clean an 
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FITTINGS AND FIXTURES 


Electrical wholesalers everywhere have found they can rec- 





Su aps 1 >t” ‘ ' . . 5 
Snap" ne en ommend with confidence and sell with profit the B-I Line. 
e 


Every item is uniform top quality, with features for easier and 
faster installation and long service life. You can stake your 


reputation on Blackhawk. Once your customers try B-I they'll 
be back for more. 


Write for Free Catalog 


IMMEDIATE DELIVERY FROM ADEQUATE STOCKS TO ELECTRICAL 
WHOLESALERS ONLY 


oat WHEN YOU BUY ASK FOR B-] 


Blackhawk” BLACKHAWK INDUSTRIES, pusuaue, iowa 


. Entrance Cable Fittings . Staples . Yord Lights . Sill Plates . Locknuts and Bushings . Wire Holders 
ndustries Fluorescent Brackets . Cable and Conduit Straps . Connectors . Box Supports . Conduit Entrance 
ya Cops . Grounding Assemblies. 
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THE GREEN LABEL DISTINGUISHES NEW G-E 40-WATT RAPID-START BALLAST FROM OTHER G-E BALLASTS—NOTE SIMPLIFIED CIRCUIT 


New G-E Lighting Development 


40-watt RAPID-START system eliminates starters 


General Electric first to introduce fluorescent lighting 
in 1938-—now brings you a starterless system giving full, 
rated lamp life. New, electrically matched 40-watt 
RAPID-START lamps and ballasts do away with bother 
some blinking at end of lamp life, give you eye-easy, no 
flicker starts at a touch of the switch! 


Present “‘instant-start’’ 40-watt fluorescent is costly, 
uses a heavier ballast present “switch start”’ is compli Turned On 
cated by auxiliary starters and wiring -new RAPID 
START system features smaller, lighter ballasts at a ENGINEER'S ANALYSIS of oscillograph readings shows fast, no 
lighting cost comparable to 40-watt switch-start lighting. licker pre-heated cathode action of new G-E Rapid-Start. 


General Electric lamp and ballast engineers have again F | 

combined their efforts to bring you a revolutionary de 

velopment in 40-watt fluorescent lighting the volume 

market. For new installations or to modernize old instal 

lations—a sales pius your customers will want! Act to . 

day. Contact your nearest G-E Apparatus Sales Office, } 
or write Section 412-102, for complete information. ; 

General Electric Co., Schenectady 5, N. Y. iis 


G F N E M A L X 7 L r C T R t C NEW G-E BIPIN LAMP, especially developed for fast, pre-heat 


starting, employs complex, triple-coiled cathode, right. 
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Turns up volume 74%, 


What happened recently is really something for the books— 
Sylvania’s books. That was the day Sylvania Electric Products, 
Inc., ran a half-page, full-color ad for their table radios and 
clock radios in The Saturday Evening Post. Two weeks before, 
Victor H. Meyer, Sylvania distributor for the New York area, 
mailed to his dealers promotional material for tying in with 
the Post... briefed them at meetings on how to use it fully. 
They did. The day the ad broke, Post banners and placards 
plugging Sylvania went up in the stores. Results were stagger- 
ing—Sylvania radio sales shot up 74% in the New York area. 
Another example of a Post ad plus Post tie-in making point- 
of-sale IMPACT! 
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facts ABOUT THE NEW A & 
B-9000 SERIES, 4 & 8 FOOT “McKINLEY” 
FLUORESCENT LUMINAIRES 

e 


THE McKINLEY is available in 4 or 8 foot 
units using two lamp bi-pin fluorescent 
lamps. In slimline lamps, it is available in 
4 and 8 foot, two and four lamp units. 


THE McKINLEY is pendant mounted indi- 
vidually or in continuous rows using time- 
saving Pittsburgh “H” series hangers. 


» THE McKINLEY has a rugged chassis. 8-foot 


units need hangers only at the ends. On 
all units, hangers may be installed at any 
point along the raceway to avoid pipes, 
beams and other obstructions. 


a 


WRITE for DATA SHEET 


Bulletin B-9 contains complete 
information and dimensions on 
the new “ McKinley.”” Write for 
your copy today. 





“She McKinley °F _newest addition to 


the famous Pittsburgh 
Presidential Series of Fluorescent Luminaires—is setting 
new high standards for /uminous-indirect luminaires. Beau- 
tiful, modern styling plus high overall efficiencies make it 
truly a creative example of sound illuminating engineering. 

The luminous panels of white, ribbed polystyrene give 
“The McKinley” high reflectivity with low surface bright- 
ness and produce a luxurious quality of illumination. When 
lighted, the luminaire blends into the ceiling since its bright- 
ness and that of the ceiling are almost equal. 

“The McKinley” more than meets the brightness spe- 
cification of the Illuminating Engineering Society, the 
American Institute of Architects and the American Standards 
Association. 


PUTT SBU hGH 
REFLECTOR COMPANY 


407 OLIVER BUILDING + PITTSBURGH 22, PENNSYLVANIA 
Manufacturers of Fluorescent and Incandescent Lighting Equipment 
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INAS 7 


72 JAISFIHOT 


DRIVING FURTHER 


CRAIG WOOD, AMERICAN, PLAYING IN 


THE 1938 BRITISH OPEN ON THE FAMED 


ST. ANDREWS COURSE, SCOTLAND, 
DROVE A BALL 430 YARDS 

UNAIDED BY WIND OR ROLL ON HILL, 
FOR A DISTANCE RECORD 


JENKINS 


GUARANTEED FOOTAGE 


You get full measure with 
every roll. Tapes up tight 
and snug to the last inch. 


NO WASTE 
All Gold Seal Friction Tape 


tears evenly, does not ravel, 
molds to uneven surfaces. 


HIGH DIELECTRIC 


Less Gold Seal Tape needed 
per job. No pinholes; one 
tape thickness insulates. 


LASTING “TACK” 


Gold Seal sticks to the job 
under toughest conditions 
of cold and moisture. 


EASY HANDLING 


Gold Seal does not peel, 
dry out or smear the 
hands in hottest weather. 


SPEEDS THE JOB 
Linemen and electricians 
prefer Gold Seal Tape. It 
saves time and trouble. 


STOCK AND SELL GOLD SEAL TAPE 


for fast turnover — for steady profit. 


FRICTION AND RUBBER TAPES 


In either 10-roll cartons or single rolls. 
Every roll sealed in cellophane, stays 
fresh. Jenkins Bros., (Rubber Division), 
100 Park Ave., New York 17. 


Jenkins Bros. also make Diamond Seal Friction and Rub- 
ber Tapes which meet ASTM and Federal Specifications, 





A PRODUCT OF JENKINS BROS. « « MAKERS OF FAMOUS JENKINS VALVES 
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THROWS MORE LIGHT ON YOUR 
CUSTOMERS’ LAMP PROBLEMS 


—————— 





by 
AR on ' 
WASTE __ Sager 


RKING DATA 
LeTE FILE OF WO 
— FOR APPLYING 


PLANHED 
|. CLEANING PROGRAM 





y 9 anon ae | 


Gas 
ra 


means THE BEST 





ee 


RESULT... MORE VOLUME AND PROFIT FOR YOU IN CHAMPION LAMPS 


Your customers and prospects are not filing away this 
File. They’re using it actively and constantly, because it’s 
rated the best, single-package source of information on 
lamp maintenance available today. 


That means you can sell ’em more lamps, better lamps, 
CHAMPION Lamps. 


CHAMPION LAMP WORKS 


Lynn, Massachusetts 


A DIVISION OF CONSOLIDATED ELECTRIC LAMP CO 
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EXPLOSION 
PROOF 


CLASS I, GROUPS C &D 


For greater safety in hazardous 
locations wherever flammable ma- 
terials are made or used. A com- 
plete line is available in pendent, 
ceiling, bracket and hand types — 
from 100 Watts through 500 Watt 
sizes. Standard conduit bases per- 
mit interchangeability of reflector 
globe assemblies. 


WRITE FOR 
CATALOG No. H-4% 61 


Industrial 


a hee , 1 t k 


= ae U i i) 


ee 


DUST-TIG S T 
CLASS li, GROUPS E, F&G 
_ AND CLASS ili 
For hazardous locations where 
flammable or explosive dusts are 
present. Streamlined design pre- 
vents dangerous accumulation of 
dust particles. Two exclusive de- 
sign features facilitate easy clean- 
ing and relamping. Standard 
pendent and junction box bases 
accommodate any style of fixture 
— globe — assembly interchange- 
ably in either 100 Watt or 200 
Watt sizes. 

WRITE FOR DATA SHEET No. 7151- 31 


FIXTURES 


e 3 Complete Lines 


meet every safety 


lighting need! 


DUST-TIGHT 


VAPORTIGHT 





For efficient illumination and max- 
imum indoor and outdoor protec- 
tion against non-inflammable 
gases, vapors, dusts and moisture. 
A complete line available in pend- 
ent, ceiling and bracket types from 
15 Watts through 500 Watt sizes. 
Bases remain vaportight when 
globes are removed or broken in 
service. 


WRITE FOR CATALOG Ne. 9048.81 


R&S also makes a complete line of marine fixtures and fittings 


RUSSELL & STOLL 


PRECISION-BUII 
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T ELECTRICAL EQUIPMENT 


~SINCE 1902 





ENCLOSED UNITS TAKE CARE OF MOST INDUSTRIAL APPLI- 
CATIONS 
general purpose and semi-dust-tight designs. Others are: flush 
mounting, water- and dust-tight types. Automatic tripping is 
clearly indicated by the handle which assumes a position be 
tween the easy-to-see OFF and ON positions, No elements need 
he replaced to clear faults. 

Enclosed breakers range in size from 15 to 600 amps where 
listribution of low voltage current of 125 to 600 volts a-e or 


[wo popular enclosed circuit breakers are these 


125 te 250 volts d-e is required 


INDIVIDUAL BREAKER UNITS HANDLE UP TO 600 AMPS -— 
Trumbull circuit breaker units are encased in rugged black 
molded phenolic, all with quick-make, quick-break toggle 
mechanisms that are trip-free. Higher ratings (over 100 amps 
ill use interchangeable thermal-magnetic trips adjustable over 
a wide range of current without affecting thermal trip points 


For general purpose 
lighting and industrial 
power circuits 


A complete line of circuit breakers 
gives AUTOMATIC PROTECTION 


klectrical distributors and contractors every where are 
recommending the use of a completely modern device to 
obtain overcurrent and short-circuit protection automati- 
cally. That device is the circuit breaker—a completely en 
closed, non-tamperable unit that combines the function of 
a circuit protection device and a switch. 

lhe breaker line that exactly suits virtually any require- 
ment that you'll ever come across is the Trumbull line 
complete from 10 through 600 amps in double- or three- 


pole construction. and through 50 amps in single pole 


“gt 


TYPE TQL PLUGS INTO LOAD CENTERS AND PANELBOARDS 


It’s the first plug-in circuit breaker made that’s quick-mak« 


quick-break—the unit used in the new Trumbullite load cen 
ters, Trumbullite panels and NLTQ panelboards. Ratings: 
10, 15, 20. 30, 40 and 50 amps; single-pole, 125 volts a-« 
Non-plug-in Type TQ breaker with solderless connectors is 
available in the same ratings as the TOL and is ideally suited 


for panelboard installations 


Remember. when you recommend or install Trumbull Circuit Breakers you recommend an eas\ 


to-install, non-tamperable unit that assures faster clearing of overloads and short circuits 


Write for descriptive bulletins on Trumbull Circuit Breakers 


TRUMBULL 


ELECTRIC 


DEPARTMENT OF GENERAL ELECTRIC COMPANY 
PLAINVILLE, CONN. 








IMPORTANT 
PROFITS! 


And a good way to 
build tape volume is 
to make Accurate 
your complete tape 
department. Three 
reliable tapes na- 
tionally advertised 
throughout the elec- 
trical industry. 


accuRATE 


| Plastic Tape 
a 


reducing 
Offers 9 bulk-re thin 


for use 


tic tape 's practical. 
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ACCURATE RUBBER TAPE 


Features high elasticity, excellent cohe 
sion, high dielectric and super aging 
qualities. Available in Standard and 
A.S.T.M.-A.A.R. grades. 


ACCURATE FRICTION TAPE 


High grade rubber carefully compounded with 
finest cotton base provides maximum mechun- 
ical protection for every wrap. Made in Stand 
ard and A.S.T.M. grades. 


»-.no finer tapes at any price! 


For big wiring jobs or small, Accurate is the choice for positive 
tape protection. Both friction and rubber are strong, pliable, easy 
to apply. Accurate tapes make accurate wraps — pull tight and 
clean over irregular surfaces. When you order tape, mention 
Accurate by name. It’s the one sure way to complete tape satis- 
faction. For a complete guide to tape selection and tape buying, 
ask for the new Accurate Data Folder. Accurate Mfg. Company, 
Garfield, New Jersey address inquiries to Dept C. 














Here's why 1-1-E Circuit 


THEY ARE THE MODERN WAY TO GUARD VITAL 
LIGHTING, POWER, AND DISTRIBUTION CIRCUITS 


THEY OPEN UP BROAD, NEW, SELECTIVE MARKETS 


THEY GIVE YOUR CUSTOMERS IMPORTANT, LASTING 
OPERATING BENEFITS: 


POSITIVE PROTECTION 
Thermal time-delay trip (1)—provides * 


overcurrent protection. Prevents circuit 
interruption on harmless overloads. 


Magnetic instantaneous trip (2)—assures 
split-second tripping on short circuits. 


Rugged over-center toggle mechanism (3) 


—assures quick-make, quick-break opera- 
tion under all circuit conditions. 


Silver alloy contacts (4)— Breakers will 
carry full-rated load indefinitely with- 
out overheating. 


contact life. 


Common connecting arm and tripper bar 
(6)—All poles operate simultaneously. 
Prevents single-phasing of motors. 


Magnetic arc chute (7)—extinguishes arc 
immediately. Provides high interrupt- 


ing capacity. 
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I-T-E CIRCUIT BREAKER COMPANY ° 19TH 


Canadian Mfg. and Sales: Eastern Power Devices, Ltd., Toronto 











Breakers are always in demand 


Solderless pressure wire connectors (8)— provide 
firm, lasting connections. 


Repeated electrical tests—assure continued 
calibration accuracy. 











SWIFT RESTORATION OF SERVICE 

Three-position handle (9)—indicates at a glance 
whether breaker is ON, TRIPPED, or OFF. 
No parts to replace when breaker opens on 
overload. No specialized personnel required to 
restore service. Anyone can quickly reset breaker. THERE'S AN I-T-E CIRCUIT BREAKER 


FOR EVERY APPLICATION — 





SAFETY FOR PERSONNEL 
Trip-free over-center toggle mechanism design 
(10)—Breaker cannot be held closed on overload. 


Enclosed case (11)—Sealed to prevent tamper- 
ing. Protects personnel from live parts. 


Indoor and outdoor... 





in four types of enclosures... 


available with auxiliary devices for special 
applications. 


OUTSTANDING ECONOMY I-T-E IS STILL APPOINTING DISTRIBUTORS 


One initial cost—nothing to replace. Ask your local I-T-E representative to explain 
the advantages of an authorized I-T-E dis- 
tributorship—and how it will pay off for you. 
Tough bakelite molded case and rugged con- Ask him for a copy of our comprehensive 
struction features—assure long, economical, 80-page Speedfax Catalog. It contains detailed 
trouble-free operation. information about the wide I-T-E line. Full 
of illustrations, specifications, dimensions, 
and prices. 


Easy installation. 


AVAILABLE IN RATINGS FROM— 


10 to 6,000 amperes continuous 
up to 600 volts a-c, 250 volts d-c 
up to 100,000 amperes interrupting capacity 








4) 


AIR CIRCUIT BREAKERS 


AND HAMILTON STREETS, PHILADELPHIA 30, PA. 
Export Sales: Philips Export Corporation, New York 17, N.Y. 





THIS COMPLETE LINE meets eveRY NEED FOR 
DRY TYPE — AIR COOLED 


TRANSFORMERS 


@ Name your transformer requirement, 
there's an Acme Electric design to do the job exactly. 
Whether the application is to eliminate double 
iis aia iss Design A — 1/ 10th to 2 KVA. Class 


wiring, distribute power at high voltage, provide Sete ere a” 60°C tasclatien, Siawy ‘Gaby, 
3-wire secondary circuits, operate 120 volt equip- may be mounted vertically or 
horizontally 


ment from power circuits, boost voltage, balance 


voltage or insulate circuits. Acme Electric dry type 


transformers provide an economical way of solving 


the problem. 


Available in capacities from 1/10 KVA to 167 KVA 
single phase and 9 KVA to 500 KVA 3 phase. 
Design C — Compact, with 


This capacity range meets the needs for 99% of mounting feet an integral part 
of housings may be installed 
vertically or horizontally. Class 
‘A” insulation 55 C temperature 
rise. | KVA to 10 KVA, 


all applications 

The all-steel construction results in more capacity 
per pound, greater efficiency and long trouble- 
free service. 

There are hundreds of sales opportunities where 
you can supply profitably Acme Electric dry type 
transformers. 


Acme «it~ Fleetrie 
Design G—Totally enclosed in shock 


ACME ELECTRIC CORPORATION proof steel case. For indoor or 
679 WATER ST. CUB A, N. Y. outdoor service. Wall or platform 


installation, Class “B" insulation. 3 
KVA to 10 KVA 





DesignjJ — Full 
enclosed, drip proof 
for floor or platform 
mounting. Class ‘‘B” 
insulation only, 80° C 
temperature rise. Up 
to 167 KVA, 


Design F— For three phase service. Enclosed type 
with drip proof covers. Class ‘'B’’ insulation. Capacities 
up to 500 KVA 
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- MAXIMUM PROTECTION AND LONG LIFE - 


CRESCENT 


IMPERIAL NEOPRENE 





TYPE W-600 VOLT CABLE 
For use with heavy duty, portable equipment 





TYPE SH-D 5000 VOLT TRAILING CABLE 
For supplying power to electric shovels, dredges, etc. 


SZ WIRE and CABLE 
CRESCENT INSULATED WIRE & CABLE CO. 


TRENTON, NEW JERSEY 
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NEW SALES OPPORTUNITY 


Large area light source, very shallow, 
highly stylized. 


Priced comparably to standard width 
fixtures. 


Shipped completely assembled in one 
carton, ready to install, installation costs 


reduced to minimum. 


Each louver removed separately for 
jiffy-quick cleaning. 


Can be surface, suspension, or recess 
mounted. 


Fixtures can be joined endwise or side- 





These AREALUX features will sell contractors 


wise, or both, for large interesting 
panels of light. 


As a louveral system AREALUX is com- 
pletely self-contained, the first unit of 
its kind. 


Highly efficient when used individually 
Or in various combinations. 


Perfect alignment is provided by in- 
genious hanger arrangement and acces- 
sories with AREALUX. 


Completely wired with E.T.L. and U.L. 
approved ballasts. U.L. approved and 
1.B.E.W. A.F.L. Union Label. 








FOR WHOLESALERS 


Wee 


er 


en _ 
pea 


{‘ 


In your territory there is a lot of very 
bad lighting. Especially is this true of 
large, massive interiors and high-ceiling 
areas. The trouble is that old-style nar- 
row fixtures, which have been standard 
up to now, simply cannot do the job. 


Your customer, the electrical con- 
tractor, knows this. The architect 
knows this. The electrical engineer 
knows this. The result is an ever-grow- 
ing demand for panel, louverall and 
grid lighting. Now, at last, LPI answers 
this demand with AREALUX—a new 
and original invention that promises 
to produce carloads of new business for 
wholesalers everywhere. 

Here’s what you've been waiting for 
— something NEW, DIFFERENT, 
BETTER that you can get behind and 
push with real enthusiasm. 


Here is a great selling point 

Every contractor knows that cleaning 
costs is a matter of serious concern to 
his customers. The new AREALUX is 
100% cleanable, as you will see in the 
two photographs below. 

The panels, after being easily un- 
hinged from the fixtures, are laid on 
the table face up, and then each louver 
comes out with finger-tip pressure. 

The now famous LUV-R-LOK makes 
possible this new LOW in cleaning 
costs. Think of it! The time needed for 
cleaning the entire AREALUX fixture 
is only 5 to 10 minutes!—about 1/10 
the time and effort of an old-style fix- 
ture of equal size. 

Finally—and this is a selling point 
that will appeal strongly to your cus- 
tomers—LPI AREALUX is extremely 


> @ 


; aN. 


easy to install, It is shipped completel 
assembled in one carton, ready to in 
stall—and that means money én th 
contractor's pocket in these days o 
high labor costs. 


Write for FREE Catalog: 


LPI’s new catalogue—"New Ideas id 
Fluorescent Lighting’—contaigs ful 
information regarding the AREALUX] 
installation data, photometric details 
assembly instructions, full des¢riptiog 
of technical features. Graphically illus 
trated with photographs and diagram 
Write on your letterhead for you} 
FREE copy—now. Ask for Catalogu 
No. 50-E. : 


LIGHTING PRODUCTS, Inc. *ii105" 


wi 


i 





New G-E Rapid Start lamp needs 
no starter, cuts maintenance 


This is good... 


IN THE NEW RAPID START lamp circuit G-E has been 
able to eliminate the starter required in standard lamps to 
pre-heat the cathode. For that reasen, maintenance is even 
easier, more economical than before. 


This new General Electric Rapid Start lamp was made 
possible by two G-E developments: an improved triple-coil 
cathode that replaces the double coil in standard fluores- 
cent lamps, and a Rapid Start ballast. Together, they give 


This is better... 


General Electric Rapid Start lamps almost instant starting 
and smooth, simple operation 


G-E Rapid Start fluorescent lamps are rapidly becoming 
available. Many leading fluorescent lighting fixture manu- 
facturers are incorporating the new lamps and ballasts in 
their latest equipment. These two newest developments ot 
G-E research are another reason why you can expect the 
best value from General Electric fluorescent lamps. 


You can put your confidence in— 


GENERAL @@ ELECTRIC 
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YOU CAN BUILD UP 


PLENTY 


OF SALES—AND MAKE 
PLENTY OF PROFIT—without 


tying up space or money in inventory 
when you handle CAST BOXES by HOPE 


H1200 TYPE © 164 SIZES 
Surfoce mountd 


H7000 TYPE * $1 SIZES 
Flush mounted 


H8000 TYPE * 87 SIZES 
Surface mounted 


2 An 
Profitah, Je PPO 
Cust, Sal, 


es n 
a xes 
NY need lor nn 4 


H3200 TYPE + 128 SIZES 


Surface mounted 


H6000 TYPE * 84 SIZES 
Surface mounted 


. . . AND EVERY ONE OF THEM MADE OF CAST IRON, HOT DIP GALVANIZED 


JUST PASS THE ORDER ALONG 


-—we'll handle it promptly 


You can supply your customers with hundreds of standard sizes 
and types of cast products finished in hot dip galvanized 


out- 
let boxes and fittings, junction and pull boxes, hinged cabinets, 
terminal boxes and explosion housings — when you handle Boxes 
by Hope. You can quickly meet their requirements for special 
drilling and tapping, for bosses for extra thickness, for interior 


mounting buttons, out-of-the-ordinary gasket materials. 


AND. .. you can do all these things without tying up a square 


inch of shelf space — or a single dollar in capital! 


Just take your customer's order for standard or special cast 


boxes — and pass it along to Hope. Our policy, of course, is 
100% distribution through distributors, and our discount 


margins allow you a favorable profit 


REMEMBER, TOO, that Boxes by Hope build repeat business be 
cause their construction of strong, dense cast iron assures long 
Hot dip galvanizing combines 


All Boxes 


life and ease of machining. 
excellent protection with attractive appearance 


made by Hope are weathertight 


GET THE FACTS ON THE LINE OF BOXES BY HOPE-—MAIL COUPON FOR 26 PAGE ILLUSTRATED CATALOG LISTING STANDARD SIZES AND TYPES AND CUSTOM MODIFICATIONS 


Name 


Hope Electric 
338 Wilson Avenv 


GENTLE 


| Products Co-. 
: e, Nework 5," 5 s by 
‘ a catalog of Boxe y 


Title 


Hope. 


MEN: Please send me y 


Company 


ELECTRICAL PRODUCTS CO., INC. 


338 Wilson Ave, Newark 5, N. J Mitchell 2-4426 
City 
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Street Address 
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ALL ROEBLING WIRES AND CABLES 
are packaged with utmost care to assure 
protection against damage during shipment. 
Reels are constructed with reinforced, plied 
heads, in accordance with IPCEA specifica- 
tions and they exceed these specifications in 
both strength and rigidity. Wrappings and 
cartons, also, are made of finest quality ma- 
terials for extra ruggedness and durability. 
And on top of that, distributors find that 
Roebling’s larger, easy-to-read labels are a 
big help to instant and accurate identifica- 
tion of wire and cable types and sizes. 
Details such as these are typical of 


Roebling’s firmly established policy to pro- 
duce an electrical wire and cable line that is 
ideal for wholesale distribution. This policy 
includes giving wholesalers a top quality 
wire or cable for every purpose. ..the main- 
tenance of strategical sources of supply . . . 
continuous full-page, colorful advertising 
directed to all your customers and prospects. 

Even under today’s conditions, whole- 
salers can look to us for all possible coopera- 
tion. Write for information about Roebling 
distribution in your territory. John A. 
Roebling’s Sons Company, Trenton 2, New 
Jersey. 
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-AND LABELED FOR READING! 


,; 
3 | © © © | GOOD PRODUCTS. Using the most modern 
ae oa {2 equipment, the Roebling Wire and Cable Lab- 


+ 
| oratory is constantly developing and testing new 
methods of producing the finest of products. 











COMPLETE LINE. When you sell Roebling wires 
and cables you have a type that meets all of 
your customers’ transmission, distribution and 
service needs. 








WELL ADVERTISED—WELL KNOWN. Every 
month of every year your prospects are told 
about Roebling wires and cables in full page, 


color advertisements in a host of publications. 





ENGINEERING ASSISTANCE. Help a customer 
and you win a friend. Technical assistance by 
Roebling engineers is available to you and your 
customers whenever needed. 
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Elmer Lowenstein and Carl 


town distributor 


'S 


Reiter. Now this resort 


at it 12 months each year 


Molding a Seasonal Marke 
Into a Year-round Business 


resort town 1 


paradise, b h_ place 
t© ¢ 


The 


operations facing the problems of 


irry on isiness 


Franklin started 
Serv 
ing a territory 


bulk ot 


which id tO squeeze 


the twelve business 


snort summer 


into a f 
short time between May 


and 


dle of September, with ¢ 
ality of a train dispatcher 
industry had to pace its ¢ 
promotions, 

effort, to a U 

sales thumping throughou 
tory 


Through the however, Frank 


years, 
lin Electric Co. has had the satistact 
of seeing its territory expand to 

a large portion of south Jersey 


134 


has seen the area it serves, particularly 
Adantic itself 


toward ex panding operations especially 


City take great strides 


luring the winter season 


Franklin has grown with the area. It 


now has one of the most complete 


howrooms in south Jersey and 
ped to supply everything from 
power panels and heavy construction 


supplies to the top lines of electric 


housewares 


e Here To Stay—The average Acian- 


City businessman will admit the 


tcomings of the area, but will add 
yhatically that he expects to be do- 
business at the same old stand 20 


years from now—taking advantage of 


the expected continued surge of de- 


velopment in the area. Anyway, that's 


way it is with Elmer Lowenstein, 


president of Franklin Electric Co., a 
in the electrical dis 
Atlantic 


household word 


industry of City 


1919 


tributing 
N. J. 


Just 


since 
by boardwalk roll 


ing chair from NAED's convention 


a short ride 


headquarters, Franklin Electric Co. is 


surrounded by the main industry of 


the resort city—hotels for the accom- 
modations of tourists. Just two blocks 


away is “the Beach at Atlantic City, 


mecca for thousands of vacationers, big 
city businessmen, conventioneers, etc., 
whose bustling presence is the life 
blood of the city’s existence 

We've often thought of moving 
from Atlantic City to some stable in- 
dustrial area, as has everyone else at 
Lowenstein said, 
but we won't. Atlantic City is a won- 


some time or other, 
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dertul place—it gets into your blood, 
I guess.” 

e Sale—Storage Space—Because of 
rapid expansion, Franklin is presently 
faced with a shortage of space and 
parking area. Its warehouse space is 
packed to the bursting point, and 
sometimes even the 
into 


sales area is 


pressed service as temporary 
storage space 

There's hardly working 
space to move around in here,” Lowen 


stein admits, 


enough 


but we anxiously look 
forward to the time when we can move 
to a more suitable headquarters 
Franklin Electric Co. owns the build 
ing in which it is presently located 
Maybe it’s the lack of adequate 
working area that makes Franklin Elec 
tric so determined to keep its stock 
moving as fast as possible. If that’s 


the reason for the active 


company’s 
leadership in cooperative promotions 
sponsored by leading manufacturers 
then their space problem is a blessing 
in disguise 

e NAED Tie-in—Only a few months 
ago, the company participated in a 
city wide promotion of sun lamps. It 
was a joint cooperative effort between 
distributor, dealer and the local util- 
ity, Atlantic 


which 
paved the way for still another pro- 


City Electric Co., 
motion a month later on portable and 
casement-type window fans. This pro- 
motion with the 
NAED Atlantic City 

The local utility company, The At 
lantic City Electric Co., 


tied in perfectly 


convention in 


was contacted 
by Lowenstein and asked to tie in with 
a tan promotion by donating its win 
dow for Callum 
Anderson, manager of the newly cre- 
ated Atlantic City 


display purposes 
Division, saw the 
Opportunity here of promoting more 
dealer sales through this united effort 
and furnished outstanding cooperation 
with the organizers 

The W. W. Welch Co supplied the 
display materials—fans, display boards, 

William Gill, a 
member of the utility’s staff, handled 
all the details of the art work for the 
window display 


posters, etc.—and 


James Tynan co-ordi 
nated the display activity in the elec- 
tric Company showroom 

e Evidence of Impact—During the 
weeks in which the utility display ran, 
distributor re 
action to the promotion was hearten- 


consumer, dealer, and 


ing. Once the ball was rolling, the im- 
pact of a combined and well organized 
promotion was apparent to everyone 
Eventually, a majority of the distrib 
utors and dealers serving the area was 


FRANKLIN ELECTRIC has seen the area it serves take great strides toward 


expanding operations, especially during the winter season 
reflects Franklin's growth with the time 


of the most complete in south Jersey 


Its showroom, one 


FAN DISPLAY in window of Atlantic City Electric Cc the local utility 


conceived by Franklin Electric as a possible forerunner t 
Window display and promotion received acclaim from all sé 


represented in the promotion 

Dealers took advertising space in 
the daily newspaper, along with the 
utility whose ads appeared simultane- 
ously in the same edition. Franklin 
Electric cooperated with the dealers in 
this advertising campaign by paying 
for its part of the advertising Costs 

According to Lowenstein, utility and 
m inufacturer cooperation in the At 
lantic City area during the running 
of this fan promotion proved con 
clusively that both cam work together 
profitably in a united effort. “It showed 
the electrical industry in Adlantic City,” 
he said, “that it is capable of establish- 
ing the best possible relations at the 
most opportune moment 

After the successful completion of 
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yearly fan promot 


tion of the indu 


this year’s fan promotion, Lowenstein 
declared that the industry is thinking 
seriously of continuing tne progr im 
next year possibly using that medium 
as the kick-off for future fan seasons 
This one display of industry co 
operation within Atlantic City could 
be the forerunner of many similar pro 
motions aimed at making the electrical 
industry more profitable on seasonal 
items. Certainly, it is an indication that 
the city reacts to a well Pp tblic ized pr 
Same 


motion in just the way as any 


other average town—seasonal or no 


“At 


there’s nothing like a successful sales 


any rate,” Lowenstein admits 


campaign to stimulate constructive ac 


tion and make the various segments 


of the trade forget petty differences 
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THE 69TH REGIMENT ARMORY 


furniture show) 


(shown above during a 
will be the site next month of the National 


Electrical 


Industries Show 
Seventy-eight manufacturers will exhibit their products 


New York’s first in 15 years. 


EEWA Sponsoring Exposition 


OR the first time in fifteen years, 


wholesale salesmen - 


electrical 
particularly those in the East—can 
attend a national trade show in New 
York City 
The National Electrical 
Show will be held in New York's 69th 
Regiment Armory from October 21st 
to October 24th. Seventy-eight electri- 
éal manufacturers are to display their 
latest materials, equipment, and devel- 
Opments for the benefit of everyone 


Industries 


Connected with the industry as well 
as for the general public 

The show, sponsored by the Eastern 
Electrical Wholesalers Association, will 
be open from 2-10 p.m. and will de- 
vote each night of the exposition to 
one of the special groups interested 
e Evening Programs—On Tuesday, 
October 21st, programs will be pre 
sented of particular interest to elec 
trical contractors. Wednesday evening, 
the show will concentrate on electrical 
engineers. The architects program 1s 
scheduled for Thursday evening, and 
the final day, Friday, October 24th, 
will be “Open House” with the show 
playing host to leaders in the industry 

Extensive plans for this largest of 
all electrical industries show ever to 
be held in New York have been for 


mulated and carried through by a com 


mittee of wholesalers under the direc- 
tion of Thomas M. Gopsill, managing 
director of the Eastern Electrical 

The commit- 
Henry J. Baitinger, 
Baitinger Electric Co.; B. D. Bloom, 
Wholesale Electrical Distributors Co.; 
M. Starobin, Bridge Plaza Electrical 


Wholesalers Association 


tce consists of 


Supply Co.; George Lichtenstein, Gar- 
field Electrical Supply Co., Inc.; Henry 
Krug, Reliable Electrical Supply Co.; 
and Leo Siegel, Hobb Electrical Supply 
Co., Inc 

Special awards will be made for the 
best-designed lighting fixtures on dis- 
play at the show. Designs are to be 
a committee of the Amer- 
(New 
headed by Morris 
Others on the 
Gordon 


judged by 


ican Institute of Architects 


York 


Lapidus, 


Chapter ) 
noted architect 
committee are Jed Reisner, ] 
Carr, and Jose Fernandez 
The National Elec 
Show will 
contests in connection with the exhibi 
tion. A 
the engineering schools of three uni 
New York 
metropolitan area to select the best 
essay on the ‘Adequate Wir- 
American Homes Busi 
The prize will be a $25 bond 
ind an introduction to one of the top 


© Contests, Too 


trical Industries run two 


contest is now under way in 


versities located in the 


he subject 
ing in and 


ness 


executives in one of the large New 
York electrical firms, with an opportu 
nity for future employment, if the win 
ner should desire 

Judges for this essay contest are 
Dominick F. Paduano, commissioner, 
Department of Water, Gas and Elec- 
tricity, City of New York; Thomas M 
Gopsill, managing director, Eastern 
Wholesalers 
James D. Lynett, superintendent, New 
York Bart 
Green, and 
chairman, Department of Water, Gas 
and Electricity, City of New York. The 
final date for entry in this contest will 
be October 3rd 


Electrical Association 


Fire Underwriters; and 


administrative assistant 


The other contest will be concerned 
with the lighter task of selecting the 
prettiest girl employed in the elec- 
A $100 bond will be 


presented to the comely winner on the 


trical industry 


opening day of the exposition 
¢ Know-How on Hand 


turers’ representatives will be on hand 


Manufac- 


to answer any and all questions about 
the wares exhibited. This should inter- 


est curious salesmen who may have 
many questions demanding precise an 
swers. The show will bring direct con 


betw een 


man to create a better 


tact manufacturer and sales- 
inderstanding 


of mutual problems 
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What EEWA's Committeemen Have To Say about the Show: 


Henry }. Baitinger 
President 
Baitinger Electric Company 
Sales people in general have become 
sluggish in sales presentations because 
they don't know their products. This 
show will bring in customers, get sales- 
men better acquainted with the mer 
chandise they can expect to sell, point 
out new ideas in wiring and show en- 
and 
this 


architects, wholesalers 


they 


gineers, 


contractors how may use 


more detailed knowledge 
of this show depends on the amount 


‘he success 


of salesmen turning out for it. | would 
like to suggest to sales managers that 
for their sales 


they make it a must 


people to attend the Exposition 


Leo Siegel 
Treasurer, Sales Manager 
Hobb Electrical Supply Co. 


obtain 
a good education in 


The salesman can from this 


show the latest 


electrical equipment, courtesy of the 
manufacturer. Consumers and dealers 
will see the newest developments in 
the trade. The show will appeal to a 
wide range of interested people from 
the wholesaler to the general public 
The presentations will be diversified 
and well explained. The salesman, in 
particular, will find in this show the 
answers to many questions that come 
up when he is selling. Customer ac 
ceptance will be hastened by the ex 
hibition, I am certain. Public familiar 
ity with the new lines of equipment 
is one goal of the show. It is my earn 
est opinion that this exposition will 
create a stronger link in the existing 
bond between and 
the distributor. At 
dustry can point with pride to the fact 


the manufacturer 


last our great in- 
that we too have felt proud enough 
of our enterprise to show it off to the 
great city of New York. I feel 
that this exhibition will be a huge 


sure 


success and will ultimately benefit the 


entire electrical industry 


Tom Gopsill 
Managing Director 
Eastern Electrical Wholesaler’s Assn. 


This show will exhibit the newest 


developments in electrical equipment 


and appliances and will present the 


standard brands story to the salesman 


and his potential customer. It will en 
salesman and 


the wholesaler’s 


sales managers to meet with the mani 


able 


facturer directly and to learn how to 


products for maximum 
the 


sromote the 
The exhibition 
an Opportunity 


sales will give 


salesman to introduce 


his customer contractor architect 
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engineer, etc 


trical line wit 


The 
the 


sale sman 
best 


manufacturer, read 


source 


are also trying 


young men wi 


ture lead 
show 


of ct 


men today 


ers 
This 
many 


M. Starobin 
Vice President, Sales Manager 
Bridge Plaza Electrical Supply Co 
Ther ‘ t i f S “ 
this type 


ustry 


tending t! 
gineering 
tional Ele 
salesn in espn 
gain an 
factu 

the prod 
he can le 
the mer 


benefit | 








EEWA Sponsoring Exposition (cont.) 


B. D. Bloom 
Partner 
Wholesale Electrical Distributors Co. 
National Electrical Industries 
Show will give salesmen a chance to 
get information straight from the man- 
ufacturers. Methods of selling and han- 


“The 


dling the products as well as display 
and promotion will be available. Sales- 
men can inspect all these products and 
examine the newest materials for sell- 
ing them. They can even bring along 
regular and prospective customers to 
look over the new lines and methods.” 


Henry Krug 
Partner 
Reliable Electrical Supply Company 
The most important phrase in any 
business is, ‘If you show it—you sell 
it.’ This our business 
and always will. With new items com- 


ing out every day, the trade must be 


holds true in 


shown not only the new items, but get 
re-acquainted with the old ones that 
people take for granted. A show like 
ours is the answer and will definitely 
generate a new spark of prosperity in 
the electrical business.” 


George Lichtenstein 
President 
Garfield Electrical Supply Co. 
“This will be primarily an industrial 
Manufacturers need not be afraid 
show idea. 
Most of the large manufacturers have 
already joined the campaign to pro- 
mote the exhibition and get their ideas 
This show will exhibit the lat- 
est developments in electrical equip- 


show 


of the ‘newness’ of the 


across 


ment; new and improved methods of 
wiring; and new products that will be 


demonstrated by manufacturers.” 


Exhibitors at the National Electrical Industries Show 


A.J.F. Industries, Inc 

All Steel Equipment, Inc 

Anchor Mfg. Co 

Appleton Electric Co 

Arrow Conduit & Fittings Corp 

Arrow-Hart & Hegeman Electric 
Co 

Atlas Electric Products Co 

Auth Electric Co 

Bent Glass Works, Inc. 

Berns Mfg. Corp 

Bridgeport Switch Co 

Bryant Electric Co 

Buchanan Electrical Products Corp 

Burndy Engineering Co 

Centre Lighting 

Circle F Mfg. Co 

Circulators & Devices Mfg. Corp. 

Columbia Cable & Electric Co 

Crouse-Hinds Co. 

Dossert Mfg. Corp. 

Eagle Electric Mfg. Co 

Eastern Tube & Tool Co. 

Edwards Co. 

Electrical Fittings Corp. 

Electromode Corp. 

Fasco Industries, Inc. 
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Federal Electric Products Co 

Fostoria Pressed Steel Corp 

Gedney Electric Co. 

Gem Electric Mfg. Co. 

General Electric Co. 

General Switch Corp 

Harvey Hubbell, Inc. 

Hope Electrical Products Co 

Ilsco Copper Tube & Products, Inc. 

International Register Co 

Jay Lighting 

Jenkins Bros. 

Killark Electric Mfg. Co. 

Knight Electrical Products Corp 

Leviton Mfg. Co. 

Litecor, Inc 

Magna-Lite—Metalcraft Product 
Co. 

Martens Mfg. Co 

McGill Mfg. Co. 

Murray Mfg. Co 

National Electric Products Corp. 

Nikoh Tube Co. 

Noma Electric Corp. 

North American Electric Lamp Co. 

NuTone, Inc. 

O. Z. Electrical Mfg. Co. 


Paragon Electric Co 

Pass & Seymour, Inc 

Paulding, Inc., John I 

Perfect-Line Mfg. Corp 

Plastic Wire & Cable Corp 

Powder Power Tool Corp. 

Pryne & Co 

Rab Electric Manufacturing 
Co. 

Republic Steel Corp 

Rodale Mfg. Co 

Royal Electric Co 

Slater Electric & Mfg. Co. 

Sperti Faraday, Inc. 

Square D Co. 

Steelduct Co. 

Stonco Electric Products 

Superb Lighting 

Swivelier Co 

Sylvania Electric Products Inc. 

Thomas & Betts Co 

Tork Clock Co 

Triangle Conduit & Cable Co 

Van Cleef Bros., Inc. 

Westinghouse Electric Corp 

Wiremold Co 

Work-O-Lite Co 
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INCREASE CORD SALES... 
BOOST PROFITS WITH THIS 
SALES-WINNING COMBINATION 


MOLD-CURED HAZACORD... 


the toughest, longest-lasting 
flexible cords ever made! 


Here’s a line of greatly improved flexible cords 
that we know to be the sturdiest, most dependable 
ever manufactured. 


Your customers can forget the headaches of 
constant cord failure on portable tools and equip- 
ment. Because when we developed HAZACORD we 
took the toughest kinds of operations and figured 
how and where they caused a cord to break down. 
Then we did something about it! The result is 
HAZACORD... portable cords that will last longer, 
perform better, save money, even under the 
toughest possible conditions. 


Dependable insulation... flexible conductors 
... Strong laterals—all encased in a rugged sheath 
that’s been cured in a metal mold. That’s why 
HAZACORD survives everyday use despite oil or 
grease, heat or flame, abrasion, moisture or 
mechanical damage. 
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«+-and a complete, hard-hitting 


advertising and sales promotion 
program to help you sell ‘em! 


Soon we're going to fire the opening gun in a promo+ 
tional campaign that will cover every type of industry 
in your area. Throughout this campaign your customers 
will be urged to buy HAZACORD through you. 


DIRECT MAIL CAMPAIGN_ five mail- 


ings at regular intervals throughout the | 


Spring, will tell your customers all the 
facts on HAZACORD. 


ENVELOPE STUFFERS. Colorful, at- 
tractive envelope stuffers are available 
to you, for distribution to your own mail- 
ing list. 


NEW HAZACORD CATALOG — Two. 
color catalog, fully illustrated, gives 
complete HAZACORD sizes and specifi- 


cations. 


NATIONAL ADVERTISING_&A series 
of full-page color advertisements in 
electrical magazines, plus engineering, 
contracting and mining papers as well. 


For complete information write to Hazard Insulated 
Wire Works, Division of The Okonite Company, Wilkes- 
Barre, Pa. 

















x add YOUR name to this list. . . 


Join the distinguished ranks of those who will exhibit at... . 


THE NATIONAL ELECTRICAL INDUSTRIES SHOW 


Sponsored by: THE EASTERN ELECTRICAL WHOLESALERS ASSOCIATION 


Partial List of Exhibitors 


*(there is a space for you) 


All Steel Equipment (RACO) 
Anchor Mfg. 

Appleton Electric 

Arrow Conduit & Fittings 
Arrow Hart & Hegeman 
Arrolet 

Auth Eletric Co 

Berns Manufacturing 

Otto R. Bernz Co. 
Bridgeport Switch 

Bryant Electric 

Buchanan Elec. Prod 

Burndy Enaineering 

Circle F Mfa 

Circulators & Devices 
Columbia Cable & Electric Co 
Conduit Pipe Products 
Crouse-Hinds 

. 


Dossert Manufacturing 

Eagle Elec. Mfg. Co. 

Eastern Tube & Tool Co. (ETTCO) 
Edwards Co 

Electrical Fittings Corp 
Electromode Corp. 


(EFCOR) 


Fasco Industries 

Federal Elec. Prod 

Gedney Electric 

General Electric 

General Switch 

Harvey Hubbell 

Hatfield Wire & Cable Co 
Hope Electrical Products 
Isco 

international Register 
Jenkins Bros. 
Killark Electric 
Knight Electric 
Leviton Mfg. 
Litecor 
Magnalite 
McGill Mfg. 
Murray Mfg. 
National Elec 
Nikoh Tubing 
Noma 

Nutone 

O-Z Electrical Mfg. Co., Inc 
Paragon Electric Co 

John |. Paulding Inc. 


Prod 


> here are the facts 





THE TIME: 
THE PLACE: 


THE PURPOSE: 


October 21-24th, 1952 inclusive 


69th Regiment Armory 


26th Street and Lexington 


{ve.. Veu 


Pass & Seymour 
Perfect Line Mfg. 
Plastic Wire & Cable 
Plymouth Rubber Co 
Pyramid Instrument Co 
Pryne & Co 

Rab Electric 

Republic Steel 

Rodale Mfg. 

Royal Electric Mfg 
Slater Electric 

Sperti Faraday 
Square D Company 
Steber Mfg., Inc. 
Steelduct 

Stonco Elec. Prod 
Swivelier 

Sylvania Elec. Prod 
Thomas & Betts 

Tork Clock 

Triangle Conduit & Cable 
Van Cleef Bros 
Westinghouse Electric 
Wiremold 
Work-O-Lite 


York City 


lo exhibit the latest in product development and methods to job- 


hers. contractors, electrical engineers, electrical maintenance engi- 


neers and architects. 





* 
All exhibits will be 


on one floor and 
under one roof. 


* 
NO HIDDEN 
BOOTHS! 











* 
THE SHOW FOR THE 


INDUSTRY — 
BY THE INDUSTRY!! 








All inquiries to American 
Expositions, Inc.. 8 West 
City. Phone CHickering 


1-0697. 


lectrical Industries 


10 St.. New York 


Technical Advisers: 


ORKIN EXPOSITIONS 
MANAGEMENT 
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[rom 
kindergarten 


hush calle. [EYES ARE BRIGHTER 
_LBSSONS LIGHTER 





With GUTH-LIGHT, students enjoy effortless vision. 


The reason: GUTH fixtures provide the right quantity and quality 
of light... plenty of light, evenly distributed to give freedom 
from shadows and glare. 





The result: Normal vision is protected and lessons are easier. 
Students have more energy and better posture. 


Whether you have a kindergarten or college lighting problem, it 
will pay you to contact your GUTH resident engineer about GUTH SEELUX* — 3-ring, 


me m ” 2 u * open-bottom for si 

Precision-Planned School Lighting . . . or write for our School Lighting ; ver bow! lompe with 
eatproo ro 

Catalog. Aluminum** louvres 





*Patent Pending 


**® and Patented, Aluminum Co. of Americo 


September, 1952—ELECTRICAL WHOLESALING 





The RLM Standards Institute Announces its 


1952 ENLARGED EDITION 


of the RLM Specifications Book 


USEFUL 
Latest RLM Lighting Data: 
Coefficient of Utilization Tables 
Light Distribution Curves 
Typical Reflector Shapes 


UP-TO-DATE 
Two New RLM Specifications: 
No. 4 RLM 300-1500-w Porcelain Enam- 
eled Reflectors for High Mounting 
Neo. 40 RLM 300-1500-w Aluminum Re- 
flectors for High Mounting 


HELPFUL 


Clarification of Ballast and Slimline 
Lomp Standards on 
RLM Fi nt S 





Nos. 5, 6 RLM 48” CLOSED END UNITS 
two and three-lamp 

Nos. 9, 10 RLM 48° OPEN END UNITS 
two and three-lamp 

Nos. 22, 23 RLM 48° TWO-LAMP UNITS 
with LONGITUDINAL SHIELD open and 
closed end 

Nos. 7, 11 RLM 60" TWO-LAMP UNITS 
open and closed end 

Nos. 28, 29 RLM 72° OPEN END UNITS 
two and three-lamp 

Nos. 30, 31 RLM 96° OPEN END UNITS 
two and three-lamp 


AUTHORITATIVE 
—- of ond Additions to 





No. 1 RLM DOME REFLECTOR 

No. 2 RLM DEEP BOWL REFLECTOR 

No. 3 RLM SYMMETRICAL ANGLE 
REFLECTOR 

No. 18 RLM GLASSTEEL DIFFUSER 


INFORMATIVE 
Easy-to-Read, Illustrated "Story of the 
RLM Label”: The need for standards in 
Industrial Lighting ... History of the RLM 
Institute iow the RLM Inspection and 
Certification Program works The Im- 
portance of Porcelain Enamel etc 


= ee ‘ 
Pablished as a contribution to the advancement of the Science of 
Industrial Lighting, and as an aid to everyone who buys, sells, 


recommends or specifies Industrial Lighting Equipment. 


You are invited to obtain your compli- 
mentary copy of this latest 
work on industrial lighting equipment 
Architects, lighting engineers, electrical 
contractors, etc. recognize the RLM 
STANDARD SPECIFICATIONS BOOK as an 
authoritative aid in the specification, 
recommendation and purchase of indus- 
trial lighting units. It is the only indus- 
trial lighting book which helps evaluate 
lighting units in terms of illumination, 
construction and performance standards. 
Further, the rim Specifications Book 
provides ready-made specifications which 
assure industrial lighting units that meet 
approved minimum standards of quality. 


reference 


142 


The 1952 Edition is designed to be even 
more helpful. It contains newly-approved 
specifications and latest revisions, and 
for the first time, valuable coefficient of 
utilization and light distribution data. 
Chus the user has at his fingertips the 

let each RLM unit. If 


picture on 


your work is concerned with industrial 
lighting equipment, a copy of the 1952 
Edition RLM SPECIFICATIONS BOOK is 
available to you without cost or obliga- 
tion. Write RLM Standards Institute, 
Suite 817, 326 West Madison Street, 
Chicago 6, Illinois, for your free copy. 


: 
; 
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NEWS OF THE INDUSTRY 


Industry Employment Near All-Time High 


* During first five months of this year, jobs totaled 267,- 


000—+tripled since 1939 


* Record year was 1943, a war year, when 310,000 were 


employed in all phases of industry 


WASHINGTON, D. C.—Employ 
ment in the electrical generating, trans- 
mission, distribution, and industrial ap- 
paratus industry has tripled since 1939 
The number of people employed dur- 
ing the second half of 1952 and in 
1953 is expected to rise in order to 
supply the nation’s economy with in 
dustrial electrical equipment 
needed in the mobilization program 

The Bureau of 
ports that during the first 5 months of 
1952, production-worker employment 
totaled 267,000—a gain of more than 
45,000 since the outbreak of Korean 
hostilities in June 1950. Production 
worker employment jumped from an 
average of 95,000 in 1939 to an all 
time high of nearly 310,000 in No 
vember 1943, a war year. 
© Jobs Off After War—The num 
ber of jobs fell off markedly by the 
beginning of 1946 when the number 
of workers had dropped to 192,000 
About 260,000 workers were on the 
production lines in 1947, but employ 
ment fell steadily during 1948 and in 
the first half of 1949. More than 65 
000 were dropped from the industry 


vitally 


Labor Statistics re- 


payroll. The downward trend reversed 
itself gradually in the latter half of 
1949 and during the months preced 
ing the Korean conflict 
The post-war 
years, 275,000 workers, was attained in 
June 1951 
later months of 1951 as demand for 


highest level in 6 


There was a drop in the 


electric motors and related equipment 
for household appliances and other 
consumer products fell. Thus far in 
employment been 
tained near post-World War II peak 


1952, has main- 
levels 

Indications are that the all time high 
reached in 1943 will not be attained 
over the next two years, though a 
gradual increase is expected. The pros- 
pects are governed to a considerable 
extent by the large scale expansion of 


the country’s electrical generating ca 
pacity during the next 3 years 
¢ Power Expansion — The Defense 
Electric Power Administration's goal 
calls for successive expansion of 9 mil 
l'on kilowatts in 1952, 11 million kilo- 
watts in 1953, and 12 million in 1954 
Each of these planned additions will 
exceed the record high of 7 million 
kilowatts actually added to the total 
1951 

The industry is located principally 
in the Middle Atlantic, New England, 
and Great Lakes regions. About half 
the workers employed are located in 
New York, Pennsylvania and Ohio 
Employment is also concentrated in 
large plants. According to the 1947 
Census of Manutacturers, 128 of more 


Capacity in 


than 1,500 establishments employed 
70 per cent of the workers. Some 1,160 
plants represented only 9 per cent of 
the total number of employees 

¢ Growing Output — According to 
the Bureau of Labor Statistics, output 


‘ 


of electric motors, other than those 


1600 GUESTS, representing electrical contractors 
stores, department stores and government, attended the 
recently by the Doubleday-Hill Electric Co., 
sion provided an opportunity for the firm to extend a welc 


used 
expected to rise over its present high 
levels during the next two 
Growing requirements for special mo- 
tors and 
military equipment, should more than 
offset current declines in demand for 


used 


in electric power generation, is 


years 


motor generation sets for 


fractional horsepower motors 


chiefly in electric appliances and other 
related consumer goods 

Demand for wiring devices is af 
fected by divergent factors. Output of 
pole line hardware and electrical con 
duits will continue rising. Other wir- 
ing devices, such as electrical outlets, 
switches, receptacles and adapters used 
mainly in residential and commercial 
ctype buildings will probably decline. 
No significant change is anticipated 
for measuring instruments, capacitors, 
rectifiers, and other electrical industrial 


apparatus 


G. E. Supply 
Changes Name 

NEW YORK, N. Y The name of 
the General Electric Supply Corpora- 
tion has been changed to General Ele¢ 
tric Distributing Corporation 

The new corporation will have two 
operating divisions. One, to be known 
as the General Electric Supply Com- 
pany, will carry on the business of the 
old supply corporation. The other 
General Electric Appliances Company 
appliance distrib 


(Continued on page 15!) 


will carry on G.I 


hardware and applian 
pen house he 
D.C 


me to their new 


of Washington The occa 


home at 1135 Okie St., N.E. They were aided by representatives of numerou 
manufacturers in making the event both informative and entertaining for 


their visitors, 
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NEW PRODUCTS 


INCANDESCENT FIXTURES 
Silvray Lighting, Inc., Bound Brook, 
N. J. 


Incandesce ing fixtures are built 
tround silvered-bowl lamp and are 
pendant-types in 

OO to OO watt: 

s. Installation of 
nitlet box is pro 
ameter canopy 
locking device 
containing a 


protects the 


THERMOSTATIC CONTROL___ 


Titan Mfg. Co., Inc., 701 Seneca St., 
Buffalo, N. Y. 


1 attaches 

Is self con 
tained and requires minimum wiring 
Electric ter is plugged into control, 
which in turn is connected to an out- 
let. Unit is compact and light and rated 
at 110-120 volts 


mperature range is 


It will operate with 


any electric heater up to 1650 watts 
Complete with 6 foot cord set 


INDUSTRIAL FIXTURES 

Wheeler Reflector Company, Bos- 
ton, Mass. 

Industrial fixtures are for use with sin- 
gle pin or bi-pin fluorescent lamps 
Fixtures are complete and ready for 
individual or continuous mounting and 
can be assembled by bolting end plates 
together. Manufacturer estimates that 
approximately 28 per cent of the total 
light distribution is upward and 72 
per cent is downward. Thirty-five de- 
gree crosswise shielding of both lamps 
reduces direct glare. 


ATTIC FANS 


Loren Cook Co., Berea, Ohio 





Attic fans 


package units consisting of a direct 


come in ready-to-install 


drive fan in an all welded 
weatherproof steel dummy chimney 


Automatic louvers are raised by fan 


housed 


blades wind pressure. The unit moves 
3300 cfm at 1700 rpm or 2000 cfm at 
1100 rpm. Motor is two speed capaci 
tor type, direct drive, ball bearing, 
totally enclosed, 14 hp, rubber mount- 
ed. The fan blades are made of alumi 
num and the housing is equipped with 
double drains 


VOLTAGE INDICATOR 

General Electric Co., Schenectady 
5, Mi. E. 

A new indicator measures differential 
well as amperage, speed, 
which 
Device 


voltage as 


pressure and other quantities 
can be converted to voltage 
features a self-balancing circuit and is 
capable of measuring a .001-30 volt 
differential of two input voltages rang- 
ing from 1-400 volts, providing they 
do not differ by more than 300:1. In- 
also indicates 


strument voltages as 


>? 


small as .0 


FUSIBLE SERVICE EQUIPMENT __ 


Square D Co., 6060 Rivard St., De- 
troit 11, Mich. 


New 100 
equipment 


amp. combination service 
for special water heater 
rates has sealable barrier fitting under 
the standard trip which prohibits any 
change or unauthorized circuits being 
added to the low rate loads. Devices 
are furnished with parallel range and 
main pullouts for three-wire, 220-volt 


circuits, and either four-, six- or eight 
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plug fuse, two-wire, 110-volt circuits 
These are in addition to the independ 
ent and sealed three-wire, 220-volt 
circuits. 


LAMP HOLDER 
Stonco Electric Products Co., Kenil- 
worth, N. J. 


A new type holder makes use of a 
high temperature, silicon rubber cush- 
ion seal on the neck of the lamp to 
protect it from the weather. The unit 





is made of non-corrosive Cast alumi- 
num with a glazed porcelain, heatproof 
socket. The cushion seal is 
backed with an impregnated asbestos 
heat barrier and locked in place by a 
rigid aluminum reinforcing disc. It is 
for use with 150, 200, 300 and 500 
watt medium base or mogul reflector 


silicon 


lamps 


INDUSTRIAL FAN 
Westinghouse Sturtevant Div., 200 
Readville St., Boston 36, Mass. 


New industrial fan comes in 11 sizes, 
ranging from 670 to 44,000 cfm and 
pressures up to 16 inch water gauge 
Fan is built with either an air handling, 
a materials handling or a long shavings 
Standard include 
and quick opening type access 
flanged outlets and inlets and 
outlet dampers. Fan can be built of 
special metals to meet explosion-proof 
or anti-corrosive specifications 


wheel. accessories 


bolted 


doors, 


AAR 


WIRE CONNECTORS 

Van Cleef Bros. Inc., 7800 Wood- 
lawn Ave., Chicago 19, Ill. 
Solderless wire connectors are avail- 
able in four standard sizes. They are 
made of phenolic material. The new 
connectors are U.L. listed and the man- 


claims they are excellent 


ufacturer 
proof against shorts, grounding and 


vibration 


WASHING MACHINE TIMER 
Tork Clock Co., Inc., Mt. Vernon, 
N.Y. 


Plug-in portable timer will automat 
ically shut off washing machine at the 
end of any pre-selected time set. Dial 
is marked for various types of clothing 
Unit may stand or hang from wall 
Aluminum case is finished in baked 
Washing machine is 


white enamel 


plugged in outlet on timer's side 





CABLE CLAMP 
Adalet Mfg. Co., 14300 Lorain Ave. 
Cleveland 11, Ohio 


Quarter-bend cable clamp is a two 
piece device joined by two heavy bolts 


A spring at the point of suspension 
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hits onto 
bend, tying 
ber to insure 
to absorb vibration 
clamp serves aS a supp 
head point of s 


spens in 


anchor at points of 


CEILING STRAPS ; 
F. W. Wakefield Brass Co., Vermi- 
lion, Ohio 


Adjustable ceiling straps 
stem lighting installatio 
be mounted 

toggle bolts a a maximum ade 
t-of -ling 


two 


justment of 
compensation it is adaptable tar 
ngle stem 
ist proof 


fluorescent or it 
hangers. It is « 


zinc plated 


tortion point 


ODOR CONTROL FIXTURES 
Midwest Fixture Co., 9217 Seneca 


t., St. Louis 14, Mo 


Electron odor 
available in bot 
lamp units 
designed for 
feet, the 


OOO ¢ 


cubic 
areas up to 
control fixtures 
ducing lamps. Ultr 
erated by the fixture 
known « 


sultant ozone \ 











NEW PRODUCTS (cont.) 


NEW PORTABLE roll duct unit literally rolls light, power and heat 
to a job. Duct pictured here carries a strip of infra-red heating units 


plus two power take-offs. It is equipped with 21 feet of 12/3 heavy 


] 


duty cord and carries an approved rating for 20 amp. loads for 115 


volt operation. The unit is a product of the National Electric Products 


Corp., Pittsburgh 





Portable Space Heater—Electric pow- 
ered unit contains an automatic ther- 
mostatic control which regulates tem- 
perature between 40 and 50 degrees F. 
Newly developed portable heater is 
rated 1320 watts and 1650 watts. 
Markel Electric Inc., Buf- 
falo, N. Y 


Products, 


Flashlight Battery—A modern jacket 
of ethyl cellulose plastic is the feature 
of a new flashlight battery. Ethyl cel- 
lulose is a non-conductor of electricity 
and minimizes short circuiting in met- 
al flashlights. Bright Star Battery Co., 
Clifton, N. J 


Heater Switch — Hook-up made by 
pushing stripped end of standard wire, 
stranded, into one of the 
Spring 
clamp automatically locks wire in place 
with a positive connection. Depressing 
small lever obtains release for re-wir- 
ing. The Hart Mfg. Co. Hartford, 
Conn 


solid or 


switch’s auto-lock connections 
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NEW PRODUCT BRIEFS 





Clock Radios—A dual purpose control 
knob on front of the receiver elimi- 
nates the need for a manually operated 
phono-switch in the rear of the set 
This one control on the clock radio 
regulates the volume for both radio 
and records. General Electric Co., Elec- 
tronics Park, Syracuse, N. Y 


Heaters — Thermostically controlled 
heaters are portable; for either com- 
fort heating or specially designed for 
farm use. Dual-heat models come in: 
1320 watts, 110-120 volts, GO cycle 
ac.; 1600 watts, 110-120 volts, 60 
cycle, a.c. Titan Mfg. Co., Buffalo, N. Y. 


Marking Tape—Identification tape is 
protected against oil, chemicals and 
dirt. It may be used with a pencil or 
any pointed instrument and can be 
stripped off one surface and applied to 
another. It is effective in temperatures 

10 degrees and 160 de- 
Labelon Tape Co., 450 At- 
lantic Ave., Rochester, N. Y 


between 
grees F 








THIS | 
( 
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ONE Screw Holds 
BOTH Cable and Cap... 


and cuts your installed costs when you use 
#321...90° T&B Tite-Bite Connectors* 


One twist—it's open 

Slip off cap & insert cable 
Slip cap on & tighten screw 
... that's all! 


Think of the time and money this 

new #321 Tite-Bite Connector will save 
on your wiring jobs. Only one screw! 
Twist .. . it’s open—twist .. . it’s 
closed—tight! Because this one 
single-turn screw holds both cap 

and cable, you do a faster, 

neater job every time. 


“Tite-Bite”’ comes as a 
single unit . . . no loose parts 
to drop. Patented hook con- 
struction, case-hardened steel 
locknut and double thick 
bushing give you safe, sure, 
trouble-free installation 
every time... for all time! 
So insist on #321 Tite-Bite 
Connectors—the new one- 
screw connector that 

cuts your installed costs 
lower than ever before. 


ENGINEERED RIGHT... 

DISTRIBUTED RIGHT! — 
Tite-Bite Connectors are typical of the many 

T & B quality fittings recently re-designed to give 
you outstanding performance at lowest installed 
costs. Like all T & B fittings, they’re furnished 
under the T & B Plan 100% through your local 

T & B distributor. 


* potented 


Remember, you always cut your installed costs by using T & B fittings . . . and by securing them 
through your local T & B distributor. 


THE THOMAS & BETTS CO. 


INCORPORATED 


20 Butler Street, Wi 


Elizabeth 1, New Jersey 


MANUFACTURERS OF ELECTRICAL FITTINGS SINCE 1899 
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News Notes 
From N.A.E.D. 


(While Alfred Byers 1s 
this page of News Notes 
tributed by Albert Pfaltz 
tir manager of N.A.E.D 
SALES BOOSTER SCHEDULE 
IS BEING RESUMED 


Commencing this fall, the associa- 
tion's successful Sales Booster program 
will be resumed, with special emphasis 
in appliance issues on the current na- 
tionwide problem of selling. The statt 
has consulted with Ben Gross, chair- 
man of the Appliance Division, as to 
the the 
Question. 

At the 
Executive Committee has approved the 
Preparation of Supply Sales Booster 
@n bus ducts, panelboards, and com 
Mercial and industrial lighting. The 
first two are being compiled at the 
fequest of the Panelboards and Race 
Ways Committee, of which W. H 
Bingham, Westinghouse Electric Sup- 
ply Co., Long Island City, is chairman 
The sales booster on lighting, it is ex 


treatment of salesmanship 


time of this writing, the 


pected, will be developed with the co 
operation of the NEMA section 

An appliance edition on selling has 
been approved but it is probable that 
several more issues will also be devoted 
to the special phases of this problem 


BOARD OF GOVERNORS 
MEETS OCT. 26-29 


The next meeting of the Board of 
Governors will be held at The Green 
brier, White Sulphur Springs, West 
Virginia, October 26 through October 
29, with President George F. Hessler 
presiding. An agenda, now being pre- 
pared, will cover a wide range of as 
sociation and industry problems and 
special consideration will be given to 
the N.A.E.D. program of projects and 


services for the coming year 


148 


By Alfred Byers 


Executive Secretary 


National 


FOUR AREA MEETINGS 
TO BE HELD NEXT MONTH 


Area members and 
their key personnel will be held dur 
ing October in the following cities 
Omaha, on October 2 at the Black- 
stone Hotel; Kansas City, on October 
© at the Hotel President; Dallas, on 
October 8 at the Hotel Baker; St. Louis, 
on October 15 at the Hotel Statler 

Al Byers will represent headquarters 
meetings 
Discussion will be concerned with the 


meetings for 


at each of these four area 
current programs and plans of the as- 
sociation and the more important prob- 


lems in the electrical distributing field 
PHILADELPHIA HOUSEWARES 
CAMPAIGN A BIG SUCCESS 

In last Notes, Al 


Byers referred to the national electric 


month's News 


housewares gift campaign. Since then 
the Electric Association of Philadelpia 
concluded its special promotion of elec- 
tric housewares and, on July 2 


ed 


; award- 


various prizes to companies and 


salesmen in their area 
Both Director Pyle and 


Mr. Byers were present at the lunch- 


Executive 


eon meeting when prizes of Govern- 
ment bonds were presented to six sales- 
men of N.A.E.D. member companies 
who had sponsored winning dealers 
salesmen of 


Three went to 


Everybody's Supply Co., of which Sam 


prizes 


Fingrutd is president and also chair- 
man of N.A.E.D.’s Electric Housewares 
given 


salesmen of Graybar Electric Co., Inc., 


Committee. Prizes also were 
and Peirce-Phelps, Inc 

The participation by almost all elec 
trical distributors in the Philadelphia 
irea this year as contrasted with the 
few who took part in "51 aided mate- 
rially in the excellent results obtained 

window displays by 500 dealers and 
125 display photographs entered in the 


contest 


Association of Electrical 


Distributors 


This is a year ‘round activity. The 
national program is rolling and get- 
ting results. It is also a gift promo 
tion. Let's all cooperate and remember 
—as the Appliance Sales Booster put 
was 


when the program 


Day Is Someone's 


it last year 


launched—Every 


Day 


PACIFIC ZONE CONVENTION 


The convention of the Pacific Zone 
will be held at the Hore! del Coronado 
Coronado, Calif., October 6-8, 1952, 
with a record attendance expected. Ex 
Pyle will be 


present representing the national head 


ecutive Director Chas. G 
quarters 


PACIFIC ZONE MEMBERS 
ATTEND 3 AREA MEETINGS 


Area meetings were held for Pacific 
Zone members at Portland, Oregon, on 
August 12; at Seattle on August 14; 
and at Riverside, California, on August 
— 

Among the subjects considered were 
methods of cost reduction, greater sales 


effectiveness and the 


question of 
whether the offering of extra induce- 
consumer 


ments to purchasers pro- 


motes sound consumer relations 


IMPORTANT MEETINGS AT 
NATIONAL HEADQUARTERS 


Two important meetings scheduled 
for the month of September were held 
at the association headquarters in New 
York. On September 15th, the Fan and 
Ventilating Committee met. On Sep- 
tember 16th 
all committee chairmen with the execu- 


there was a meeting of 


tive committee The purpose of the 
latter meeting was to formulate plans 
for the meetings of the individual com- 


mittees during the winter and early 
spring 
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Why did they order 


ANS CENTRAL CONDUIT 


lwo years before they started 





this 1407 Broadway Building? 


There was a good reason. This modern 44-story 
skyscraper was designed and built for tomorrow 
planned to outlast the years. All materials, for 
instance, were selected on the basis of extra-long 
life and extra-reliability 

Which makes particularly significant the fa>t 
that Spang Central Conduit was specified 100%: — and 
that the order was placed a full two years in advance 
to avoid substitutions. 
No product ever had a finer testimonial! 

This is one more example of how prominent 
irchitects, owners and electrical contractors rate 
the quality-controlled conduits by Spang-—““Cenlaco”, 
Central White’, “Central Black” and “Central EMT.” 


It is additional evidence of Spang’s reputation 





for making a truly dependable, lifetime conduit. 
Remember: there is a difference in conduit. And 
you'll find Spang a better conduit in reliability 


and in cutting, bending and threading 





characteristics. Try it 


SPANG-CHALFANT 


N 


Owner: 1407 Broadway Realty Co., N.Y.C 

Architect: Kahn and Jacobs, N.Y.C. 

Genero! Contractor: J. H. Taylor Construction 
Company, Inc., N.Y.C. 

Electrical Contractor: Miller-Brown, Inc., N.Y.C 
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Profit Ideas from Pemco 


To keep sales up, keep up with Pemco developments. Pictured here, a few of 
the many modern designs Pemco offers—each backed with the authority 
of more than 70 years experience in the making of good lighting equipment. 


NEW LIGHT-SIGN! Pemco’s exclusive new 
instant-start fluorescent light features inter- 
changeable sign in which any message can 
be inserted. A brand new idea for service 
stations, car lots, drive-in theatres, golf ranges! 


Patent Applied For 











+ 

FINEST FLOODLIGHTING 

AVAILABLE ANYWHERE! 

Latest Pemco designs offer ra 
new efficiency and new dura PEMCO PIONEERED STREET LIGHTING and these modern 
bility. They're weatherproof luminaires are the result of long experience in the field. 

















bug proof, give lasting service Hood chown con be fed with other lonincive thus con be 
changed at minimum cost to meet changing requirements. 


Al! Pemco street lighting equipment stresses interchangeability. 





4 
NEW ISLAND LIGHT presents 


smoother, more modern ap- 

















A 
PEMCO PROTECTIVE LIGHTING is practical, efficient, dura- 


ble. The bracket illustrated here can be used with either 
luminaire shown, may be adjusted either horizontally or 


vertically. They're made right, will serve right! 


pearance. Popular style takes 





from one to five PAR flood 
lights. Designed and made 


to Pemco quality standards 


4A COMPLETE LINE OF STREET LIGHTING STANDARDS built 
to last. Pemco recommends and sells Union Metal and 
American Concrete standards. Pemco experts can help 


you with that street lighting prospect 


FREE CATALOG—Send the coupon for Pemco's General Catalog No. 
90, which describes the complete line of Pemco *quipment available. 


PHILADELPHIA ELECTRICAL & MFG. CO. Dept. W 


PHILADELPHIA 1200 N. 31st St., Phil. 21, Pe hemenineien 


Please send me a copy of Catalog No. 90 
interested in (check, please) 


ELectr Ic A L & Street Lighting Service Station Lighting Floodlighting 


NAME TITLE 


M FG. co. COMPANY 


1200 N. 31st Street, Phila. 21, Po. ADORESS 
Offices in Principal Cities ciry 











STATE 
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(Continued from page 143) 


uting business along the lines of that | 
formerly conducted by General Elec- 
tric Appliances, Inc. 

Personnel of the two divisions will 
remain the same. Charles R. Pritchard 
will be president and general manager 
of General Electric Supply Company; 
Paul A. Tilley will have a similar posi- 
tion in General Electric Appliances 
Company 


July Construction 
Reaches Record Total 
WASHINGTON, D.C.—The dollar | 


volume of work on new construction 
in July reached the record total of al- 
most $3.1 billion. The estimates of the 
Building Materials Division, U. S 
Dept. of Commerce, and the U. S. | 
Labor Dept’s. Bureau of Labor Statis- | 
tics, indicate that the steel dispute had 
little adverse effect on the tempo of 
on-site operations during the month. It 
is apparent that the full effects of the 
shutdown will not be felt until later 
The July figure topped the June 
level by 3 per cent and that of July 





1951, by 7 per cent. New construction 
expenditures for the first 7 months of 
this year, estimated at $18 billion, were 
about 5 per cent above the amount for 


the same period in 1951 

A slightly lower volume of private 
outlays was more than offset by a 24 
per cent increase in the level of public 
expenditures. Still the 1952 total for 
private construction was twice as great 
as that for public—$12 billion as 
against $6 billion. Federal spending 
for atomic energy and defense was the 
most important factor in boosting the 
public expenditure total to $1.1 billion 

Seasonal advances in all major cate- 
gories brought the private construction 
total to nearly $2 billion. Half the pri- 
vate total consisted of outlays for new 
residential building, up 4 per cent from 





last July. 


BRANDED JACKETS! 

No mistake... You know you 
are getting Certified. You read 
at a glance cable type, size, 
voltage, “PII6BM”. . . which 
indicates approval by the Penn- 
sylvanic Bureay of Mines, and 
acceptance for listing by the 
U.S. Bureau of Mines. Easy to 
measure...""Bronco’’ is repeated 
every 2 feet. 








Davis Electric Supply Co. 
Opens New Branch in Ky. 
MEMPHIS, TENN.—W. B. Davis, 
Sr., head of the W. B. Davis Electric 
Supply Co. of Memphis, has an- 
nounced the opening of a new branch 
of the firm in Fulton, Ky. Walter R. 
Davis, son of the founder, will man- 


With Bronco 60 Certified you 
know you are getting a full 60% 
by weight of Neoprene in your 
cable’s protecting jacket because 
its contents are certified. 


More Neoprene makes long-last- 
ing Bronco 60 Certified more re- 
sistant to oil, acids, alkalis, ozone, 
gasoline, salt water. 


In addition, with Bronco 60 Cert- 
ified you get: 1. Cold Rubber 
Insulation. 2. Branded Jackets. 
3. Superior Flexibility. 


So, BE CERTAIN, GET CERTIFIED 
— the greatest cord value on the 
market! 





yy WESTERN INSULATED WIRE CO. 


Los Angeles 58, California 


age the new wholesale outlet. 
The new branch will serve Fulton 
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Helping you boost 
your SALES score 


and you're a fast worker, and 
. you see 


If you're a salesman... 
your territory is compact, and you're lucky .. 
about 10 people a day. 

If you're an informed salesman . you know that 
advertising not only helps you see more people, but helps 
you make more You know, for example, that ad- 
vertising sales-conditions your prospects and customers 
before you arrive ... that it builds strong preference for 
the products you sell. And that these two features reduce 
your sales time .. . boost your sales score. 

If you're an alert salesman ... you'll want to know that 
these are the manufacturers whose advertising in the 
August issue of ELECTRICAL CONSTRUCTION carried 
your basic sales proposition into the business-thinking 
of more than 25,000 worthwhile buyers of electrical prod- 
ucts. That these are the manufacturers who help to make 
productive. . . your sales efforts more 


sales. 


your calls more 
profitable. 

If you're a smart salesman . . . you'll want to see that 
every line you handle is being adequately advertised . 
that your sales efforts are being soundly supported in 
the leading publication in the field in ELECTRICAL 
CONSTRUCTION AND MAINTENANCE, the only magazine 
which is paid for and read by more than 25,000 worth- 
while electrical contractors, heads of industrial electrical 
departments, consulting engineers and motor repair shop 
owners, 


ELECTRICAL 
CONSTRUCTION 2° 
AND MAINTENANCE 





rr 
Austia Cs 


Bowmann Vig C. 
Century Bier 


Cope. Ine 
( rescent “Thy Wire 
Cowen Industrial Product- 
Cather Hammer. Inc 


Day Brite 
Delew Pr 
‘ 


Lighting. Inc 
ducts Division 


Edwards Co. Ine 
ficiency Electric & Mie 


Electr Compuand 
Electrn- Technical 
Chemical Corp. 


Industries. Inc 
Produc 


Faxcw 
Federal Flectrie 
Fullman Mie 

lectrie Co 


CBW Ek ctrie Speciaity € 
Garden Cay 
Gem Electric Mig. € 
Genera! Electr Ce 


(Apparata- "Deps. ’ 


Conviees Electric Co. Ine 
reenlee Tool Co 
€ Cath Co, The Evie r 
Haynes Products Co 
Hazard tat 

jepe Electrical Products 
Ideal Industries. Inc 
Hig Electric Ventil 
Tiseo Copper Tube 


Jeflerson Electric Co 


Minerallac Ele 
marets Mining ‘4 Mie 
Murrey Mig 


National Electric Cail Ce 
National Pre 





Certified 4 “ Ko turer 


& Cable 


Plating & Mie ( 
ee Une 


(Contraction Material Dept) 


ed Wire We 


a Pace 


Advertising In The August Issue Of 
ELECTRICAL CONSTRUCTION AND MAINTENANCE 


1 
O. Z Electrical 


Paragun Flex 


aes = Glegoenen Eee 
“eB 


val Blewtri 


Sherman Mig. Co. HB 
Suna! Electric Mig. Ce 
Signal Engineering & Mig. © 


Mt General Motors 


of The National Sup 
Bed 


7 

Co Third Cover 
24. 25 
. & 
67 
Tos 


Sylvania Electric Peadects lac 


Synirun Company 


& Engineering Co ‘ae 

Co. The 87 
14 
140 
131 
102 


Trate-Wind Motorfans. Inc 
rumbull Elec, Mig. Cs 
D 


Trewon Steet Div. Republic Steel Corp 


© Lite Mig. Cx 
Scaflld 
Drop Forge & Toul Corp 


. ise 
141 
i” 


Seewmd Cover, 5 


Fourth Ce ci 
on 


132 


( Pitt+burgh) 
Whire T. 


rhe W dork Plectric Ted Corp 


Young-tuwn Sheet & Tube Co 


SARCHLIGHT SECTION 
(Classibed Advertizing) 
HM. &. Hilty, Migr 
EMPLOYMENT 
Positions Vacant 


EDUCATIONAL 
Books ° 
EQUIPMENT 
C (Used or Surplus New) 
Por Sale 


WANTED 
Equipment 





A McGraw-Hill Publication @ 330 West 42nd Street, New York 36, N.Y. 
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and a 100-mile radius, including Pa- HERE’S A 


ducah. Opening the Fulton branch is 
a result of the increase in business 
in that area since the start of the 
atomic plant at Paducah. It will carry 
the same lines as the Memphis com- 
pany . ae 
W. B. Davis Electric Supply Co ing ceiling or cq 
serves Tennessee, Mississippi, Arkan- ; 
sas, Kentucky and Missouri. Motorists 


outlet... for pel 


driving into Memphis see large signs non-m 


advertising the company on all prin- een 
cipal highways. There are 10 signs in a 
all, including one in Arkansas, ap- 
proaching the Memphis and Arkansas 


bridge 


L. E. Barrett Named to AW 
National Plan Committee 


ST. LOUIS, MO.—Lester E. Barrett 
president of the Barrett Electrical Sup 
ply Co., St. Louis, has peen appointed 
to the National Adequate Wiring Bu- 
reau's Plan Committee. He was named 
by the National Association of Elec- 
trical Distributors to replace A. H 
Jones, general sales manager of the 
Madison Electric Co. of Detroit. Mr 


Jones has been chairman of the com GREATEST ADVANCE 
mittee for two years and a member Since the Introduction 
for five. He resigned due to pressure 

of other work of the outlet box! 


Mr. Barrett has been chairman of A COMPLETELY Insulated 
St. Louis Electrical Board of 
Enclosure. 


Trade’s Adequate Wiring Committee 





since 1948. This group is responsible 





om No. 8319 Box 
Se gay, - "= No. 8398 P.C. Cover 
Neils (2) >] 
=) 1 No. 8319 Box} 
% Ie 1 Me. 8398 P.C Nothing Else 
ansnemwmeleatn Receptecte Cover} 


L. E. Barrett A. H. Jones rca Asc an. gee Sal en at NO Henger Ber NO Connectors 
for about 3,000 certified AW systems yt pemiony ron ea ral rn py er ag 
in the St. Louis area, plus an overall 11 THINGS, Count ‘em, ELEVEN! ! 2 THINGS, Count ‘em, ONLY TWO!! 
increase in the general wiring level ' : — 
since 1946 undiam 

L. E. Barrett is both an engineer 
and a lawyer by training. He started 
his career in the electrical industry as 
a salesman for the company of which 
he now is president. He is a present 
member of the board of governors and 
vice president of the N.A.E.D. and is 
chairman of its apparatus and supply 
division. Mr. Barrett also serves on 
the Electrical Apparatus and Supply 
Distributors Industry Advisory Com- 
mitte to the NPA 
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Series 230 HEETAIRES 
1250 to 3000 watts 





Series 200 HEETAIRES 


1000 to 2000 watts 

. . . . ;0;8\8) 
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Series 240 HEETAIRES 
1000 to 1500 watts 


Series 250 HEETAIRES 
1500 to 3000 watts 


HARD 


Om AAAAAAARA AK) 





Series 210 "210 HEETAIRES 
3000 to 5000 watts 





Here’s how you can fill 
every auxiliary heating 
need of every BUILDER, 
CONTRACTOR, 

and HOME 

OWNER! 





HEETAIRES . are manufactured in a complete 
range of types and sizes for every purpose . . . 
HEETAIRES . . . range in wattage from 1,000 to 
5,000 (120 and 240 volts), produce from 3,402 to 
20,472 BTU’s per hour — for light, intermediate and 
heavy duty. 

ALL HEETAIRES are available with 
AUTOMATIC THERMOSTATIC HEAT CONTROLS 
All HEETAIRES can produce and maintain any 
desired temperature between 40° and 80° F. (with 
only a 2° differential at all times). This insures 
correct healthful comfort—uninterrupedly—quickly, 
wherever wanted. 

HEETAIRES are available in wall inserts and wall 
attachables — both with either built-in or external 
thermostatic controls. 

HEETAIRES are available in three heat types — 
radiant heat, heated air, fan-forced radiant heat. 
FAN-GLO HEETAIRES — Series 230 produce both 
kinds of heat— infra-red rays plus fan-forced 
heated air. 

HEETAIRES Series 200 and Series 240 produce infra- 
red rays (radiant heat). 
HEETAIRES Series 250, 
forced heated air. 


FREE! 


Series 210, produce fan- 


Tested and listed under reexamination service by Uunderwriters’ Lab- 
oratories, Inc. 

Thermostatic or Manval Control . 
Fan-Forced Radiont Heat . 


Radiont Heat, Heated Air and 
. Wall Inserts and Wall Attachables. 


Write for the copyrighted 
“A GUIDE TO QUICK HEATING” 


ELECTRIC 
PRODUCTS, 


VN 448 
Ny 8 8 en 


155 SENECA STREET 


INC. 
INC. 


BUFFALO 3, N. Y. 


CALENDAR OF EVENTS 


National Electronics Distributors Assn. 
Third Annual Convention and Manu- 
facturers Conference 
Atlantic City, N.J. 

Sept. 22-25 


National Electronics Conference 
Eighth Annual Conference 
Sherman Hotel 
Chicago 
Sept. 29-Oct. 1 


Lake Michigan Club 
Annual Meeting 
French Lick, Indiana 
Oct. 1-2 

International Association of Electrical 
Leagues 

17th Annual Conference 

Radisson Hotel 

Minneapolis, Minn 

Oct. 1-4 


National Association of Electrical 
Distributors 
Pacific Zone 
Hotel del Coronado 
Coronado, Calif 
Oct. 6-8 


National Farm Electrification 
Conference 
Hotel Statler 
Detroit 
Oct. 20-21 


Eastern Electrical Wholesalers Assn. 
National Electrical Industries Show 
69th Regt. Armory 
New York 
Oct. 21-24 


National Electrical Manufacturers Assn. 
Haddon Hall Hotel 
Atlantic City, N.J 
Nov. 10-13 

8th Industrial Electrical Exposition 
Terrace Room 
Newark 
March 10-13, 1953 





GEORGE E. MARTIN, manager of the 
photographic sales division, has been 
named manager of distributor rela- 
tions for the Weston Electrical Instru- 
ment Corp., Newark, N.J. He is now 
responsible for the administration of 
all company policy regarding product 
sales through wholesale distributors 
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Rumsey Electric Named 
Distributor By Cutler 


PHILADELPHIA, PA.—The Rum- 
sey Electric Company of 1007 Arch 
St., Philadelphia, has been appointed 
wholesale distributor for the entire line 
of cold cathode fluorescent lighting fix- 
tures manufactured by the Cutler Light 
Manufacturing Company, also of Phila- 
delphia. 

Robert T. Cutler, president of the 
Cutler Light Manufacturing Company, 
has announced that it is the first time 
in the history of the company that the 
cold cathode fluorescent lighting line 
has been assigned to a distributor. The 
Rumsey Electric Company is one of 
the largest distributors of electric sup- 
plies and equipment in the East. 


Housing Starts Remain 
Above 100,000 Mark 


WASHINGTON, D. C.—The Bu- 
reau of Labor Statistics reported that 
during the month of July, 104,000 
new permanent nonfarm dwelling 
units were put under construction. The 
July 1952 total was 13,500 units 
greater than a year ago. 

A small increase in private housing 
was offset by a drop in publicly owned 
units, resulting in an over-all 2,000 
unit decline from June in the total 
number of new dwelling units put 
under construction. Private housing 
starts totaled 102,400 in July—the first 
month in almost two years that the 
100,000 mark was exceeded for private 
housebuilding. Part of the July 
strength in private volume resulted 
from increased housebuilding activity 
in or near defense areas, military and 
naval installations. 

Public housing authorities started 
1,600 units during July, compared 
with 6,800 in June and 3,700 in July 
1951. 


Gift Campaign Display, 
Ad Winners Announced 


NEW YORK, N.Y.—Winners in 
the Electric Housewares Gift Cam- 
paign display contest and newspaper 
ad contest have been announced by 
the electric housewares section of the 
National Electrical Manufacturers As- 
sociation. Awards were made on the 
basis of ingenuity and originality 
which in the judges’ opinion best re- 
flected promotion of the 1952 cam- 
paign. 

An industry spokesman stated that 
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the Switch that 


FOR SMALL MOTORS 11H.P. OR LESS 


(Rating: 1 h.p. max. @ 11 Sv or 230v. 
Non-inductive load: 15A-130v of 10A-230v) 


SHAWMUT TYPE B is the outstanding type of 
overload switch because of its easy-oper- + 
ating, unique, trip-free mechanism — an 
exclusive SHAWMUT feature, found in no 
other switch of this type. 


Thousands of SHAWMUT TYPE B's in 
use demonstrate that for positive overload 
insurance it “has what it takes!” 


Single Pole, solid neutral — for 2-wire, single 
conductor grounded circuits. 


Single Pole — for 2-wire, single phase, one 
conductor, grounded circuits. 


Double Pole — for 2-wire, single phase sys- 
tems with ductors ungr ded, or 3-wire, 
one phase, grounded-nevtral. 





Heavy steel enclosure boxes. All have same dimen- 
sions and are easy to install and simple to maintain. 
Box or open mounting. 


Silver molybdenum contacts, interchangeable heaters for overcurrent 
tripping. Available in 24 different Ampere ratings. Easy to change and 
legibly stamped for identification. Calibrated for each definite ampere 
rating. Die-cut for absolute uniformity. Quality construction throughout. 


SEND FOR BULLETIN #512 AT ONCE 


THE CHASE-SHAWMUT co. 


372 MERRIMAC STREET + NEWBURYPORT, MASSACHUSETTS 


p=, er, BS F Ww. 
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SAAR THAT LASTS. 


COMPACT — ECONOMICAL 


“Latrobe” Floor Boxes and Wiring Specialties are designed for quick, easy 
installation and superior performance. Stripped of frills and complex assembly, 
“Latrobe” Products do their job smoothly and economically. 


Improved 
Adjustable 
Watertight 

Floor Box 


No. 252-R Two Gang 
Adjustable Floor Box 


Neat and practical. No. 208 receptacle in 
one section. One cover plate has ', ush 
brass plug; other has 2” plug. Also equip 
ped with ground wire 


No. 471 “Latrobe” 
Pipe or Conduit Hanger 
Economical—for hanging pipe or conduit 


Eliminates drilling and 


“Bull Dog” Insulator 
Supports 


Safe and sure for clamping 
porcelain or glass insulators 
to exposed steel frame work 


Four sizes Cable Staple 


Sold Only Thru Wholesalers 


FULLMANS® 


MANUFACTURING CO. NOMICAL 
LATROBE, PA. 


EASILY 
INSTALLED 





the number of entries in the display 
contest was more than double that of 
last year. This was the first year for 
the newspaper ad contest 

The displays and newspaper ads took 


place in the following major retail 


classifications: appliance stores, hard- 
ware stores, jewelry stores, department 
stores, and electric light and power 
companies 

The judges selected the following 
as best in the display contest: appliance 
store—Schafter & Bond, 214 S. 69th 
St., Upper Darby, Pa 

Magen Hardware Co., 5228 Market 
St., Philadelphia, Pa.; jewelry store 
Bates Jewelers, 9th and “F” Sts., Wash- 
ington, D.C.; department store—Adam, 
Meldrum and Anderson, Buffalo, N.Y 
electric light and power company 
Ohio Edison Co., Springfield, Ohio 


branch 


hardware store 


In the newspaper ad contest win- 
ners were: appliance store—Nick Neff, 
Sth and Park, Fremont, Neb.; hard- 
ware store—Snowden's, Inc., Media, 
Pa.; jewelry store—R. & G. Jewelers, 
Park and Broadway, Idaho Falls, Ida., 
department store—Wolff's, Meadville, 
Pa.; electric light and power company 

~Duquesne Light Co., Pittsburgh, Pa 

The panel of judges included: Ar 
thur Hooper, editor of Et ECTRICAI 
WHOLESALING; Laurence Wray, edi 
tor of Electrical Merchandising 
Charles Pyle, managing director of the 
National Association of Electrical Dis 
tributors; Howard P. Abrahams, sales 
promotion manager of the National 
Retail Dry Goods Assn.; Harold Kihl 
of the School of Retailing, New York 
University; J. H. Thomson, vice presi- 
dent of Electrical Dealer; and Manny 
Hoffman, housewares editor of Retaal 


ing Daal) 


WINNER in the appliance store classi 
fication in the 1952 Electric House 
wares Gift Campaign display contest 
s Schaffer G Bond, of Upper Darby 
Pa 


ELECTRICAL WHOLESALING—September, 1952 








en 


Thin Panel — Thin ponel 
Plastic s y nF + 
2 lamp or 4 lamp; 4 ft. or 
8 ft.; fluorescent or slim- 
line; closed or open top. 


SALES STAFFERS of Marlin Associ 
ates, Dallas distributing firm, recently 
toured factories of their principal sup 
Shown boarding the plane for 
ledo and Indianapol 
in and Revco factories are 
first Ww W.A 
N. Hurley; B 
and H. W 
ales manager. Second row: S 
H. White; J]. B Third 
w: O. G. Warren; H. Lancaster; M 
ickman. Back row: G. O. Hill and 
H. Blanchard 


Rogers 
Diver 


tewarde John 


Moyers 


ilinois South Electric 
Announces Changes 
EAST ST. LOUIS, ILL—E. O 


Cooke, sales manager for the Illinois 
South Electric Supply Co., Inc., has an- 
nounced that Anton B. Dunker, who 
joined the company August Ist, will 
be in charge of the metropolitan area 
Mr. Dunker was formerly with Glasco 
Electric Company. 

O. S. “Peck” Wilkins, who was suc- 
ceeded by Dunker, has been promoted 
to lamp and lighting specialist. He is 
responsible for all the Illinois territory 
covered by the company as well as a 


branch house operation located at 


Vincennes, Ind 


Aluminum Bus Bars for 
Power Distribution 


PLAINVILLE, CONN 


bus bars are now being used exten- 


Aluminum 


sively in plug-in electrical distribution 
systems manufactured by the Trumbull 
Electric Dept. of the General Electric 
Company. Copper installations weigh 


from 30 to 70 per cent more than 


those utilizing the new aluminum bus 
bars 

Trumbull engineers have discovered 
that the lighter weight of aluminum is 
only one of several outstanding char- 
acteristics that make the metal readily 
acceptable to commercial users. The 
new flexible bus bars have a high trans- 
mission efficiency since the alternating 
current resistance is extremely low— 


only slightly higher than direct cur- 
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5082L Series 
LUMINAIRES 
WITH METAL SIDES 


np; 4 





5082P Series 
LUMINAIRES 
PLASTIC SIDE PANELS 9675 Se 

oe “Circulux 
for Silvered-Bow! Lamp. 
Surface, recessed and 
Pendant mounted types. 


ft p or. 4 lan 4 tor 





N5054—4 lamp 
VISUALIER SERIES 


6970 series 
No. 16772-L 
INCANDESCENT UNITS 


Wide Variety Available 





GARCY Addo-Strip 
for Slimline or Fiverescent 
Lomps 

A ple 





commercial 
Taksilathitelatel 
and display 


Te labatat: Mt L el luil-saly 


over 50 
years of 
integrity 

and 


experience 


NEW GARCY 


Garden City 
Plating 
and Mfg. Co. 


740 NORTH ASHLAND AVE CHICAGO 22, il 





LIGHTING EQUIPMENT CATALOG NOW AVAILABLE 











your customers want 


wiring devices 


NO. 599 RANGE RECEPTACLE 
a! KNOX product 
range receptacie 

patented pressure 


polarized terminals 








Wiring Devices are designed and 
manufactured to unusally high standard for 
dependability of performance and ease 

of wiring. Recommend Wiring Devices 
for superior performance, safety and 


QUALITY. 


Write for free illustrated catalog 





SS 


\ 
WN S . y, 

RAOMAAAGHVE 
ROU ees 


\\ 
KNOX PORCELAIN CORP 


KNOXVILLE 1, TENNESSEE 





rent resistance. Perhaps most comfort- 
ing to all users is the almost assured 
availability of aluminum for bus bar 
manufacture during emergency periods. 

The new Trumbull lines of alumi- 
num busways are rated at from 600 
to 4000 amperes at 600 volts or less 
for 2-pole, 3-pole, 3-phase 4-wire, and 
4-pole systems. Additional lines are 
available in ratings of 225, 400, 600 
and 800 amperes at 600 volts or less 

The company has already manufac- 
tured several complete aluminum bus 
bar installations and will continue to 
make both aluminum and copper 
systems. 


Interstate Adds Warehouse 


SHREVEPORT, LA.—The _Inter- 
state Electric Co. of Shreveport has 
announced plans for the construction 
of a $100,000 warehouse. The one 
story masonry and steel building will 
measure 101 by 180 feet. R. A. 
Querbes, president of Interstate, said 
that the firm would continue to oper- 
ate from its present location at 630 
Spring St., but would probably use 
the new unit for storage and possibly 
some wholesaling merchandising. 


Greatest Injury Toll 
Caused By Poor Lifting 


CHICAGO, ILL.—Improper lifting 
and mishandling of objects and mate- 
rials causes the greatest annual injury 
toll among workers in wholesale estab- 
lishments. A study by safety engineers 
for the Kemper insurance group shows 
that 37 per cent of the accidental in- 
juries in wholesale businesses are direct 
results of mishandling, while many 
other injuries can be attributed indi- 
rectly to mishandling. 

The study also shows that 21 per 
cent of injuries are caused by falling 
or flying objects, 17 per cent result 
from workers stepping or bumping 
into objects, 16 per cent from falls, 5 
per cent involve machinery and 4 per 
cent come from all other causes. 

An analysis of more than 1,000 
typical injury cases in all types of 
wholesale establishments—each injury 
serious enough to fall under work- 
men’s compensation—may be broken 
down as follows 


Mishandling Objects, Materials 
—Strains, etc., from poor lifting, 
21 per cent. 
—Caught in, on, or between objects, 
© per cent. 
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-injured by knives and broken 
glass, 5 per cent. 
—By splinters, 5 per cent. 


Struck by Objects 
—By falling cans, boxes, etc., 12 

per cent. 

—Foreign matter in eye, 5 per cent 

—Flying objects (chips, etc.), 
per cent. 

—Moving objects (carts, hand- 
trucks), 2 per cent. 

Stepping on or Bumping Objects 
—Stepping on nails, 3 per cent 
—Stepping on other sharp objects, 

8 per cent. 

—Bumping into objects, 6 per cent 

Falls 
—Slipping, 6 per cent. 

—Falls from platforms, trucks, 5 
per cent. 

—From ladders, stairs, 2 per cent. 

—Tripping, 2 per cent. 

—Other falls, 1 per cent. 

Machinery 
—At point of operation, 2 per cent 


Miscellaneous 
——Skin irritations, 2 per cent. 
—Burns, | per cent. 

The director of safety engineering 
for Lumbermans Mutual Casualty Co., 
W. Dean Keefer, whose company is in FREE MARKET 
the Kemper group, states that a major 
safety target should be an immediate 
reduction in the number of injuries . - 
that occur when workers are lifting. Marketing our products only through legitimate 
The causes of accidents should be wholesalers, we believe we should have a free 
analyzed and corrected, and this can market. 
be done by eliminating unsafe condi- 
tions and unsafe acts. He pointed out 
that the cost of industrial accidents has 
increased substantially during the past 
decade and that this cost adds need- 
lessly to business expenses. 





@, What is a free market? 


An equal opportunity for all manufac- 
turers to bid for an electrical distributor's 
business. 





What closes a free market? 


Distributors’ consigned stocks. 


NEW OFFICERS were elected at a 

recent meeting of NuTone’s board of CLIFTON CONDUIT COMPANY, Inc. 
directors. (r. to |.) NuTone’s new 

secretary, Andrew Hopple and new General Offices: 75 -MONTGOMERY STREET, JERSEY CITY 2, N. J 
treasurer, Fred G. Miller are congratu- Factories: BALTIMORE, MD. © MEMPHIS, TENN 

lated by President J. Ralph Corbett 

and Vice President Albert H. Winkler 
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ee 
with® © dependable service 
design and workmanship 
choice of materials 


underwriters acceptance 


*For over 45 years, McGill has produced superior electrical 

units of sound design and mechanical excellence, 

that have been universally accepted by industry, commerce and in 
the home. Users frequently report Levolier switch installations 
operating as usual after many times the years of service 

expected of an ordinary switch with equal 


capacity. Specify Levolier switches—it always pays to use the best. 
Available from your electrical wholesaler 


No. 41 
6A "T" 125V 


McGill Levolier Model 41 Switch is 
Unconditionally Guaranteed to pro- 
vide the most dependable circuit con- 
trol with the smallest screw terminal 
mechanism for the longest service 
available in a 6 Amp. “T” rated 125 
volt switch. Universal lever control, 
brass cap and casing, only 5” thic 
Write for Catalog No. 49 


4100 Series 
Industrial Socket 
660 Watt 250 Volt 


No. 21! 
JA “T" 125V 
No. 71 
6A “T" 125V 


laboratories Inc., Inspected 


No. 25 


AU" 128¥ 
Underwriters ° 


onty MGILL 
MAKES Yorc(er 
SWITCHES electrical 


g ype jalties 


WcGILL Manufacturing Co., Inc., 250 N. Campbell St., Valparaiso, Indiane 


N.A.E.D. Pacific Zone 


To Meet October 6-7-8 

SAN FRANCISCO, CALIF.—Res- 
ervations for the National Association 
of Electrical Distributors, Pacific Zone, 
convention to be held October 6-7-8 
at the Hotel del Coronado, Coronado, 
Calif., will be closed on September 18, 
1952. Nelson R 


announces that all registrations are to 


Thomas, chairman, 


be made through Secretary R. A. Bal- 
zari's office and that due to time limits, 
members will be written only when 
it is necessary to ask for a change in 
their 
The 


business and entertainment 


reservation 
of both 
Mr. B. A 


Graham, Sunbeam Corporation, will 


program will consist 


address a general meeting on the "New 
Fair Trade Law.” In addition to several 
other business meetings, the activities 
will include golfing, a golf cocktail 
party and a golf banquet and the chair- 
man’s dinner for members 

There are several new members of 
the Pacific Zone and the N.A.E.D. has 
urged that all members attend this 
Reservations may be ob- 
tained by writing R. A. Balzari, 101 


t., San Francisco 8, Calif 


convention 


Promotions Announced 
By Haartz-Mason, Inc. 


WATERTOWN, MASS.—Former 
president and co-founder of Haartz- 
Mason, Inc., Jesse H. Mason has moved 
into the newly created position of 

Nehemiah 
Boynton, Jr., has been advanced from 


his position as vice president and sales 


chairman of the board 


manager to president. Laurence R 
Gibbs succeeds him as vice president 


Nehemiah “Bill” Boynton joined the 


Jesse H. Mason Nehemiah Boynton 


company in 1945 as sales manager 
The same year he also became a vice 
president Under his 
guidance, Haartz-Mason expanded into 


new markets and new products, the 


and_ director 


most important of which is electrical 
tape of all types, friction, rubber and 
most recently, plastic 
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Halloween Photo Contest 
To be Conducted by G. E. 


CLEVELAND, OHIO—A. _aation- 
wide amateur photographer contest 
designed to capitalize on the Hal- 
loween potential in sales of General 
Electric flashbulbs and other photo- 
graphic supplies, has been announced 
for this fall by the lamp division at 
Nela Park, Cleveland 

The contest period is from October 
15 to November 15. Winners will be 
announced in December. More than 
20 merchandise prize awards are ex- 
pected to attract a large number of 
home photographers 


Max Stanley Retires 


TOLEDO, O.—Max Stanley has re 
tired after serving 35 years with the 
Graybar Electric Co., Inc. He joined 
the firm in 1914 and served in Chi 
cago and St. Louis before starting in 
business for himself. He returned to 
Graybar and in 1925 became operating 
manager of the firm's new Toledo 
branch. At the time of his retirement, 
he was supply salesman in Toledo 


New Branch Opens 
GADSDEN, ALA.—A new office 


and warehouse has been opened by the 
Electric Supply Company, Atlanta, Ga 
The new branch will carry the same 
lines as the parent company. H. W 
Crowe is serving as manager and R. W 
Williamson is senior salesman 


Price Decontrol Asked 
On TV, Radios, Parts 


WASHINGTON, D.C.—The Radio- 
Television Manufacturers Association 
has petitioned the Office of Price 
Stabilization for immediate decontrol 
of TV and radio receivers and their 
components. Retail prices on TV sets 
are 15 per cent or more below OPS 
ceilings and radio prices from 5 to 7 
per cent under their ceilings, the 
RTMA claimed in the petition 

The association also stated there 
were no indications that any shift of 
labor and materials from defense pro 
duction would occur with price de 
control 

The reasons set forth in the RTMA 
petition state that in addition to retail 
prices being below ceilings, component 
parts are selling below OPS ceiling 
prices in varying degrees. The petition 
also stated there were no conditions, 
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: MIGHTY! 


WIRE 
Z DE connectors 
» MONEY! 


° TIME! 
* TROUBLE! 


Scientifically designed to accommodate more wires in less space, DE* Wire 
Connectors perform wire-connection miracles! No tape no solder no tools 
Just a twist of the finger guarantees a pull-proof, vibration-proof, weather-proof 
wire connection every time! There's a UL-listed DE* Connector “custom made’ 
for every job . large or small a wider variety than any other line! 


BAKELITE CONNECTORS  tieiice! cone 


FOR STANDARD WIRING JOBS pene Yuee 





No. DE-13 
SMALL- Capacity 
2, 3 or 4 218 Solid; 
or 3 218 Stranded 
. DE-14 
STANDARD-Capacity 
4 316 Solid; 
or 3 £14 Solid 
. MA-1-SI 
INTERMEDIATE-— 
Capacity: 2 or 3 #12 Solid; 
or 4 214 Solid 
. DE-16 
LARGE - Capacity 
3 210 Solid; or 4 212 Solid 





No, DE-14 No. MA- 1-S! No. DE-16 


Screw Type) 


we BAKELITE 
CONNECTORS 


| 
FOR HEAVY WIRING JOBS 
! No. MA-1 
Capacity 
2, 3 of 4 £18 Solid 
2 or 3 214 Solid 
2 #12 Solid 
MA-2 


Capacity 

2 210 Solid 

3 of 4 #12 Solid 
5 or 6 214 Solid 


PORCELAIN 
CONNECTORS 


ded Threod 





FOR EXTRA ® 
ECONOMY on ANY job! 


AVAILABLE IN 4 SIZES: 


No. 0 No. 3 
MIDGET SMALL 


No. 4 No. 6 
STANDARD LARGE 


Capacity range: From 2 or 3 No. 18 
solid or stranded to 3 No. 14 solid or 2 
No. 12 solid or stranded 


*DE...DOUBLE ENGINEERED: 


INSIDE for safety...permanence...maximum holding strength 
OUTSIDE for easy finger grip...neatness...super compactness 


IMMEDIATE DELIVERY FROM STOCK 


For FREE samples plus catalog sheets - ve lists send 
request on company letterhead to Dept. |/}{ 1], 40 


METALE\ CT, 4 (ORY 
ny 2S, el 


677 Broadway 





New York 12, N. Y. 











QUALITY 
YEA 
AFTER 


YEAR 
AFTER 


YEAR 
AFTER 


YEAR 
AFTER 


YEAR 
AFTER 
YEAR 
AFTER 


YEAR 


WITH 


PLENTY OF QUALITY 
IN THIS FIXTURE 


GIVES PLENTY OF 
LIGHT HERE AS YOU CAN SEE 


YOU CAN BE SURE 
OF 
QUALITY 


AND PLENTY OF LIGHT 
HERE AS YOU CAN SEE 


With This RLM Standard Dome Porce- 
lain Enameled Reflector For General 
Overall Lighting. 


Photographs from 
The New Modern Plant 
of the American Cyanamid Co. 
Chicago 


ELECTRIC MFG. INC. 


4223 W. LAKE ST CHICAGO 24 


| 





present or foreseeable, which threaten 
to force increases on TV and radio 
sets and parts. 

The RTMA also noted that there 


| was no serious shortage of materials 
which are retarding or are likely to 
| retard future production. Finally, it 








| was declared, the lifting of the “freeze” 
| on television station construction by 
| the FCC will have little effect on the 


over-all television set market. It is 
estimated that 64 per cent of the popu- 


| lation is now within range of televi- 


sion coverage and the remaining mar- 
kets to be developed over the years 
will serve, at a maximum, 36 per cent 


| of the population. 


Attendance at Lighting 


| Conference Analyzed 


NEW YORK, N.Y.—An analysis 


| of attendance at the Fourth Interna- 


tional Lighting Exposition and Con- 
ference shows the total number of in- 
dividuals who attended in each of the 
various classifications and the number 


| of states represented in each category. 


The last exposition was held in Cleve- 
land on May 6-9, 1952, and the record 


| shows high totals for the number of 
| individuals in attendance. 


Wholesalers led the field in the 
number of states represented, 35 in 
all. Utility executives were second, 


| representing 30 states. In the case of 
| individual attendance, the utility ex- 
| ecutives led with 1,652 persons while 
| the wholesalers were second with 798 
| members. A total of 7,159 individuals 
| visited the lighting exposition. 





IRONING table torture machine was 
part of the Proctor Electric exhibit at 
the recent Atlantic City Housewares 
Show. William J. Lawson, sales man- 
ager for special goods and exports for 
the Philadelphia company demonstrates 
the device to Mrs. Selma Andrews, di- 
rector of consumer service, NESCO., 
Inc. of Chicago 
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COLLYER offers you the complete line of 
wires and cables—all built to rigorous 
quality standards — all available from 
handy stocks throughout the country. Why 
not call on Collyer the next time you need 





wires and cables. Write Collyer Insulated 
R. B. STEINMETZ, (left) has been Wire Co., 245 Roosevelt Ave., Pawtucket, R.!. 
appointed vice president in charge of 
manufacturing operations, and L. R 
Love (right) has been named vice 
president in charge of sales, for the 
Anaconda Wire G Cable Co., New 
York, N.Y. D. E. Allen was appointed 
to succeed Mr. Love as general sales 
manager 


| oe 


» 
ff 
A 


Ahhdididhititdd 


Ei 





Wesco Names Blackburn 


PITTSBURGH, PA.—Philip R 
Blackburn has been appointed appara- \ 
tus and supply manager for the mid- 
dle Atlantic district of the Westing- 


TYPE TW 
SYNTHETIC RESIN 
INSULATED WIRE 


SSO OO 


WY 


house Electric Supply Co. He will 
make his headquarters in Philadelphia. 
Prior to his new appointment, Mr 
Blackburn was district sales manager 


> « 
j 


RUBBER INSULATED 








Chicago Electric Show 
To Be Held In May ‘53 


SERVICE 
ENTRANCE 
e183 


for the apparatus and supply division BUILDING WIRE 
He also served as branch manager at ; 
Williamsport, Pa., and Richmond, Va. : AN 


SOO 
VIII) / 


ASI) I J 447), 


TYPE RR 
UNDERGROUND 
CABLE 


is 
‘A A. 


OM 


CHICAGO, ILL. — The Electrical 
Maintenance Engineers of Chicago in 
cooperation with the Electric Associa- 
tion is sponsoring the second electrical 
industry show, to be held at the Conrad ' CABLEX 
Hilton Hotel, May 11 through 14, (NON-METALLIC 
1953. Space contracts were mailed to SHEATHED CABLE) 
prospective exhibitors on September 
Ist, announced John McC. Price, of the 
Allen-Bradley Company and chairman 
of the association's show committee. 
In addition to all manufacturers of 
electrical apparatus, electrical devices, 
supplies and material commonly used 
by the electrical contractor and the in- 
dustry trade, exhibit classifications have 
been broadened to include: industrial 
lighting fixture manufacturers, motor 
repair companies, manufacturers’ 
agents and manufacturers of industrial 
fans and ventilating equipment 
Admittance to the show will be by 
invitation only. All visitors will be re- 
quired to register and a registration list 
will be provided to each exhibitor at 
the conclusion of the show. Electrical 


wholesalers, contractors, plant engi- 
neers, utility groups, architects, consult- 
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"Easier to Sell 


AND THEY STAY SOLD!” 


PIERCE 


Quality 


FUSES 


TUBULAR ARCH 
ASSURES 


— Continually correct 

knife blade alignment 

with no locking device 

— Constantly perfect Clip 
contact 

— Greater overall strength 


é 


J 
ce 


a 


y SCREEN VENTED 
CONSTRUCTION 


4 — Provides perfect ventilation 
5 ,) — Keeps Pierce Fuses 10 to 40% cooler 
— Prevents fuse blowing during safe 
overloads 

— Prevents after blows by allowing 
dangerous gases and pressure 

to escape readily 
— Gives 6 to 8 times longer case life 


QUALITY CONSTRUCTION MEANS 
NO COMPETITION .. 


« 
Pierce is the top quality fuse, and there are no 
cut prices. Pierce’s reputation for better protec- 


tion and longer life makes Pierce easy to sell 
and a perfect repeat order item 


All Pierce quality Fuses are equipped with the 
Famous Balanced Lag Links 


WRITE TODAY for the factual bulletin shown at right 


Start NOW to profit with Pierce Quality Renewable Fuses 


Also a complete line of quality non-renewable fuses 


PIERCE RENEWABLE FUSES, INC. 


LEICESTER NEW YORK 


ing engineers and organized mainte 
nance and service associations from the 
greater Chicago area, Illinois and near- 
by states, will be invited to attend and 
examine the products on exhibit 
Hours for the exhibit will be from 
1:00 P.M. to 10:00 P.M. on the first 
three days of the show and from 1:00 
P.M. to 6:00 P.M. on the final day. 


Brand Name Awards 
NEW YORK, N. Y 


Abt, president of the Brand Names 
that 


Henry | 
Foundation, has announced 
Brand Name _  Retailer-of-the-Year 
plaque and four Dis 
will be presented to five top 


Certificates of 
tinction 
firms in the electrical field and each of 
twenty-one other fields. The electrical 
appliance store, which most effectively 
presents the story of the pride, value, 
and responsibility back of manufactur 
ers’ advertised brands in its advertis- 
ing and promotion during 1952 will 
receive the foundation's award 


Prices to be Maintained 


ELGIN, ILI 
been made by W. I 
Toastmaster 
Electric Co., that it 


Announcement has 
O'Brien, general 
sales manager, Products 
division, McGraw 
is the company’s intention to vigor- 
ously enforce the maintenance of the 
fair the 
toaster in all states having fair trade 
Notices 


the 


trade price on Toastmaster 


been sent out to 
fair 


laws. have 


retailers in forty-five trade 
states informing them of the company’s 


intentions 





outlet of 
Brook, 


pening 


ales 


FACTORY 


Lighting, Inc 


NEW 

Silvray 
N.J., is 
All 


to be 


Bound 
previewed prior t 


sale ver the tactory couriter are 


made on behalf of Silvray dis 
tributors, who will be properly credit 
ed with them. Shown during the plant 
tour are: H. G. Clum 
M. L. Van Nest; R.A 
C. Hunt; W. M 


ascow; and £ 


ales 
Masterson; ¢ 
WwW. ] 


manager ; 


Mingle, Jr 


Bataille 
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International Register Co. 
Announces Major Changes 


CHICAGO, ILL.—The International 
Register Co., manufacturer of electrical 
timing devices, has announced the 
appointment of Ansel M. Kinney as 
president and Arthur H. Woodward 
as chairman of the board of directors 

Mr. Woodward joined the company 


cma TP 


Modern outdoor mercury 
vapor lighting provides 
maximum illumination 


at minimum cost. 


OWMLY mercury vapor fixture for display and 


protective purposes that has been 
service-tested for over a year in actual 


installations! 


ONLY fixture of its type that comes complete 


ORIGINAL NEPO 


Ansel M. Kinney 


in 1895 and has been its president 
since 1898 
A. M 


vice president, joined the company in 


Kinney, formerly executive 


1930 as a sales engineer. He is a vet- 
of World War | 
Ph.D. degree from Harvard Univer- 
Mr. Kinney also taught at Har- 


eran and holds a 
sity 
vard and before joining International 
member of 
technical division of the Standard Oil 
Company 


Register he was a the 


(Indiana ) 


Raytheon Subsidiary’s 
Name Changed 


WALTHAM, MASS.—The 
tors of the Raytheon Mfg. Co. have 


direc 


voted to change the name of its tele- 
vision manufacturing subsidiary, Bel- 
mont Radio Corp., to Raytheon Tele- 
vision and Radio Corp. The present 
policies and management of the Chi 
The 


move was made to identify the com- 


cago subsidiary will continue. 


pany name more closely with the Ray 
theon trademark 


Distribution Conference 
To Be Held In October 
BOSTON, MASS The 
fourth Boston Conference on 
Distribution will take place in the 
Hotel Statler, October 20th and 21st 


twenty 
annual 


The conference is a national forum and 
has made a unique place for itself by 
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read y for installation! Can be supplied 
with NEPO Pole, or NEPO Wall or 
Roof Bracket. Transformers available 


pioneers of mercury 
vapor illumination for protective and 
display purposes, are first in the field 
Hundreds of installations prove NEPO 
quality, service and integrity 


Display lighting of o fashionable 
suburban shopping center with wall 
mounted, NEPO Luminaires. The light 
is concentrated—where it's needed 


NEPO Luminaires, mounted on NEPO 
aluminum poles, make this gos sta 
tion plainly visible for a great 
distance up and down the highway 


Industrial plant is well protected by 
roof-mounted NEP Luminaires 
Many such installations in Chicago 
industrial districts 


Write for Catalog 
and Price List 


Mercury 
Vapor 
Floodlight 


WEPO WALL BRACKET ASSEMBLY AND LUMINAIRE 
A completely new and different bracket — folds 
Bask 


tremely high tensile strength aluminum alloy 


against wall for servicing is cast of an ex 
arm is also aluminum, providing a lightweight, 
The 
the bracket arm is threaded 1'4 


weather-resistant bracket luminaire end of 
to permit the 
fastening of special fittings as well as the stand- 
Bracket Ibs 


Overall bracket length Base, 4° x 


ard 1', " slipfitter weight com 


2 


plete 


NEPO ALUMINUM POLE WITH LUMINAIRE 


Seamless aluminum lighting standards and 


bracket arms in both standard and transformer 
base models. Poles are weather-resistant, strong, 
lightweight, easy to install and never need paint 
ing. Furnished complete with anchor bolts, nuts 
Standard bracket for 14° 


slipfitter. 2° bracket arm can be furnished 


and washe rs arms 


Complete Pole Sizes, Mounting Information and 


Prices Furnished Upon Request 


NEPO ROOF BRACKET ASSEMBLY AND LUMINAIRE 
NEPO 


roof for servicing 


an exclusive swivel feature 
folds back on the 


aluminum 


Provides 
Luminaire 


The cast alloy base comes complet« 


with a special swivel nipple, elbow, locknut and 


the special 1'4 ° galvanized pipe for mounting 


over the parapet wall. Bracket weight complet« 


28 Ibs. Base 4" x 5” with 4 holes for bolts: two 
cup-pointed hardened setscrews provide locking 


The 1 4 
bent to a 90 degree angle with a 3’ and 6’ tangent 


of the bracket arm galvanized pipe is 


NEPO MANUFACTURING COMPANY 


227 SOUTH WELLS -StReee 


CH 


ICAGO 7, ILLINOIS 





the high quality of its speakers and 
program. 

The conference is sponsored by the 
Retail Trade Board, Boston Chamber 
of Commerce, in cooperation with the 
Harvard Graduate School of Business 
Administration, Boston University 

| College of Business Administration 
and the Massachusetts Institute of 
Technology 

The conference will be addressed by 
leaders of the business world on the 
problems of present day distribution 
P. A. O'Connell is general chairman 
and Daniel Bloomfield is the director 
One of the members of the National 
Advisory Council is O. Fred Rost, vice 
president, Appleton Electric Company. 


NEDA Convention 
In Atlantic City 


CHICAGO, ILL.—Educational and 
social programs highlight the third an- 
nual convention of the National Elec- 
tronic Distributors Association. The 
convention will be held in Atlantic 
City, N. J., from September 22 through 
September 25 

| The program will highlight ultra- 
| high frequency and better business 
procedures. This also marks the initial 
Manufacturers’ Conference sponsored 
by NEDA which will be held in con- 


. 
Many Places for Sales in junction with the association’s conven- 


tion. In preceding NEDA conventions, 


All Territories manufacturers participated with shows 


and exhibits. The conference method 


AISLE STOCK REFLECTORS | sc 5= 
ing demand for manufacturer-distribu- 
tor sessions whereby mutual problems 

There's a wide spread of light downward ony be Ceteee 
and outward to each side of the aisle 
because of a scientific arrangement of 
reflecting surfaces. Also due to design, 
light is directed to the upper tiers of 
shelving. A lower light cut-off angle at 
each end of the reflector is in effect an 


eye shielding feature. 








This specialized type of lighting unit can 
be the means of some very profitable 


business. Let it work for you. - 


J. L. BAUER has been appointed as 
sistant to R. C. Bennett, vice president 


€) U A ») R A N ( [ c M and general sales manager of the Na 
e e tional Electric Products Corp. Mr 
Bauer joined the company in 1923 


325. PEORIAST. CHICAGO7, ILL. end had been service manager in Pitts- 


burgh since July, 194 
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JAMES H. GREEN (right) Westing- 
house Lamp division engineer, demon- 
strates to officials the principle of his 
method of applying reflector coating to 
inside of surface, but not the clear 
lens, of sun and heat lamps. (1! to r.) 
are R. C. Stuart, vice president in 
charge of the lamp division; J}. M. Mc- 
Kibbin, vice president in charge of 
consumer products; A. C. Monteith, 
vice president in charge of engineer- 
ing; and Green. The latter received 
$2,500 prize for his work 





General Lamps Buys Faries 


ELWOOD, IND—The General 
Lamps Mfg. Corp. has purchased the 
Faries lamp division of the Faries Mfg. 
Co., of Decatur, Ill. The purchase does 
not include the other divisions of the 
Faries Mfg. Co. No changes have been 
made in selling policies. 


D.P.A. NEWS DIGEST 


NPA Increases 
Self-Allotments 


The self-allotment quantities of cop- 
per and aluminum have been raised by 
the NPA through amendments to two 
orders—CMP Regulation 6 and M-100 

Amended Revised CMP Regulation 
6, the over-all construction order, per- 
mits self certification amounts as fol- 
lows: Industrial plants, factories or 
facilities, per quarter — 5,000 pounds 
of copper and copper-base alloys and 
4,000 pounds of aluminum. Old rates 
were 2,000 pounds each. 

All other construction controlled by 
CMP Regulation 6 except recreation 
and military or AEC housing, per quar- 
ter—1,000 pounds of copper and 2,000 
pounds of aluminum. Previous rates 
were 750 pounds of copper and 1,000 
pounds of aluminum. 

Amended Order M-100, the housing 
construction order permits the follow- 
ing: 

In one to four family dwellings, 
without regard to starting date, per 
dwelling unit: steel pipe water systems, 
275 pounds of aluminum and 200 cop- 
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FARADAY 
SIGNALS FOR INDUSTRY 


When you stock and sell name 
brand equipment, you are doing 
everyone a service. The complete 
Faraday line—either individual 
devices or complete signaling sys- 
tems—is “tailor-made” to suit 
every department noise level. 
Model ATL-700 bell (left) is a 
typical in-plant vibrating bell built 
for rugged use. Be top-brand con- 
scious your next stock order and 
keep your customers with Fara- 
day units. 


ATL BELL 








") Holrzer-casot FAR STANLEY & PATTERSON 


BUILD BETTER BUSINESS 


Stock a complete line 
of the best in signaling equipment 


Be sure you have it 
when they need it! 











FOR THE HOME 


Despite the slack-off in more ex- 
pensive housing, residential wiring 
continues to be a busy field. Here 
again, quality of product, delivery 
time are important factors in keep- 
ing customers on schedule 

and pleased with results. My, NO. 500 BELL 
Stock a complete line of Fara- 

day push buttons and signal- 

ing devices to have the best 

on hand when it’s needed. 


NO. 501 BUZZER 
pd 


ey 








id 
cei 
‘fi “YOUR CUSTOMERS ARE 
WAITING FOR THIS 


| 
! 


&  PROFIT-MAKER! 


extra NARROW 


ELECTRIC 


PUSH BUTTONS 


Ideal for the narrowest door jambs 





ACTUAL SIZE 





Trine’s NARROW push buttons are a cinch 
fo sell. ALL your customers should carry this 
line needed for the narrow door frames 
of present day home construction. Dealers 
Gre looking for a number like this! 


THIS NEW MERCHANDISING DISPLAY > 
WILL BE THE BUSIEST 12” IN THE STORE. 


Permanent, compact display sells all day, 
every day. Why not feature three No. 24 
Profit Deals (one for counters, one for win- 
dows, one for hanging) and TRIPLE SALES! 


PROFIT DEAL NO. 24 
Display containing 4 samples of different 
finishes shipped set up. Eyelets for hanging, 
easé! for standing. Deal includes working 
stock of 20 pieces with screws; individually 
boxed units 


ORDER YOUR DEAL TODAY! 


World's leading maker of Electric Push Buttons 


MANUFACTURING CORP. 
NEW YORK 61, N. Y. 





per, against 275 aluminum and 50 to 
110 pounds of copper previously; cop- 
per water systems, 275 of aluminum 
and 400 of copper, against 250 alumi- 
num and 175 to 190 copper previously; 
forced hot water heating systems, an 
extra 200 pounds of copper; radiant 
heating systems, an extra 500 pounds 
of copper 


OPS Answers N.A.E.D. 
Regarding Copper Price 


N.A.E.D. Executive Director C. G 
Pyle received confirmation from Ellis 
Arnall, former director of the Office of 
Price Stabilization, regarding the inter- 
pretation of amendment No. | to CPR 
110 

Mr. Arnall’s letter stated, “The re- 
sale of copper wire mill products is 
governed by Ceiling Price Regulation 
67, entitled, ‘Resellers Ceiling Prices 
for Machinery and Related Manufac- 
tured Goods.’ Sections 3 and 4 of this 
regulation permit resellers to deter- 
mine their ceiling prices on the basis 
of manufacturers’ published price lists 
or on their cost of the commodity, 
whichever is applicable 

Thus, any increase in the manufac- 
turers’ price can be reflected by the re- 
seller in his ceiling price 


Certain Refined Copper 
Exempt From Controls 


The exemption from price control 
of certain copper refined from ores, 
concentrates and raw materials pur- 
chased and imported between May 8 
and June 16, 1952 has been extended 
by the Office of Price Administration 
to General Overrid- 


1 


Amendment 2 
ing Regulation 9, issued June 25, 1952, 
in effect exempted from price control 
certain imported copper and copper 
made from imported raw materials 
purchased and delivered after June 16, 
1952, in accordance with a directive 
of the Office of Defense Mobilization 


Steel Order Permits 
Price Adjustment 


The OPS has issued a special order 
which will permit steel mill producers 
to deliver their products at prices to be 
adjusted upward at a later date 

The anda order, effective July 30, 
1952, applies to all steel mill producers 
who have signed the Voluntary Price 
Agreement and to all steel producers 
subject to the General Ceiling Price 
Regulation (GCPR) for those steel 
mill products listed in Supplementary 
regulation 100 to the GCPR 
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PEOPLE IN THE NEWS 


L. F. Hickernell, chief engineer of 
the Anaconda Wire and Cable Co., 
Hastings-on-Hudson, N. Y., has been 
named chairman of the newly formed 
committee on technical operations of 
the American Institute of Electrical 
Engineers. Mr. Hickernell had been 
chairman of the institute's technical 
advisory committee. 


Arnold Kneitel has been appointed Se \ J 
to the sales staff of the Bishop Mfg. y BREAK-PROOF 


Corp., Cedar Grove, N. J. He will } ‘ SHOCK-PROOF 


supervise sales engineering activities , : s 

as they relate to silicone and other . - § Drivers 
types of specialty electrical insulation ' ‘ crew 

Mr. Kneitel had been associated with ; ~ 


the General Electric Co. for the past 
five years 


ee i _ More Sizes... More Types... More Kits 
>. L. Peterson is the new genera * 

sales manager of the industrial division Are Available To You eee From VACO 

of the Minneapolis-Honeywell Regu- 


leo Co., sacoteding WH. Seciakemp @ No more “lost sales” when you carry Vaco... the nationally 
a O., cceec . -< <a 


Mr. Peterson, who joined the company advertised, nationally known line of quality drivers with famous 
in 1927, has been regional manager Amberyl S/B (slo-burn) handle. Whatever your customer wants 
for Honeywell's midwest region in Chi- ... Screw drivers, nut drivers... special purpose kits... unusual 
cago since January 1950. - bit styles... “reversibles” ... interchangeable blade 
drivers ... they're all available from this one source. 
H. B. Phillips has been named sales . cn chemi And to help you get those extra impulse 
manager, quantity sales division, of | a“ sales, Vaco offers you more counter dis- 
Cutler-Hammer, Inc., of Milwaukee, | plays, more “buy off the board” and 
Wisconsin. The division comprises | permanent wall displays than any other 
heating device sales, refrigeration con- | soemineteewee! § manufacturer in the business! Quality ? 
trol sales and small motor switch sales. ‘ae a wie It’s tops”! Prices? In line! Margins? 
F. A. Wright has been named sales | 4 ' Your full profit every time! 
manager, district sales, and J. M. Cook . 


has been appointed sales manager, in- | ied NEW, Modern, Versatile 
dustrial control divisions. TAT 
| VACO VARI-BOARD 


ich: "ay : , Today's outstanding screw driver merchandiser for 
Richard B. Tay lor has been *P- wall or counter use. A regular “department store” 


pointed manager of sales, aluminum | " er anid for screw drivers... every item a pre-tested fast 

division, Essex Wire Corp., Fort seller! Two sizes for your convenience. Full informa 
, tion on request. 

Wayne, Indiana. For the past year he 

has served as chief of the rod, wire, if 

bar and cable section of the aluminum 

magnesium division, National Produc- Get Your FREE Copy 

tion Authority of this Handy, Illustrated 

Catalog and Reference Book 

Henry C. Egerton has been ap- You can't afford to be without this veritable gold mine of 

pointed treasurer of the BullDog Elec- information! Tells you all about bit sizes to fit every 

tric Products (¢ ompany, Detroit. He screw ... lists the various drivers by type and size. Amply 

was formerly treasurer for the U. S illustrated in color. Order your copy, today. 

Rubber Reclaiming Co., Inc., of Buf- 

falo, N. Y. It was also announced that 

George Fassnacht has assumed the 





duties of Chicago district manager. He 


was transferred from the firm's Co- | 0 317 E Ontario St Chicago 11. Illinois 
lumbus, Ohio, office. Marcellus V. PRODUCTS co. ia Camaamin “el te etaat at Ltd. 
Kessler, formerly BullDog representa- $00 Aedes De: W. Cbd 2 Gudine 
tive in Louisville, Ky., succeeds Mr 
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Super-powered 
at 700 watts! 


The ideal Iron for heavy soldering and 
large branders. 700 watts with tip 1% 
inches in diameter. Heavy duty con- 
struction from tip to cord terminal. 
Rugged long-life heating element 

with case made from solid hexa- 

gonal steel for extra strength. 
Operates on any cycle AC or 

DC current. Furnished for 

either 110 or 220 volts. 


ign Bae iG @ 


HEXACON 
MODEL 700 


$30°° 


An Iron for 
Every Soldering 
and Branding Need 


There is a quality made 

Hexacon Iron for every use 

in manufacturing or repair 

work, Hexacon irons include 

screw tip, plug tip and hatchet 

types with tip diameters from Ye” 

to 134”— from 25 to 700 watts. Write 
for illustrated catalog. 


Samm w 


HEXACON ELECTRIC CO. 


146 WEST CLAY AVENUE, ROSELLE PARK, N. J. 


| fe fF ee oe ee 


am & 


“FLOATING SOCKET” 
LAMPHOLDER! 


Accomodates Physical 
Variations in Lamp— 
Assures Positive Contact— 
Eliminates Breakage 


Patent Applied for 


Cat. No. CLD-150 for 150- 
watt lamps. 

Cat. No. CLO-35 for 300 
and $00-watt mogul base 
lamps. 


Floating socket moves for- 
ward or side to side in an 
eccentric plane to compen- 
sate for variations in size 
and shape of lamps, sockets 
and castings. Insures tight 
seal and positive electrical 
contact. 


Alumioum alloy. Completely 
wired. Heatproof, weather- 
proof gasket. Removable re- 
taining ring for easy socket 
replacement. 


SHORT ECCENTRIC 
Lamp Lamp NORTHBROOK, ILLINOIS 


8 es se 8 8 


RRR EE EER ER EEE TEER EEE EE 


HERE’S THE RIGHT IRON FOR 


oe @ Foe FF ee 


THE M. B. AUSTIN COMPANY 


Fassnacht in Columbus. Four addi- 
tional appointments as field engineers 
for BullDog are: R. L. Huntley has 
been assigned to the Chicago area; 
William C. Grimsley and J. W. Henry 
will cover the Cleveland and Toledo 
territories, respectively; and John R. 
Sullivan is the latest addition to the 
Pittsburgh office 


Edward L. Duggan has been an- 
nounced as district sales manager of 
Champion Lamp Works division of 
Consolidated Electric Lamp Co., Lynn, 
Mass. He will operate out of the New 
York office at Ave., 
New York City 


420 Lexington 


T. V. Wake, former manager of the 
Indianapolis branch of the Westing- 
house Electric Supply Co., has been 
named manager of the Indianapolis 
branch of the firm’s consumer products 
division for Chicago and Rockford, 
Ill., area. 


Harvey L. Fliehman has been 
named New York district manager of 
the Triangle Conduit and Cable Co., 
Inc. He will be assisted by Bruce John- 
son and his territory will consist of 


Metropolitan New York 


George W. Hartner has been ap- 
pointed director of advertising and 
National Electric 
Pittsburgh. He had 
sales promotion 


publicity for the 
Products Corp., 
been advertising and 
manager for the company since 1945 
In his new Mr. Hartner will 
have the responsibility for all adver- 


the 


duties, 


tising campaigns for company s 
regular electrical line as well as its TV 


department 


W. H. Fornof has been promoted 
to head of the Doubleday-Hill Electric 
He 


company 


Company's lighting division has 


associated with the 


1937 


been 


since 


Raymond A. Nash has been elected 
In- 
justrial Tape Corp., New Brunswick, 
N. J., 


son 


to the board of directors of the 
a subsidiary of Johnson & John- 
Mr. Nash served as director of 
manufacturing since joining the com- 


pany in September 1950 


William A. Weibel, electrical engi- 
neer tor Curtis Lighting, Inc., has been 
elected chairman of the Illuminating 
Engineering Society's Chicago section 
for the year beginning October 1st 
J. R. Chambers, sales promotion man- 
ager for Benjamin Electric Mfg. Co., 
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has been elected vice president. The anroy arrose bm CL 10) rARROS 


newly elected secretary of the society 
is A. P. Larson, testing engineer in the 
lighting and heating division of Com- 
monwealth Edison 


MANUFACTURERS APPOINT 
SALES REPRESENTATIVES 


Gem Electric Mfg. Co., Inc., has an- 
nounced that Charles B. Gratiot will 


represent the company effective Sep- ANCHORING id 
tember Ist 1952. His territory will an 
cover the San Francisco area, all of y 

northern California and as far south DRILLING DEVICES 
including the city of San Luis Obispo 


plus central western Nevada. His head When making Tornegs to masonry 


> 


Ouuvig 


quarters will be at 1282 Folsom St., 
San Francisco, Calif 


RRO 


A 


ST 


FLEXO-FLUTE SPIN DRILL 


GaSe 


LAG SCREW EXPANSION SHIELD TWO WING 
SPRING-TYPE 


TOGGLE BOLT 


A-C-E EXPANSION SHIELD ; 


SPRING HEAD 


poset Sa ‘$ An. “ 
—«RIVETED HEAD 


Markel Electric Products, Inc., Buf- 
falo, has announced the appointment 
of Morton Sable as New England sales 
representative. He will have perma- 
nent offices at 287 Atlantic Ave., Bos 
ton, Mass 


oS By 


<<) 





Allen-Bradley Co., Milwaukee, Wis., 
has announced that the Robert P. Smith 
& Co., Jacksonville, Fla., will repre- 
sent the company as commission agent 
in Florida. The Robert P. Smith & Co 
offices are located at 2031 Hendricks 
Ave., Jacksonville, and 121 S.E. First 
St., Miami, Fla TOGGLE BOLT 


Midwest Elec. Mfg. Co., Chicago, has O-E EXPANSION SHIELD Oca) 


named Harry L. Dickson as sales rep- LITTLE MAJOR TURNBUCKLE 


resentative throughout the state of In C ) —__}] 


FOUR-POINT HAND STAR DRILL 


DOUBLE EXPANSION SHIELD 


A 
a 


diana. His headquarters are at 404 
Merchants Bank Bldg., Indianapolis, 


Ind MACHINE SCREW ANCHOR 
nc 


out THREE-POINT ORILL POINT 


Slater Mfg. Co., Woodside, N. Y., has 
appointed C. J. Gratiot & Sons of San 


ARRO) 


Francisco as sales representatives for 
northern California and Nevada. 


ar 
R 


FOUR-POINT DRILL POINT 


John Oster Mfg. Co., Racine, Wis., . Sea 


has appointed W. D. Elmslie, Ltd., of LEAD SCREW ANCHOR TWIST DRILL POINT 


Montreal, Canada, as factory repre 4 
= RUBBERGRIP 


DRILL POINT HOLDER 


J 


sentative. The Elmslie company will 


ARROS— 


A 


represent the electrical housewares di 
vision in Montreal, Winnipeg, Van 
couver and Toronto 

MAL-LEAD BOLT ANCHOR 
Titeflex, Inc., Great Western Fuse 
division, has announced the appoint- 


Ee 


ARRO) 


: Sold Through Distributors only 
ment of Chester R. Lloyd as sales rep- 


resentative. Mr. Lloyd, of 1501 West- 


brook Drive, New Orleans, La., will ARRO EXPANSION BOLT CO. e Marion, Ohio 
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represent the company in Louisiana, 
THAN EVER | Mississippi and Memphis, Tenn. 
Cornish Wire Co., New York City, 
Berer THAN EVER has appointed M. B. Squires Co., of 
1202 Grant Bldg., Pittsburgh, Pa., as 


sales representatives in the Pittsburgh 
territory. The Pittsburgh office encom- 








passes western Pennsylvania, southeast- 
ern Ohio and northern Virginia. 


OBITUARIES 


BLOW TORCH 


You get added safety and added performance in 


a) 
Arthur L. Abbott 
et Che Teade oth Go entities cow Arthur Laurie Abbott, the author of 
; f the National Electrical Code Hand- 
Piste-Grip handle. Drawn steel tonk has brazed book and the Electrical Contractors 
inserts and electrically seamed bottom. The Wall Estimating Manual. died on July 26, 
blow-proof pump means additional safety. Avail- in Rutherford, N. J. He was a mem- 
able in brass or steel. No extra cost for this new ber of the staff of the National Elec- 
handle. It will sell on sight! Write today for trical Manufacturers Association of 
New York, N. Y., since 1931. 

Mr. Abbort was born in Minnesota 
COMPOUND KETTLES « FIREPOTS © OILERS © SAFETY SHIELDS © SOLDERING IRONS in 1873 and was graduated from the 


* SOLDERS © OIL CARRIERS © PAINT POTS » ACCESSORIES University of Minnesota as an elec- 
. trical engineer. He had been technical 


director of the Electragist Assn., Elec- 

trical Contractors Association. Mr. Ab- 

MANUFACTURING im re, bott also contributed many articles to 
Grove City, Pa leading technical publications. 

He also developed standards for 


complete catalog. 








ELECTRIC WIRE, CABLE 
& CONDUIT IN STOCK 
FOR IMMEDIATE DELIVERY 


We specialize in electric wire, cable 

and conduit, and are the nation’s 

%, FAA headquarters for hard-to-get elec- 

Turn-Tyte ' NG trical items at the right price. We 

INTERLOCKING DEVICES /~3% maintain large stocks of All types of 

\ . electric wire and cable at regular 

by 4 re | DA L E eli and high voltage, including Type R, 

. RH and RW, RL, RHL, TW, BX, 

2-WiRE ARMORED CORD CONNECTOR BODY ROMEX, RR, Portable cords, weath- 
, akelite with armored f “ 

base and cord clamp. Corrosion- erproof wire, asbestos cables, weld- 

resistant coating on bronze ing cable, bare copper wire, etc. 

contacts Full line of thin wall conduit, green- 

eee ere ee Oaeneey ee eee j field, black and galvanized rigid 


duit, and fiberduct. 
2-WIRE ARMORED CAP WITH CORD CLAMP Te 
Bakelite with brass blades. Call on us for immediate delivery 
#1026 — 10-15 amps » #1226 — 20 amps at the right price. 


Also Available: 3-Wire, Polarized and a AMERICAN CONDUIT 


Grounded. 10-15 Amps and 20 Amps. a 
SOLD ONLY THROUGH " SALES COMPANY 
LEADING WHOLESALERS ' ” 542 Wortman Ave. 
For information on how YOU can oa Brooklyn 8, New York 
benefit from this profitable new . Nightingale 9-7400 
Turn-TYTE line, write . IMMEDIATE DELIVERY! P.S. We also buy your surplus wire. For 
fast action and cash on the line, send us 


RF re) @] A L FE MANUFACTURING CO., INC. your surplus wire list. 
EMMAUS PENNSYLVANIA ff PHONE — WIRE — WRITE 
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electrical estimating which are now 
used in the electrical construction in- 
dustry, and was a fellow and life mem- 
ber of the American Institute of Elec- 
trical Engineers. 


Caxton Brown 


Caxton Brown, retired president of 
the Weston Electrical Instrument 
Corp., died July 28th at his home in 
Summit, N. J. He was 73 years old 
and had been with the Weston or- 
ganization for half a century. 

Mr. Brown served as president from 
1944 to 1947 after which he remained 
active as a member of the board of 
directors and executive committee 
chairman. He joined the company in 
1901 as a repairman. Two years later 
he was appointed manager of the New 
York office. In 1908 he was made sec- 
retary of the company and a member 
of the board of directors 

Mr. Brown had also been past treas- 
urer and board member of the Elec- 
trical Manufacturer's Club and past 
member of the board of governors, 
National Electrical Manufacturers As- 


sociation 


Solomon Hirsch 

Solomon Hirsch, president of the 
Morristown Electrical Supply Com- 
pany, Morristown, N. J., died July 2nd 


QUALITY SWITCH 
AND WALL PLATES... 
Give You Exactly 
What You Pay for 


Here is headquarters — make all 
your purchases from this reliable 
source, for full satisfaction and 
economy. 

The HONER line is complete. 
Chrome plates with finish complete- 
ly protected. Made of Grade A dur- 
able steel. 

Industry's No. 1 quality plates at 
competitive prices. 


HONER MFG. CO. 

The Leading Plate Manufacturer 

1432 W. VAN BUREN ST. 
CHICAGO 7, ILL. 


4 


ai] i iia | 
“y 


JOLECOQs ME 


features 


cURVE? 


LOUVER 


Pleasing modern lines which blend 
with any interior treatment plus high 
lighting efficiency and the well-known 
Joleco simplicity of maintenance are 2 or 4 lamp 
the qualities that make this fixture a Fluorescent - 
standout. Produces effective control 
and shielding of light with a 30°— 2 of 4 lamp 
30° light cutoff. Can be surface or 4’ of 8 Slimline 
suspension mounted, individually or : 
in continuous rows. ALES REPR 

Write for full details Desir, able 4, ESENTA TIVE 


ts “ 
Titories stil] pen 


J Q LE Z) Corporation 2513 BALDWIN ST.- ST. LOUIS 6, MO 


Designers and Manufacturers of LIGHTING EQUIPMENT 





y = Ae Eaehe Way / 


Use KEES adjustable OUTLET 
BOX HANGERS 


No. 9139 


A Universal 
Box Hanger 


Yes, Kees adjustable outlet box hang- More easily installed than a bar hanger 
ers are easier, and quicker, too! There's Fastens to joist with 3 nails. Bracket is 
no need to notch the joist, for “offset’’ heavy pressed steel ten inches long. Three 
Kees hangers may be fastened to higher inches wide at nailing end. Rigid and am- 
or lower side of joist. Box may be ad- ply strong. Lower edge is formed into tube 
justed to any position from close to ten on which the fixture-stud slides. Stud can 
inches out from joist. be positioned exactly. Comes complete 

. 3 _ with fixture-stud and over-size notched 
Since 1874 a ge 7 ton locknut. (Outlet box not furnished). 
ond fixture from ony Write for complete information 


type ceiling using any 
wiring 
( Write Dept. EWH-S5 for Free Catalog 





F. D. KEES MFG. CO. 


BEATRICE NEBRASKA 
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He was also president of the Metro 
Electrical Supply Co., Highland Park, 


p> A i? A { 0 R \ S N. J., which he organized in 1950. 
| Mr. Hirsch was born in New York 
: £4 City in 1898 and came to Morristown 
- in 1921 to become one of the founders 
TIME SWITCHES — of the Morristown Electrical Supply 
Company. He served on the board of 
. | trustees of his American Legion Post 
Install them in poultry and was a former director of the Mor- 
ristown Jewish Community Center. 
Mr. Hirsch was a member of the 


h its | , 
ouses and get two profits Morristown Rotary, Masons, Shriners 


Poultrymen use Paragon time switches to and Elks. 


control hen-house lighting—stimulate egg pro- 
duction. Sell and install Model PS-30 or 301 x Whipple Jacobs 
now — and get in on seasonal demand. sa 
Farmers know and want Paragon switches. Whipple Jacobs, president of the 
: . Sell Model 301 for morn- > . 
They're easy to sell. What’s more, you profit ing lighting only. Model Phelps Dodge Copper Products Corp., 
twice when you recommend these Heavy-Duty ee a choice of died suddenly at his home in Bucks 
models. You get the excellent Paragon profit pier hs d rg let County, Pa., on August 18th. He was 
reese yay net ee py ner snag aes lighting. Separate dim- formerly president of the Belden Mfg 
ractors) — and you pocke e extra profi ming circuit. 3000 watt Cin. ail te ‘ satilie , re 
: : ‘ pose ma i ecame president of Phelps 
from installation charges. Cash-in now on this ee ait Dod sas put es ol 19 (9 He sip 7 
profit-building poultry switch business. babes meas 6 age 8 ee : ? 
years old 
Mr. Jacobs started with the Belden 
Mfg. Co. as a cost clerk in 1914 and 


was made purchasing agent in 1923 





WORLD'S FOREMOST Makers of the Famous 
EXCLUSIVE “de-frost-it” for Domestic Refrigerators ‘ 
Four years later he was appointed gen- 


MANUFACTURER 
eral sales manager and in 1930 he be- 


of 
TUAE-CONTROL Paragon ELECTRIC COMPANY came vice president in charge of sales 


SWITCHES Mas - 
FOR ALL USES 1630 TWELFTH STREET s TWO RIVERS, WISCONSIN In 1939 he was elected president of 





the company, the position which he 
held until joining Phelps Dodge 


REGISTER TODAY 


PATENT FOR 


‘TO HANDLE ANY MATERIAL Ait NOVEMBER ELECTIONS 


DISPENSED FROM A REEL 


#901 


Non Metallic 
Connector 


AUSTIN 
No. 600 MAKIMUM 
REEL CAPACITY: 4000 LBS 


ROLLER WEIGHT: 75 LBS. EACH +523 


Entrance 
Cap 


OUTSTANDING ADVANTAGES: 


4 Ramp makes loading fast and easy 
2 Five adjustable slots take various reel diameters 
3 Thumb screw locks front rolier for reel removal 
4 Single unit takes reels up to 30° wide 
S Bolt two units together for reels up to 64° wide 
@ Higher back roller prevents ree! from coming off 

roler when material is dispensed oP a a Pe (Caen Dias ATLANTIC CON DUIT 
7 Reel rolls on grease packed flanged ball bearings FITTI NGS co. 
S Bright orange finish makes ree! readily visible — NORTHBROOK Ii LINO 

helps to eliminate accidents BOSTON, MASS. 
@ Use on the job, truck, or in warehouse 
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ASSOCIATION NEWS 


CHICAGO — A one day Electrical 
Modernization Conference will be held 
on September 23rd in the auditorium 
of the Chicago Lighting Institute at 37 
Wabash Avenue. The confer- 
ence is being co-sponsored by the Elec- 
tric Association, the Chicago Electrical 
Wholesalers Association and the Chi- 
cago Association of Commerce and In- 


South 


dustry in cooperation with the Elec- 
trical Contractors Association of the 


City of Chicago 


KANSAS CITY—John D. Hilburn, 
president of the Electric Association, 
has announced that John S. McDer- 
mott has been named executive man- 
ager of the association. McDermott, 
who assumed his duties September Ist, 
replaced Robert J He 
publicity director for the Kansas City 
Chamber of Commerce for four years 
and a member of the special events, 


sales staff of KMBC 


Samson was 


promotion and 


for five years 


MINNEAPOLIS—The present offi- 


cers of the North Central Electrical 





FASTENERS 


for 


ELECTRICIANS 
REFRIGERATOR MEN 
PLUMBERS 


THIEL 
Easy Drive 
STAPLES 


THIEL “Er- 
STRAPS 


THIEL 
Easy-Drive 


“NAIL IT” 


by leading Electrical Whole- 
salers. 


SOL 


Some territories still open—write for 
information. 


THIEL 


1417 N. MARKET ST. 


Tool and 
Engineering Co. 
> 


ST. LOUIS, MO. 
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The Jackson line aifords the wholesaler a 
dependable source for prompt service, good 
quality, and excellent returns. Jackson is a 
good, fast-selling line — check into the SP 7 10-! 
sales opportunities today. 


JACKSON 


UNITS ARE RIGHT 
¢ Good Service 
¢ Good Profits 


2002 2800-2804 
2801-2805 Vaporproef Units 
* “=... 4 
Small x, 
Adjustable \ 


FLOODLIGHT ‘S 


‘ 


INDUSTRIAL PLANTS .. . FARMS 
RURAL ELECTRIFICATION a — Com. 

perma 

nent or temporary 
installations. ‘Heavy 

Gauge steel con 
struction, baked 

enamel finish — 7-'2” and 
dia. ref. — durable, 
weatherproof, Uni« 
adjustment — in- 
stall on ary flat surface of 

attach directly to 3-' 

Approved 6 foot cord 4 


COMPANY 


TLLIN 


7107-7110 
or 4 outlet box 
and plug. 


JACKSON ELECTRICAL 


Manufocturers of Reflectors, Yardlights, 
Vaporproot Units, Weatherproof Sockets 


« Send for catalog 


* Sold only thru Dis- 
tributors 


HICACO 7 





4 ONE for the money! 


KEYSTONE 


Flangeless WIREWAYS 
and FITTINGS! 





Available in three sizes... 4" x 4”, 
4” x 6", and 6” x 6”... and in foot- 
lengths of 1’ through 5’ inclusive. Fur- 
nished in a variety of knockouts ranging 
from Ya" to 1%" equally spaced every 
3” for making ample connections without 
costly drilling. Flangeless type 90° 
elbow and T fittings also available for 
added flexibility in meeting wiring loy- 
out requirements. Write for Keystone’s 
“Valuve-Packed" Catalog today! 
lt pays to “figure on Keystone!"’ 
KEYSTONE MANUFACTURING COMPANY 
23328 Sherwood Ave. © Centerline (Detroit) Mich. 


“One for the money” is right! Next 
time you're bargain-hunting for quality 
wiring installation equipment, you'll find 
it pays extra sales and profits dividends 
to specify KEYSTONE Fiangeless Screw- 
cover WireWays and Auxiliary Fittings. 
They're quality-built through and through 

- yet they're designed to permit 
quick, easy, economical installation of 
wiring for meter boards, service boards, 
loadside switches, etc. 





NOW! Territories open 
for agents with ware- 
house facilities. Write 
for full porticulors! 

























































































SELL MASSEY 


























and feel secure in the knowledge 
that MASSEY devices are Under- 
writer's Lab. Approved, meet 
R.E.A. and Federal specifications 
#WS890. 





£saeee a 
H 
OGGLE SwiTC 
MASSEY pc Ears 








_¢ 
Wy 


SELL MASSEY, 


the foremost name in wiring de- 
vices for quality and design, COM- 
PETITIVELY PRICED for QUICK 
SALE . .. a steady REPEAT 
PROFITABLE BUSINESS. 





ive device of a 
aneality. profitable 
\d investigate: a 
in Brown oF 
we Do you have our complete catalog? 


s 
le. fom Send for a copy today! 


represe 


re is @ &' 
He line of 





Pp- 
Single Po 4 
* \ Gividually boxed: 
eae Indivmpendable — 


ee itty 


Pp 
g-32 scr 
Massey be Y° 
too. 


A. H. MASSEY, INC. 


300 Longbrook Ave., Stratford, Conn 









































 ~ and Multi-Gang Wall Plates and § 
lectric Wiring Devices since 1936 


ah 


LIGHTS THE WAY 


Oh erreeeeeeicsssscsscsscsscsscsssssss 


with Double Protection 
and Longer Lamp Life 


RAB now offers the new JR-150M 
Lampholder at a new low price with 
these double protection features 

to insure longer lamp life 


> 


Jer the heavy phosphor 


/ bronze Cc act makes repeated 
e , mpings poss ble with no 
ss of contact tension 


$930 ee 


Std. pkg. 24 The new RAB JR-150M Lampholder 


has been thoroughly engineered to insure longer 
life and maximum service 


Write for free catalogue 


ELECTRIC MANUFACTURING CO 113 East 138th Street, New York 51 


Industries were re-elected at the an- 
nual meeting of the board of directors. 
They are: Carl T. Bremicker, chairman; 
C. J. Christopher, 1st vice chairman; 
Ralph Moudry, 2nd chairman; 
L. G. Mample, treasurer; and Harry S 
Davis, secretary. Other members of the 
board are: Harry Edmunds; Louis E 
Nelson; C. E. Lytle; A. H. Kessler, 
executive secretary; Glenn Rowell; J. 
O Kvalsten; and William A. Ritt 


vice 


OMAHA—The Nebraska-Iowa Elec- 
trical Council personnel recently con- 
ducted a small scale membership cam- 
paign and is proud to announce that 
it was very successful. The NIEC also 
published items of activity for the 
council's fiscal year, November through 
June. Advertising promoting electrical 
merchandise included 
ments on radio and TV, newspaper ads, 


Spot announce- 


car cards and posters. 


PHILADELPHIA The 
Equipment Manufacturers Group of 
the Electrical Association continues to 


Lighting 


form plans in its preparation for the 
1952 Cooperative Fall Lighting Cam- 
paign. The number of manufacturers 
taking part in 1952 is expected to set 








Inc. 
£701 11 YN MAW AYE. 
CHICAGO 31, ILL. 





TRADE-WIND 
CLIPPER VENTILATORS 


Ceiling models 
for kitchen — 
bath — den 

— laundry 


Cabinet model — 
ventilates both 
top-of-stove and 
ceiling 


TRADE-WIND MOTORIANS. (WC 
| sree Lae 


los Angeles 37 Cai)! 
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a new record. The opening dinner for 
utility and wholesalers’ men will be 
held at MacCall Field, Highland Park 
on Monday, September 15th. An after- 
noon of golf will precede the dinner 
Special features of interest are being 
planned for this occasion 


PITTSBURGH—The Electric League 
of Western wel- 
comed the following new members to 
its activities: N. W. Heakin and W. B. 
Megoram, Doubleday-Hill Electric Co.; 
G. L. Sankey and H. B. Tabor, Gen- 
eral Electric Supply Corp 


Pennsylvania has 


Among the electrical distributors who 
attended “Pittsburgh Day” at the 
Cleveland Lighting Conference were 
N. W. Heakin and G. W. Provost, Jr., 
Doubleday-Hill Electric Co.; J. E. Em- 
ery and M. W. Glasgow, Graybar Elec- 
tric Co.; Harold Coff and C. S. Landau, 
Morris Electric Supply Co.; T. Neu- 
man, State Electric Co.; L. A. Siegal, 
Jordan Siegal, Herman Siegal, Wally 
Electrical Supply Co 


The local adequate wiring program 
leads the nation. The certification of 
9678 dwelling units has taken place 


friction 


rubber 
tapes- 


Nails to Studding 
Evenly, Accurately, 
in a Matter 
of Seconds... 


Write for descriptive 
price sheet No. A-1-a 


Faster Installation! 

Nail holes in box sides pro- 
vide fast, easy installation. 
Saves money by eliminating 
bracket. Nail heads driven in 
tight—box is never out of line. 


Perfect Alignment! 
3 nubs facing outward on 
each side of box prevent box 
from tilting. First nub is 7/” 
from front of box to permit 
adjustment for wallboard ot 
plaster. 





1S IT TRUE WHAT 
| HEAR ABOUT 
DIAMOND DTX? 


FOR THE WISE BUYER, 
IT's ALwars 


YES, IT’S TRUE — our old customers, who think 
Diamond DTX is THE BEST Nonmetallic Sheathed 
Cable, are flooding us with orders these days .. . 
almost more than we can handle. That's why we can- 
not accept orders from new customers at this time. 
However, we hope to be able to serve new friends in 
the future. We're eager and willing to supply you just 


as soon as we can. Inquiries answered promptly. 


makes pette! Tapes — 
ask for them by name | 


: SOLD ONLY THROUGH 4 
‘ Seer enizKe WHOLESALERS 
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DIAMOND WIRE & CABLE CO. 


SYCAMORE, ILLINOIS 
Manufacturers of Diamond Wire Electrical Wire 























Mr. Wholesaler: 
Here are two low cost Ground Rod 
Clamps built to the highest quality 
standards. Type A is for your cus- 
tomers who want the very best. 
Type B is the “Budget Line”, but it 
is sturdy and strong and will do a 
good job. 

Good volume — high turnover — 
these are good “bread and butter” 
items. Write us for samples today. 


OAT TE a RR 5 RINE TSG EP 





HEAVY-DUTY BADGER 


*Motor gears oil-sealed for 
life 

*Self-adjusting floating con- 
tacts 


*Indoor or Outdoor cases 


Over 40 years of Reliance 
time control experience has 
been incorporated into the 
heavy-duty Badger switch 
It is completely accurate 
and dependable, for loads 
up to 11,000 watts. Extra 
heavy gears, a slow-speed 
synchronous motor, assures 
a longer service life. For 
complete information, drop 
a card to RELIANCE 
AUTOMATIC LIGHTING 
CO., 1911 Mead St., Ra 


> 
of 


since 1940. During this period the 
adequate wiring standards have been 
raised twice to include the electrical 
needs required for the great increase 
in the use of electricity demanded by 
1952 standards. The post-war period 
marked the greatest increase in certifi- 
cations, when 5,173 units were certi- 


fied as adequately wired 


RICHMOND —"Don't Be A _ Fuse 
Changer! is a littie roider endorsed by 
the Electrical Association of Richmond 
and the Chief Electrical Inspector of 
the City of Richmond. It urges every 
electrical user to protect his electrical 
investment. Distributors are requested 
to leave a folder with each of their 
dealers, and that it would be a good 
idea to enclose folders in each of their 
local letters 


SALT LAKE CITY—The Intermoun- 
tain Electrical Association announces 
that the recently concluded range cam- 
paign and contest proved highly worth- 
while. Some stores sold as many as 
twenty ranges during the two-week 
campaign. Art Reynolds, distributor 
salesman for the Westinghouse Elec- 
tric Supply Co., was chairman of the 
committee. Other electrical distribu- 
tors of the Salt Lake City area who 
participated in sponsoring the cam- 
paign were: W. H. Bintz Co; Sale 
Lake Hardware Co.; Graybar Electric 
Co., Inc.; General Electric Supply 
Corp.; and Strevell-Paterson Hardware 
Co 


WASHINGTON, D. C.—The Elec- 
tric Institute of Washington an- 
nounces that two $100 savings bonds 
were awarded to Robert E. Orton, Jr., 
of the Graybar Electric Co., Inc., in 
the 1952 Electrical Housewares Win- 
dow display contest. He submitted the 
winning windows of Woodward and 
Lothrop, and Bates Jewelers 


~ 
es & 


for 
Rey \\ oe 09 








1455 SPRING GARDEN AVE., 


RELIANCE TIME SWITCHES 


PITTSBURGH 12, PA. 
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new: the 


ADDITIONS | SIERRA 
TO | 


| Switch 


ne vor BACK OR FRONT WIRED 


T-RATED | 


SILENTLY, SMOOTHLY a pool of 
mercury mokes and breaks the cir 
cuit. Rugged construction and unique 
Sierra design assure long service life 
under toughest conditions. Contractors 
like its ease of installation. Sell Sierra 
and you guarantee satisfaction! 


STEEL 
+ BRASS 


OVER 500 STYLES 
Now ! Sierra's popular 
functional design in 
handsome metal 
plates 


Just off the Press 


Showing Sierra Wiring 


Look to SIERRA for 
ALL your wall plote 
and wiring device 


need 


Sierra Electric and 544 E. 31st St. 
Manufacturing Company ios angeles, caiit. 


MORE FACTS MINERALLAG 


AaaieieeeR <;.,/ ANGERS, CLIPS, STRAPS 
/ 


Volt-Ammeter—A _ redesigned hook 
on volt-ammeter will measure a.c. on 
five scale ranges: 0-7.5; 30; 75; 300 
and 750 amperes. It can be used on in 
sulated and non-insulated conductors 


by hooking it around the power line 


No separate transformers or additional 
equipment is required. General Elec 
tric Co., Schenectady 5, N. Y 


Ceiling Fan — Blower type, built-in 


kitchen ceiling fan, is 342 inches deep 
srall. Th > be mounted be Mineraliac Cable, Conduit and Mes- 
overall. The frame can be mounted be conn "eats ane ER. Rae, 


tween 16 inch studs or center jo1sts quicker to install; permit speedy, com- 
pact wiring: economical. Also in Ever- 
Center grille unscrews for cleaning dur . . . Porcelain Insulating Bushings 
Standard 314 by 12 h fur en available. “ee 
~— , a7 $+ See See Pe Jiffy STEEL Clips (Pipe-clamp) require 
can be used as connecting air ducts only one screw, nail or boll; rib-strength- 
ened; for hanging pipe. conduit, BX 
Additional information is available cable, mounting coils, etc. Millions in 
. use. 
from the Berns Mfg. Corp., Chicago, Stoel Straps tor Messongercable serv 
Ill ices on outlet boxes: may be used in 
conjunction with hangers. 
ee 


ircul »ake sereclene 7 Order from your Electrical Wholesaler. 
Circuit Breaker Individual circuit genet tes Ee 

breakers can be added or removed in 
MINERALLAC ELECTRIC COMPANY 
minutes to meet changes in circuit re 25 North Peoria Street Chicage 7, tilinels 


oe a Ne nape er ne 


[A MAME SYNONYMOUS WITH EXPERIENCE 


THIS CATOLOG 
MAY HELP YOU... 


INDOOR-OUTDOOR 
TYPE 

3 KVA to 15KVA inclu- 

sive. Modern design 

for quick, neat instol- 

lations. Light weight. 

Air cooled. 


. 
MAGNATRAW 


INDOOR TYPE 


25 KVA to 200 KVA 
inclusive. Extra large 


oo gue speeds WRITE FOR YOUR 
COPY TODAY 
Gl 2 a 
MAGNATRAN INCORPORATED 


TRANSFORMERS AND ELECTRICAL EQUIPMENT 
WALTER GARLICK, J8., PRESIDENT 
246 SCHUYLER AVE KEARNEY, NEW JERSEY 
—_ 
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PACKAGE 


“Pull FANS 


save skilled labor 
installation time ! 


BUFFALO BREEZO FANS 
This quick, easy-installation package gives you 
years of trouble-free air handling. Simple con- 
struction guarantees minimum maintenance 
Rugged, heavy-duty unit comes in 6 sizes, 8 
to 24 all with high grade standard motors 


: BUFFALO “L” BREEZO 

This versatile disk fan has been proven in a 
wide range of commercial and industrial appli 
cations. Externally mounted motor makes it ideal 
for exhausting gas, moisture, steam and smoke 
Sizes 12 to 36° for up to 7300 c.f.m. at 
static 


Get your 
FREE 
copy now! 
specifi- 
de- 
scriptions of 


BUFFALO'S | full 
of disk fans 


—_ 
a are contained in 
= Bulletin 3222-F. 
Write today! 
BUFFALO FORGE COMPANY 
Buffalo, New York 
Hand Book 
Led... 


Complete 


cations and 


line 


214 Mortimer St. 
Publishers of 


Canadian Blower & Forge Co., 
Kitchener, Ont 


Fan Engineering” 


Sales Representatives in all Principal Cities 


Rafi FIRST: 
} WeoR FANS 


quirements. They are rated in 15, 20, 
| 30, 40 and 50 amperes to correspond 
| with ratings of branch circuit conduc- 
| tors. Units operate on thermal-mag- 
netic principle and are interchangeable. 
| Additional information and bulletin is 
| available from BullDog Electric Prod- 
| ucts Co., Detroit 32, Mich. 
| 


Voltage Tester—An improved design 
voltage tester has only one test lead 
and indicates a.c. or d.c. voltage, from 
115 to 600 volts. The second test prod 
is mounted permanently in one end of 
the tester. The voltage scale is located 
in the end of the tester opposite the 
Holub Industries, Inc., Syca- 
more, Ill 


prod. 


Color Motion Picture—A new 16 
mm. film describes the principles and 
history of watthour meters and the 
metering maintenance problems en- 
countered by utilities. It also shows the 
design developments, manufacturing 
techniques and quality control pro- 
cedures of various watthour meters 
Prints of the new film (running time 
25 minutes) are available for loan at 
General Electric district apparatus of- 
fices. 

Potheads & Terminals — A new 
catalog (No. C79-13) includes com- 
plete design data as well as information 
and instructions for proper ordering 
and installation of potheads and termi- 
nals on all types up to 46 KV. The 
catalog features both outdoor and in- 
door types and designs for transformers 
and switchgear. It is available from the 
Anaconda Wire and Cable Co., 25 
Broadway, N. Y. 4 


Switches—Two-color, 24-page catalog 


covers safety, limit, and interlock 
switches designed especially for switch- 
circuits in industrial and com- 


Other products 


ing a.c 
mercial applications 





HARRY J. KAHN 
ELECTRIC SALES CO. 


564 W. ADAMS STREET 
Chicago 6, Illinois 


A Sales Organization 
Representing Electrical 
Manufacturers 


e 4 SALESMEN COVERING 
MIDWEST AREA 


@. WAREHOUSE FACILITIES 











A great variety of ma- 

chines and equipment 
require motor controls for original 
epplication and replacement . 
You can share in this profitable, 
industrial business by carrying the 
FURNAS line. Hand and foot- 
operated controllers in OFF-ON, 
reversing and multi-speed types as 
well as pressure and magnetic re- 
versing switches offer the jobber a 
growing opportunity in the 1 to 10 
hp. controller field. We urge you 
to investigate the many FURNAS 
advantages; our catalog is sent free 
on request. Write for further de- 
tails to Furnas Electric Company, 
1069 McKee St., Batavia, Illinois. 


A 


t 


4 


FURNAS J5 REVERSING CONTROLLER 


when desire 
re quickly 
ameter 

vent flash- 
able for 


r rope pera- 


FURNAS 
eTre 


MOTOR CONTROLS 
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WE Telel AME TelelVi' EP) 
JHl NO dwar 


41 Gh 7ETSe0eS- e088 180 
Oe 

419 123. 256-875-900.228.550.979 400 
414 480-500. 830-800 


(818 1b Sea 


TYPE S 
410 han as.sessen . 


FUSTATS 


F Cat No. 415 


1 to 20 amp. 250 vols 
FUSE PULLER 
3 SIZES 


MIDGET SIZE 
No. 490 


POCKET SIZE 
No. 491 


TYPE SA 
ADAPTERS 


“CAT NO 535 540 545 
FOR FUSTAT SITE 
1S 20, 25 AND 30 AMP 


CAT. NO. 400-D 
25 ASSORTED 
STANDARD SIZE PLUG 
FUSES TO A 
DISPLAY 





ELE 
THE FACTORY 
AND KNOW-HOW BEHINL 
MAJOR 
PLUG AND CARTRIGE 


FUSES 
GEM ELECTRIC MFG 
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included are explosion-proof switches, 
splash-proof switches, auxiliary brack- 
ets, switch-actuators, standard size basic 
switches, and the ultra small switch 
designs. Catalog No. 82 is published 
by Micro Div., Minneapolis-Honeywell 
Regulator Co., Freeport, Ill 


Lighting Fixtures—A new style book- 
let, much of it in full color, will be 
available only to electrical distributors 
and imprinted with their names. All 
of Lightolier fixture lines are included, 
each with its own chapter, suggested 
room schemes and technical data. Sev- 
eral pages of the book are devoted to 
decorating ideas for the homemaker, 
others present light charts for the ar- 
chitect and The booklet 
shows over 258 styles and is issued by 


engineer 


Lightolier, 346 Claremont Ave., Jersey 
City 5, N. J 


Hydraulic Tools—A_ collection of 
ideas developed and applied by users 
of hydraulic tools (and hand tools) is 
contained in an illustrated “Idea Book.” 
The book contains suggestions for the 
users of hydraulic tools in production, 
maintenance, testing and rescue work 
Ideas for the use of hydraulic pipe 
benders, thin wall conduit benders, 


knock out punches, electric driven 





SALES REPRESENTATIVES 
WANTED 


The Miller Company is expanding its field 
sales force, and agency contracts are avail 
able for the following territories: 
New Orleans Territory 
Memphis Territory 
Representatives interested in an agency or 
commission basis are invited to communi 
cate with— 
The Miller Company 
Meriden, Connecticut 














ATTENTION 
MANUFACTURERS 


Established sales organization with 
good following among the jobbers 
in the Midwest territory can handle 
one more good line. Warehouse 
facilities. 


Simon Electrical Sales Co., 
629 W. Washington Bivd., 
Chicago 6, Illinois. 








Jiffy cvame-in 


BOX SUPPORTS 


Preformed 


LOWEST COST— 


ALL PURPOSE — 


It’s easiest to use. No tools required. 
No rocking of box after installation 
because of THREE FINGERS holding 


it to wall. 


NEW-IMPROVED 
iffy —LOck 


Adjustable 


BAR HANGER 

















(7% \ 


New ridged telescope Bar gives more 


\ 


L 





room. Positive Lock stud, requires no 
screwdriver or wrench to lock box in 
position. Adjustable to required space. 
Perfectly aligned. No joist notching. 


Write for complete Jiffy Catalog EW 


Chicogo 7, tino 





GREAT 
WESTERN 


“RENEWABLE” 
LAG FUSES 


Customers want these 
better, longer-lasting 


Great Western “Renewable” Lag Fuses 
are designed to last longer . . . to give 
better service. This means fewer fuses 
used over a given period of time . . . a 
definite saving in copper and brass 


Great Western 
PROLONGS FUSE LIFE 
because 


@ Tougher materials give better 
heat dissipation. 

e@ Extra heavy fibre cases and sup- 
porting bars give better support 
to links. 

@ Quickly removable ends — mean 
easier cleaning and better oper- 
ation. 


Tell your customers about these Great Western 
features. Help them beat shortages and save 
money by getting the fuse with the longest 
life! For complete information, contact our 
representative in your vicinity. 


THE BEST FUSES MONEY CAN BUY 


GREAT WESTERN 
FUSE DIVISION 


Titeflex, Inc. 
500 Frelinghuysen Ave., Newark 5, N. J. 
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pumps and electric motor maintenance 
equipment in electrical, construction, 
mining and other industries complete 
the 64 page book. Inquiries should be 
addressed to the Blackhawk Mfg. Co., 
Milwaukee 1, Wis. 

Industrial Fixtures — Industrial fix- 
tures for slimline lamps have no weld- 
ed parts. Fixtures have parabolic re- 
flectors and are wired with turret sock- 
ets. Information is contained in catalog 
No. IND-101, Gibson Manufacturing 
Co., 1919 Piedmont Circle, N.E., At 
lanta, Ga 


Lamps—Three-in-one lamp—50, 100, 
and 150-watt—gives upward indirect 
light as well as downward direct light 
Additional this and 
other lamps is contained in “Better 
See-Ability,” a booklet issued by the 
Westinghouse Lamp Division, Home 
P.O. Box 430, Bloom- 


information on 


Lighting Dept., 
field, N. J 


Wires and Cables—More than 500 
different types of wires and cables are 
listed in a new, 186 page general cata- 
log issued by the electrical wire and 
cable department, United States Rub- 


ber Co. The catalog contains data on 


construction and operating character- 


OPPORTUNITY! 


Chicago’s most aggressive sup- 
ply house operating a number 
of branches can promise op- 
portunity to a few experienced 
men to learn our procedures 
and technique. Men qualifying 
have the opportunity of either 
taking over well established 
territories or managing 
branches now established and 
those contemplated. 


Local or out of town applicants 
are invited to write for an 
appointment, expenses paid. 
Ambition and ability are prime 
requisites. 


Address Box P5051 
Electrical Wholesaling 
520 N. Michigan Ave. 

Chicago 11, Ill. 








make 
better 


connections! 
evil 


Efcorlets 


the better-fitting, longer- 
lasting, iron conduit bodies. 


@ Cleaner, carefully 
gauged threads 

@ Maximum room for wire 
pulling and splicing 

@ Rounded and bushed 
openings 

@ Larger radii to protect 
conductor insulation 

@ Threaded straight for 
perfect conduit align- 
ment 


make 
better 
connections 


through EFCOR's wide 
and complete distribution 


@ Most complete line 
available to you 

@ All electrical fittings for 
all installations 


@® Warehouses in all prin- 
cipal cities 


For FREE illustrated literature 
ond price lists, contoct your 
necrest wholesaler. 


W) 
look for the ot- 
a q recive red and 
& aris block carton. 
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When Life's at 
Stake Kely on... 


Show the familiar Klein trade- 
mark to the old-timer on the 
pole and he'll tell you—‘“‘that’s 
the equipment I’ve been using 
ever since I was a grunt.” 

Yes, workmen just naturally 
feel safer when the equipment 
is Klein—recognized for qual- 
ity “Since 1857.” 


ASK YOUR SUPPLIER 
Foreign Distributor: International 
Standard Electric Corp., New York. 


Write for your free copy of the 
Klein Pocket Tool Guide today! 


ws K LEINES 


3200 BELMONT AVE. CHICAGO 1 


istics for such products as control and 
signal cables, railroad wire and cables, 
wire and cables for the building in 
dustry, telephone wire and cables, mine 
cables, and portable cords. A detailed 
technical engineering data section is 
also included. Copies of the catalog 
may be obtained from R. H. Turner, 
United States Rubber Co., Rockefeller 
Center, New York 
Volt-Ammeter — Clamp type, hand 
size instrument is for use on alternat 
ing current. Measures up to 600 amps 
and 600 volts. It is equipped with 
ranges of 0-12, 0-120 and 0-600 amps 
and 0-150 and 0-600 volts. Instrument 
weighs less than two pounds. Folder 
is available from the Columbia Elec- 
tric Mfg. Co., 4519 Hamilton Ave., 
N.E., Cleveland 14, Ohio 

Christmas Lights—The 1952, 24 page 
catalog of Christmas lighting decora- 
tions illustrates the entire line in full 
color. A new item is a tree-top and 
decorator styled all-plastic candle set 
New, restyled versions of past all-plas- 
tic candle sets are set in rich ivory 
plastic. Other lighting decorations can 
be used either indoors or outdoors. The 
catalog is available from the Royal 


Pawtucket, R. I 


Electric Co., Inc., 





Expanding Southern Cali- 
fornia jobber needs more 
salesmen. Sales force is 
averaging $600.00 
monthly. 


Brown Wholesale Electric Co. 
634 San Julian Street 
Los Angeles 14, California 








WANTED 
DIVISIONAL REPRESENTATIVES 
WITH TECHNICAL ELECTRICAL 

KNOWLEDGE 


To handle opening of new territories 
for expanding company. New facilities 
enable us now to enlarge our distribu- 
tion nationally. We manufacture elec- 
tric glass radiant heating panels used in 
homes, motels, industry. Men accepted 
will be in charge of area and are ex- 
pected to sell to and work with electri- 
cal wholesalers and contractors. Com- 
mission arrangement. Kindly send com- 
plete background to 
RW514; Electrical Wholesaling 

330 W. 42nd St., New York 36, N.Y. 
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_—make it a 
QUALITY job with 


UNIVERSAL 


PORCELAIN 
INSULATORS 


® Whatever your insulator needs, 
there's a Universal Porcelain Insula- 
tor to make every job a quality job. 


"#€ UNIVERSAL 

ent PRODUCTS CO. 
1549 EAST FIRST ST. 
SANDUSKY, OHIO 





Easy-To-Use 
___ Super-Spotlights 
BRIGHTEST VALUES 
in display lighting! — 


Long life, sturdy con- 

struction, engineering 

brilliance—all com- 

bined in GoldE Spot- 

lights of the most! 

modern design. | 
GoldE features for more lighting value: | 
Brilliant, ring-free light—instant beam con- | 
trol, flood to spot in a moment—-positive 
lock-tilt—heavy, non-tip base—non-tarn- | 
ishing reflector—chrome heat guard— 
4'A” Pyrex-Type Fresnel lens—extre 
length asbestos cord. 


ALWAYS COOL 


1000 WATT 
BLOWER COOLED 
BANTAM 
SUPER SPOT 
Price (less lamp) 


$3]00 


FOR COLOR 
IN MOTION 


ROTOCHR: 
S00 WATTS 
Six beautiful flowing col- 
* ors for ottroctive ome 5 
Dependable, long-li 
¥ motor. Compact. Just 
plug in—like on ‘ 
clock. 
Price (less lamp) 


$2975 


Spotlight accessories include: Pipe clamps, ceiling 
hanging brackets, color wheels, diffusers, born doors 
—— GoldE Super Spots world’s most fleaible 


Shtte far veriglote tnoratore, some i biases 
GOLDE MFG. CO. 


old Brightest Name 
in Light Projection 


4888 N. CLARK STREET 


CHICAGO 40, ILLINOIS Py 
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PiyMoumy 


CONVENIENT FIVE-PACK 
PACKED INDIVIDUALLY Five 30-ft. rolls, % 


One 66-ft. roll, %” wide in handy container. 
single pocket-size metal can. 


4” wide in 


COUNTER DISPLAY FOR THE DEALER 
18 10-ft. rolls, one-half inch wide 


SLIPKNOT Frccteon TAPE 


The result of more than 

fifty years of manufacturing integrity ... 

truly the perfect pedigreed tape... 

sold in counter display cartons, individual bores 
and ten-roll dispensers. 


THE LARGEST SELLING TAPE 
IN THE WORLD — Beccuse 


@ It will not dry out 
@ It won't ravel at the « 
Sold Only Through © hh enmls of we 
Recognized Wholesalers 





On circuits of 125 volt or tess 


BUSS FUSTATS «.....-. 
Prevent Motor Burnouts 


Costly Repair Bills 


The Greatest Little 
Protective Device made 
since the invention of 
the electric motor 


Home, Farm, Office, Factory— Appliances and Equipment 


Selling FUSTATS for 


Protection of Small Motors 


means 


UM 


{ 
‘ 


New Sales 


New Friends 


New Profits 


| 7 


——— 


SIMPLE, LOW COST WAYS TO APPLY FUSTAT PROTECTION 


Where motor is on separate circuit 
fused with ordinary plug fuse 


Just replace fuse with a Fustat of proper size 
| BSYy | in an adapter to hold it. There is nothing 
, else to do to protect the motor as well as the 


circult wiring. 


Where motor is controlled by a switch 
fused with an ordinary plug fuse 


Replace fuse with Fustat and adapter of 
proper size Motor is now protected igainst 
surnout and in case of trouble in motor or 
device, this Fustat will open ahead of the cir- 
cuit protection fuse so that lights or other 
appliances on the circuit will not be disturbed 
by the motor shutdown. 


Fustat Receptacles 


There are available Fustar rec eptacles 
that may be mounted inside or outside 
the cabinet or frame of such devices as 
clothes dryers, coin operated devices, 

h es, control apparatus, machine 
electrical equipment of many 


Turn an outlet or switch box into a 
MOTOR PROTECTIVE DEVICE with a 
FUSTAT MOUNTED ON A BOX COVER. 


Three combinations to choose from 


Plug-in \ ) t ) 
Receptacle Switch 
with 6 67 with | Fustat 
Fustat Fustat : Alone 


for AC rs only 2 hp and smaller 


l ts without switch for ar stor 44 hp and smaller 


Four cover sizes to fit box you have 


e) ‘ a, 


Handy Octagon Square 
box cover cover box cover »0x Cover 

2%" 2%" 4" 4” 

wide i n Sa 

Any one who can install a switch or receptacle can now 
give a motor safe dependable protection by installing a 
Fustat mounted on a box cover. 


For full information refer to BUSS Bulletin on 0-14 amp. Fustats 


BUSSMANN Mfg. Cou St. Louis Te. Mo., Div. McGraw Electric Co. 





